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HILLERICHRBRADSBYC: Louisville Slugger Catalog 


a ee Containing complete information and speci- 
Ouisy\\es fications, the beautiful 1957 Louisville 
Slugger Catalog (size 814”x 1114") in 


+ © | tk oe 4 eS a full color is now ready for distribution. 


Be sure to get your order in early. 


a es cr. id Louisville Grand Slam Catalog 
Also ready for distribution is the Louisville 


Grand Slam Catalog for 57. Accurately 

produced in full color and planned for 

4 & ts Cc ATA L. © G Ss maximum eye appeal and easy readability, 
it packs a powerful sales wallop. Size 


: 814,” x 1114". Estimate your quantity needs 
HILLERICH & BRADSBY CO., INC. and reserve your copies now. 
LOUISVILLE, KENTUCKY Dept. HA-7 
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It costs no more to get 






all of these u AF UL “it 






©e STRONGER — higher tensile strength, no sand 
holes. 


®* TAPER TAPPED—all pipe threads tapered to 
ensure leak-proof joints in every installation. 





© PROTECTED—galvanized fittings zinc plated | ~ 
after fabrication for maximum protection of all , -o SAD 2 “Fo 
surfaces, including threads. : —— 


© CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 


¢ ALL CAPITOL FITTINGS MEET FEDERAL Ud fy, ae, ae 
SPCRIT ISAS “VU hii) f), 250+ UNIONS 


SQUARE HEAD PLUGS HEX BUSHINGS STEEL CAPS 
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Your Capitol So 4 LL we 
Wholesaler | 
harininininittend 


WELL SUPPLIES CAPadapters REDUCING _ INSULATING 
NIPPLE 
COUPES _ and Forged Steel High Pressure Fittings COUPLINGS UNIONS 


PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS P p T () | | 
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DESIGN GIVES 


THE BEST CUT, THE MOST SALES 


LAWN-BOY ENGINEERS, originators of the 
important power-mower improvements, 
know why they design mowers as they do. 
But the imitators of LAWN-BOY can copy 
only the skin-deep appearance, not the 
cut—and, after all, it’s the cut that counts. 


SO THERE’S NO TRICK to selling a LAWN-BOY. 
When a customer starts comparing power 
mowers feature-by-feature, there’s just no 
contest. The world’s best power-mower 
know-how is lavished on LAWN-BOY to 
make it without question the smoothest- 
cutting, fastest-selling mower in the field. 


NOWHERE ELSE can your customers find the 
sensational ACTIVATED PILOT WHEEL that’s 
on this year’s LAWN-BOY Automower and 
Deluxe models. The line is long—a LAWN- 
Boy for every lawn and every budget. And 
it’s backed by the biggest national adver- 
tising campaign ever thrown behind a 
power mower—even LAWN-BOY. Tie-in! See 
your distributor-salesman. 


LAW N-BOY 


LAWN-BOY, Lamar, Mo. « Division of Outboard 


Marine Corporation, makers of Johnson and 
Evinrude Outboard Motors 


In Canada: LAWN-BOY, Peterborough, Ontario 
The NEW IDEAS are LAWN-BOY IDEAS 
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WHY 2-cycle LAWN-BOY engine is best 


Designed only for LAWN-Boy, this 2-cycle engine is a model of simplicity, 
power, easy starting, light weight, and dependability, with a minimum of 
moving parts. Grass-cutting is faster and easier—every piston stroke is a 
power stroke (which means we needn’t “jazz up”’ the LAWN-BOY engine to get 
the 3200 rpm needed for efficient mowing). Finally, you don’t have to check 
oil—a free-and-easy proportion of gas and oil right in the fuel tank maintains 
top-notch operation throughout the long life of a LAWN-BoY power mower. 
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Promote this profitable leader 


at this special low price 
IRHA week special—75¢ 


Regular—96¢ 


to show the values you offer all through your store eo 


This is the offer that’s been so successful in other IRHA Hardware Week 
promotions! Always a good seller at its regular price, the Nicholson 
Handy file breaks records at this special low price. Past IRHA week 
records prove it! And even though we price it to give you a traffic- 
building leader, you still get an excellent profit per dozen—even more 
profit than last year! 


Through NRHA, Nicholson provides all of the IRHA Hardware Week 
material you need. This includes pennants and show cards and news- 
paper mats. For this promotion, Nicholson packages the Handy file 
in a self-merchandising display box. And there’s national advertising 
in The Saturday Evening Post, Popular Science and Popular Mechanics 
and outstanding farm publications. Nicholson gives you the product, 
the profit and the promotion to generate sales all through your store. 


& 
= >=<_° 
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NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 


(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


The product, the profit and the promotion . 
Nicholson Handy File Profit Structure 
MR. RETAILER: 
Your cost per dozen 
Your selling price 
Your profit 


Double performance at less than regular price — the 
Nicholson Handy file. Double-cut on one side for 
fast stock removal. Other side single-cut for smooth- 
ing, sharpening and finishing. 


= 
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setting new sales records—the Savage 
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Last year we introduced the 340 

with a completely redesigned stock— 

and it set sales records with dealers 

all across the country. This year the Clip magazine . . . ramp 


front sight and rear sight wit 


340 is tapped and drilled for ’scope ‘elevator adjustment... 
mounts in all calibers. The popular and “scope mounts. 
varmint cartridges—.222 Remington 
and .22 Hornet... and the world’s 
favorite deer and medium game 


cartridge—the .30-30. 
The 340 is still priced so low your EEE Se Same 


customers can buy it complete with methods Including exclusive 
; : give extreme accuracy, 
scope for less than they might 

expect to pay for the rifle alone— 


only $57.50 (retail—less ’scope.) 


$57.50 (retail) 


STOCK . Medium-high comb 
the fastest selling rifles stock of selected wainut 


and shotguns ... oll finisn. 


DISPLAY © inthe world—Savage, 
Stevens and Fox. 


SELL Li PRICES SUBJECT TO 
SLIGHTLY IGHER Cc 


A 
TRADEMARK 


SAVAGE + STEVENS + FOX FIREARMS 


SAVAGE ARMS CORPORATION © CHICOPEE FALLS, MASS, 
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ditorial 


by W. A. Phair 


Don’t marry vour mistakes. . . 


“Good gosh,” I said to the dealer, “this model hasn’t been made 
in five years.”’ 


“I know that,” he replied. “T bought three of them five years ago 
and sold two. Somebody will want this one someday.” 


“But, you’ve had money tied up in this piece of merchandise for 
five years. Why not mark it down and get rid of it. At least you'll 
get your money back,” I suggested. 


“Oh, no, I couldn’t do that,” the dealer protested, “I never mark 
anything down and give up my margin. You can’t make money if you 
give away your margin.” 


Well, that’s one way of looking at it. On the other hand it seems 
to me that this dealer had already lost his margin, even if he didn’t 
realize it. He could have done better with the money he invested in 
that item if he had put the money in a bank at three percent. 


The type of thinking represented by this dealer is found too fre- 
quently among hardware dealers. It is a prime obstacle to more profit- 
able store operation. 


I wish we could post in the back of every store a sign with the words 
“Turnover” on it in large letters. This sign would be a constant re- 
minder to store managers of one of the most important keys to more 
profitable store operation. 


Turnover rates in hardware stores will never be as high as in many 
other types of retail outlets, but it can... and must... be improved. 
It can be; we know of dealers who are getting turnover rates substan- 
tially above the industry average of about 2 turns a year. 


There is another important reason why turnover is vitally significant 
to every hardware merchant who wants to make a better profit. This 
reason is that turnover is of one the few elements of store operation 


that is almost entirely under the control of the store management 
itself. 


Yes, better margins on many items would be most welcome. But 
it is unlikely that we can expect any worthwhile improvement in mar- 
gins, especially since others, outside the store, exercise a big influence 
on margins. 


Better traffic is another way to make more money. But sometimes 
when you increase sales volume you also have to increase your invest- 
ment in inventory. Unless you use the added traffic to improve your 
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Editorial 


continued 


turnover rate, you can end up making less money, despite the fact that you 
are selling more merchandise. 


So when you finish studying all the ways of making a store more profit- 
able you end up with the conclusion that increasing turnover is the best, 
and easiest way to improve profits. 


One obstacle to better turnover is the way some dealers persist in living 
for years with their mistakes. They don’t weed out dogs and slow movers. 
They refuse to take a mark down. The result is thousands of dollars tied 
up needlessly in items that will never pay their way. 


| 


Everybody makes mistakes. Even the big, professional buyers in depart- 
ment stores and in wholesale houses, with all their experience, make mis- 
takes in buying every now and then. 


The big difference is that when these professional buyers make sure that 
they have made a mistake, they correct it as soon as possible. They don’t 
marry their mistakes. 


A lot of retail dealers could improve their profit picture, too, if they 
wouldn’t marry their mistakes. 


It really isn’t hard... 


How can a dealer keep slow movers under control? In the first place, 
you have to be serious about tackling this job on a permanent basis. You 
must set up a policy that everybody in the store understands. And you have 
to have a method of spotting the dogs. 


Once you make up your mind that you are not going to carry deadwood, 
it really isn’t hard to put an effective program to work. We have given, in 
the pages of HARDWARE AGE, many examples of how dealers control their 
stock. 


A very simple procedure, that any store can use, is the color code system 
that was described in HA, Dec. 20, p. 35. This system keeps you posted 
on the age of merchandise by simply looking at the color of the price 
marking. 


The next step is to set up a regular “special price” or “clearance’”’ table. 
This table can be moved around to draw traffic into different departments. 
Prices on the clearance table should be progressively marked down until it 
is sold. Many merchants find that a regular “Dog Day” sale is a good way 
to clean out slow movers. 


An especially effective technique for moving dead merchandise is the 
“PM” method that was described in HA, Sept. 13, p. 155. “PM” means “push 
merchandise.” This mark on a price tag means that the item has been 
marked down and that there is a special commission payable on it. This 
simple method is used quite successfully in the department store field. It 
can be easily applied to a hardware store, without a lot of complicated 
bookkeeping. 


Take a pencil someday soon and sit down and just figure out what hap- 
pens when you tie up capital for a year in some slow movers; figure out 
what you lost by not geeting the additional profit you could make if you 
could get just a half turn more a year. 


When you work out these figures, you’ll see very clearly why we say that 
everybody can make a mistake, but only fools marry their mistakes. 
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No. 572 decorative trim 
plate with Thunderbird 
Design — ‘R’ Series. 


best looking, best locking, 
quickest to install— 


IN LOW-COST RESIDENTIAL FIELD 


If you’re looking for more builder’s hardware volume in 
57, here’s a sure bet .. . Lockwood ‘R’ Series locksets. 


In the low-cost field it has no equal — for beauty, 

for performance, for ease of installation. It’s loaded with 
sales appeal. . . builders are on the lookout for it. Don’t 
miss these sales. 


Se 4 , \\ 
ae 
aie tenk nice. | @oOoek iO PD 
Design— 5 pin Snes ATH ened 7 


oll steel mechanism, all functions. 





LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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BY WASHINGTON 


Government Report Shows Stamps 
Dont Help Small Businesses 


Trading stamps appear to benefit larger stores at 
the expense of smaller outlets and may eventually force 
some small merchants out of business, the U. S. Agri- 
culture Department says. 

In an initial report on trading stamps in food stores, 
the department says stamps brought a sales increase 
for the larger stores 33 percent higher than for those 
not using them. But the small stores giving stamps 
suffered sales decreases of 4.4 percent, compared with 
losses of only 1.2 percent for small stores not using 
them. 

Less than 10 percent of the stores using stamps 
could absorb the cost without raising prices or reduc- 
ing other promotions. Twelve percent could not offset 
the added cost by any method. Net earnings of about 
half the stores using stamps dropped, and 20 percent 
remained stable. 


If you give stamps, or consider giving them, sharpen 
your pencu: figure that nine times out of ten you can’t 
absorb the extra costs without raising prices or drop- 
ping other promotions, that your chances of coming out 
with a lower net profit is 50-50. 


Look Out For Hotter Competition 
From Military Post Exchanges 


A hot fight is brewing over new defense department 
plans to broaden the list of goods sold at military post 
exchanges. 

The military wants congressional permission to add 
portable typewriters and some appliances to PX stocks, 
and raise the dollar limits on such items as cleaning 
and maintenance equipment, dinnerware, electrical ap- 
pliances, radios and record players, sports and recrea- 


10 


BUREAU OF 


HARDWARE AGE 


tional equipment, and many lawn and garden tools. 

Increases in dollar limits would run from 25 to 300 
percent. 

The House Armed Services Committee has agreed to 
confer with retail spokesmen opposing the PX expan- 
sion. Opponents argue that PX prices are about equal 
to wholesale prices, and their sales hurt merchants. 


Get busy and write your congressman if you suffer 
from post exchange competition, a favored channel 
that gets many hardware and housewares items to 
consumers at liberal discounts. 


Administration To Make Another 
Try At Cutting Down Paper Work 


The Eisenhower administration will make another 
attempt to reduce the number of government reports 
required from businessmen by combining social secu- 
rity and income tax returns. 

Congress will be asked to approve combining social 
security and income tax withholding reports into a 
single annual report. This was proposed last year, but 
Congress took no action on it. 

If approved, some 12 million detailed quarterly so- 
cial security forms now filed quarterly by businessmen 
would be scrapped for a single annual report. Most em- 
ployers would still have to turn over social security and 
income tax withholding funds to the government quar- 
terly. The government as well as business would save 
money. 


There is little opposition to the consolidated reporting 
plan. If approved, expect to save time and money in 
record keeping. Officials expect savings to total about 
$40 million a year. 

(Continued on page 100) 
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to greater profits 
... With the new KWIKSET 


MODERNIZATION KIT 





The home improvement 

market has long required a 
oe . Simple way of converting 

ee old-style mortise locks to modern tubular 
a locks. Now you can fill this need and earn greater 
profits with the new Kwikset Modernization Kit. This 
convenient, economical kit can be-installed in minutes 
on any door. And it means a double sale for you 
because, with every kit, you sell a Kwikset “400” 

Line Lockset in either standard or Bel Air design. 
Order your supply of Kwikset Modernization Kits now! 
They're packed in attractive, self display cartons 
to really sell themselves. 









Four handsome parts pius a lockset are aii that is needed 


dita: 


Front Trim Latch Plate Back Trim Strike Plate 


a. kwi A "| AMERICA’S LARGEST SELLING RESIDENTIAL LOCKSETS 


_KWIKSET SALES AND SERVICE COMPANY ¢ ANAHEIM, CALIFORNIA 


Magnetic kitchen tools 
Busy housewives will be cus- 
tomers for this magnetic kitchen 


tool set. The Sabre-Set tools will 
stand alone on the stove top or can 
be attached to the shelf and wall 
bracket packed with each set. The 
6-piece stainless 
steel with Melamine handles. Comes 
Turner & Sey- 


set is made of 


in several colors. 
HOUT. 


For more data circle No. 1 on postcard, p. 115 


Lightweight wood vise 
This handy woodworker’s vise is 
made of aluminum alloy and weighs 


only 3 lb. It is a companion to the 
Stanley No. 700 steel vise. Retails 
for $4.75. The portable unit can 
be clamped to any handy projec- 
tion. The vise can be displayed in 
a special box. Stanley Tools Dviv., 
The Stanley Works. 


For more data circle No. 2 on postcard, p. 115 


Economy electric saw model 
This general purpose portable 
electric saw retails for $49.95. The 
1‘, hp motor provides enough 
power for the 6% in. rotary blade 


to cut through 2 x 4 in. boards at 
angles up to 45 deg. Comes equipped 
with combination blade, 10 ft of 
cable and rip fence. Thor Power 
Tool Co. 


For more data circle No. 3 on postcard, p. 115 


Thermometer with light 


Here is a thermometer that 
shows both indoor and outdoor 
temperatures. A feature of Therm- 
O-Lite is a new type light that il- 
luminates it for easy reading at 
night. The lamp is a thin luminous 


sheet and is Panelescent lighting. 
Thermometer Corp. of America. 


For more data circle No. 4 on postcard, p. 115 


Laminated steel padlocks 


Here are two padlocks made of 
steel plates that are rust proof. No. 
26 lock (illustrated) is 1% in. 
across the case. Retails for 50¢ 
and comes packed 1 doz to a display 
carton. 


No. 27 is 1%4 in. across. Sells for 
75¢ and is packed % doz to a car- 


ton. Slaymaker Lock Co. 
For more data circle No. 5 on postcard, p. 115 
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Want more information on these 
products? Then use free post 
card on Page 115. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


Household water bubbler 
Parents will be customers for 
this detachable water bubbler for 
children. The Thirsty-Tot attaches 
to any threaded faucet without 
tools and permits use of a garden 


hose at the same time. A flexible 





plastic cup and mouth guard make 
it safe to use. Sells for $3.95. 
Consumer Products, Inc. 


For more data circle No. 6 on postcard, p. 115 


Plastic 5 gal. garbage can 

The tidy housewife will be in- 
terested in this plastic garbage can 
for inside or outside use. This 5 


- 
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gal can has an odor sealing lid 
that locks into place The G-Can 
comes in five colors and retails for 
$4.98. Other items offered by this 
company include, a plastic, Fiber- 
glas insulated picnic cooler and a 
plastic 4% qt wash basin, both in 
five color selections. Plas-Tex Corp. 
For more data circle No. 7 on postcard, p. 115 


Economy priced garden tiller 
Select - O-Width tines permit 
varying tilling swath to row widths 
from 12 to 36 in. with this economy 
tiller. Extra tines slip on quickly. 
The Junior Mustang has a cone 
clutch eliminating belts and clutch 
and throttle controls near the han- 





Bolens 
Machinery 


Products 
and 


Div., 
Chemical 


dle grips. 
Food 
Corp. 


For more data circle No. 8 on postcard, p. 115 


Two lightweight power mowers 


These all steel rotary mowers 
feature free floating blades and 
heavy-duty construction. Wheels 


are adjustable for cutting height. 
(Continued on page 112) 


TO HELP YOu 


SELL 


NEW DISPLAYS 
AND OTHER DEALER : 
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Rubber glove packaging 


The Pioneer line of neoprene 
rubber household gloves now come 


RELEAE : 
hap ecm, nae t+ ihtay. 
Dee AeRnw Sinves Moree » 3 + 





in plastic bags with hang-up flaps. 
They also come in open pair folders. 
Ebonettes, Super Ebonettes and 
Bluettes can now be hung on per- 
forated boards or placed in coun- 
ters or bins. Pioneer Rubber Co. 
For more data circle No. 9 on postcard, p. 115 


Garden tool merchandiser 


The Gardex Garden-diser ( illus- 
trated) has been redesigned for 
1957. It nows holds more tools, 


over 12 dozen, and takes less floor 
space—31 x 48 in. The all steel 
unit carries descriptive price cards 
and is on wheels. Also available, 

(Continued on page 137) 
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(Seasonally 
unadjusted) 


(in millions) 





$240 


Source: U. S. Dept. of Commerce 
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For more How's the Hardware Business see page 154 


November Hardware Store Sales Top ‘55 


Time to Reappraise Father's Day 


Mower Sales Gains Favor Big Models 


Father's Day not important? 1957 market 
seen topping $350 million or $10 per Dad 


Do you shrug your shoulders at 
the suggestion of a Father’s Day 
advertisement or promotion? Many 
dealers have over the years. 

But Father’s Day, June 16 this 
year, will reach rather staggering 
sales proportions, according to the 
Father’s Day Council, Inc., New 
York. 

Here are the facts that show 
Father’s Day heading in the same 
direction as Mother’s Day as a 
volume builder: 

1. Last year about $350 mil- 
lion was spent on Father’s 
Day gifts. If only 5 per- 
cent of these gifts were 
bought in hardware stores, 
the average store would 
share in more than $500 
sales at retail. 

. The Father’s Day idea is 
catching on. Each year it 
grows. 1957 sales for Dads 
are expected to top 1956 in 
establishing a new record. 

. Gallup Poll research shows 
that 75 percent of Father’s 
Day gifts are bought by 
women. And women make 
up more than half of your 
daily traffic. 


4. More than $11 million 
worth of publicity’ will 
carry the 1957 “A Big 
Halo for Dad” theme to 
stir up sales activity. 

. About 150 national organi- 
zations such as the Boy 
Scouts and American Le- 
gion will cooperate in set- 
ting up Father’s Day cele- 
brations. 

How about you? Want to get on 
the Father’s Day sales bandwagon? 
Ad mats, posters, and many other 
tie-in and promotional aids are 
available. For more information 
and more sales write to the Fa- 
ther’s Day Council, 50 E. 42 St., 
New York 17. 


Great power mower sales 
gains favor big sizes 

Sales of power mowers in 1956 
showed great increases over 1955, 
according to R. T. Lueloff, presi- 
dent of Power Products Corp., 
Grafton, Wis. 

But the increase was decidedly 
one-sided, he said. Well-equipped 
20 in. and larger size power mow- 

(Continued on page 154) 


Hardware retail sales 
show November gain 


Hardware store sales in Novem- 
ber went considerably ahead of last 
year’s figures. 

November sales were $254 mil- 
lion. This is $10 million, or more 
than 4 percent, ahead of last No- 
vember’s sales. 

Sales during the first 11 months 
of 1956 were 4.4 percent ahead of 
1955. 

Seasonably unadjusted estimates 
for the last three years are: 

(Millions of dollars) 

1956 1955 

January 175 170 
February 171 160 
March 207 196 
April 227 228 
May 266 246 
June 275 242 
July 238 
August 237 
September 245 251 
October 25& 259 
November 25 244 





11 month 
total $2,579 $2,471 $2,383 
December 317 319 





Total $2,788 $2,702 
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nother reason why you sell the best ee 
when you sell the RBs W bran 


This is a wire drawing operation . . 

right in a RB&W plant. It goes on 
every day, on whole batteries of such 
machines. When wire comes from this 
equipment, it’s stronger, more pre- 
cisely sized, has a better finish, and is 
fit and ready for the modern RB&W 
cold forming bolt and nut makers. 


Not every manufacturer goes to these 
lengths. Wire can be bought with 
standard dimensions. But we’re par- 
ticular about quality control. We want 
to be sure the material will furnish 
the best fasteners you can sell. 


Facilities like these and the know-how 
to use them have earned for RB&W 
products a reputation for top notch 
quality at competitive prices. You'll 


never go wrong to go along with that 
combination. 
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If you want to be sure you’re supply- 
ing your customers with the best in 
fasteners, ask your distributor for the 
RB&W line, or write Russell, Burdsall 
& Ward Bolt and Nut Company, Port 
Chester, N. Y. 


111th year 


Plants at: Port Chester, N. Y¥; Coraopolis, Pa.; 
Rock Falls, fll; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwavkee, New Orleans, Denver, 
Distributors from coast to coast. 


FIVE GOOD REASONS WHY 
IT PAYS 10 STOCK 
RB&aW FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


3. Complete 
supply. 


reliability of 


4. Fast, accurate and friend- 
ly service. 


5. The original ‘‘upside- 
down’ package — extra 
strong for no-spill, quick 
and easy handling. 
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AS ADVERTISED In 


Summed? 


MAGAZINE 


as seen in 


Better Homes 


and Gardens 


popular 


ardening 




















Focus all this sales power 


on 18% inches of your counter 


with this useful 





insecticide sales tool 


The counter display opposite puts the same full 
page, full color malathion ad that runs 3 times 
in America’s leading magazines right on your 
counter! Over 23 million families will see this ad. 


The display diagnoses your customers’ bug prob- 
lems all by itself. It hands out colorful free folders 
loaded with valuable information. It displays any 
malathion insecticide you stock. It takes only 
1844” of counter space. Punched for wall display! 


Cut inventory — boost sales 





You can recommend any malathion insecticide 
with confidence. Because malathion meets every 
major garden insecticide need, it helps cut in- 
ventories, boosts sales at the same time! 

Take a minute now to write for your FREE 
counter display and sales kit. And check your 
supply of malathion. Available from ALL leading 
formulators in sprays and dusts. 


Write today for FREE malathion sales kit! 


: R (No.) _- COUNTER DISPLAY~— In full color. 
American Cyanamid Company 


Dept. M2, 30 Rockefeller Plaza, New York 20, N. Y. 
(No.) _— FOLDERS —“Protect your whole garden... Mala- 


thion.” Fit in pocket of display. In full color. Gives 
dosages; timing of sprays; how to mix, etc. 


Please rush my FREE malathion sales kit. I have noted 
quantities in spaces provided. 


(No.) _. STREAMERS — 5’ x 24” — For window or shelf: 
“Protect your whole garden...ask fora MALATHION 
insecticide.” 


(No.) _-. ENVELOPE STUFFERS — Fit #6 envelope. 
Tell customer to stop by for free folder...and mala- 
thion. 
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HOUSEHOLD gn perenne 


the HOME GARDEN magazine Diagnoses 





bug problems all 
by itself 
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in full color 
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Seymour Smit 


as outstanding as the famous 


Seymour Smith Sper Gt Pruners 


Trims grass easier 

because this a! 

TENSION BAR —_ | “4 | grips 
holds blades / $2.50 


tension. <¢ | without plastic 
ys j F grips 


$2.25 
Blade tension automatically adjusts to the cutting job. 
Tougher the grass, the greater the tension. Blades preci- 
sion-edged, hollow ground. Plastic, no-blister grips are 
wonderfully comfortable. Will be a big seller because, when é. AF 
you add to these features the magic name of “Snap-Cut,”’ 4 fa fiz Self-sell 
you have a winner. - fs J product 
as tags 
give 
customers 


the 
features. 





the user 


Cuts hedge easier Mf 2 Easy on 
S|. SsT= 


because this because 


TENSION BAR — @)) = this 
holds blades in : Ss spring steel 


proper y/ eStock 
HEDGE SHEARS ==: 5 — oie 
d to wrists and arms. 
Finest hedge shears that can be made. Only these give your 
customer the advantages of precision-edged, hollow ground No. 154-9 
blades plus combined shock absorber and blade tension bar. $4.95 
In addition, they carry the name “Snap-Cut” which means . 


quality to millions. 


Good names 
make sales 





It's a snap with 
Other new “Snap-Cut”’ items 


hould —*S -Cut”’ 
FEATURE « §paQp (ast Suet pele ay Faia Sa 


Tree Trimmers and “Snap- 
Our big national advertising will work for you 


Cut” Stand-up Grass Shears. 
Our consumer advertising, addressed to the 2% million 
“Snap-Cut” pruner users, says—now you can have the Garden Shears 


Luma oe Luatity VN, 
Seymour Smitu 
wer Flower 
y le Homes Grower Smtce 7850 


Sales Representatives: John H. Graham & Co., Inc. - 105 Duane St., New York 8, N. Y. 
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Here's the beauty of new JRUE JEMPER. roads... they bring you 


PROFITS INSTEAD OF LOSS LEADERS 




















One look tells you. True Temper rods are eye-catching salt-water rods for every fisherman—from a 10-year- 


beauties! old boy to the sage expert. 

The entire line is completely redesigned. Brilliant Two new spin-bait casting rods, 703 at $5.95 and 
spiral windings sparkle with rich colors. A new white 704 at $6.95, have set new sales records overnight. 
sheath identifies every rod. These are sold at list prices . . . no discounts, no loss 

New actions that meet every challenge are com- leaders, no special deals . . . you can expect the same 
bined with premium materials to set a new standard from True Temper’s entire line for 1957. 
of quality. Get yourself ready to go for big profits. Call your 

There’s a complete selection of 162 fresh-water and True Temper wholesaler right away. 


Can you afford to overlook any of these 


SIX KEYS TO SUCCESS ? 


1. Complete range in price 4. A respected brand name 
You know better than anyone else what your For 36 years, top-quality products have been the 
customers want, what they need. With 162 True backbone of the famous True Temper name. We 
Temper rods, you can choose the right models are devoted to helping our dealers maintain and 
and prices for your area. improve good customer relations. 








. Styling that appeals to the eye 5. Powerful advertising and merchandising 
Appearance can make or break a sale. The beautiful More than 16,800,000 True Temper advertising 
new True Temper styling is so rich in color and so impressions will help boost your sales. And in-store 


distinctive—the quality comes through at a glance. promotions will regularly support your local efforts. 












. New action response . Profits you can put in the bank 


Every rod for 1957 features a new True Temper You can’t bank a discount—as many retailers have 
action response to satisfy every fishing require- learned trying to match discount houses or cut- 
ment. The action is where it belongs. price specials around the corner. But with True 


Temper, quality brings full profit on every sale. 


If you are interested in making profit through quality, talk to your True Temper distributor. We think 
you'll sell more fishing tackle and make more money. 




















| SELECT YOUR RODS 
FOR FREE DISPLAY STAND 





















































































Lengths Retail Lengths Retail 
No. (Feet) Price | No. (Feet) Price 
| , FRESH WATER Bait casting rods (solid glass)__ 
, Roy 904SL 3%, 4,4%, 
pee ates oo Spin-bait casting rods (solid glass) 5,5, 6 $ 6.95 
a1) cel 704 5, 6 $ 6.95 903 3%, 4, 4%, 
703 5, 6 5.95 5,5” 4.95 
Spin-bait casting rods 902 3%, 4,4”, 
(tubular glass) 3,5” 3.95 
727 6, 6% 14.95 Bait casting rods (tubular glass) _ 
729 6,6 11.95 830M 5,5, 6 29.95 
715 6,6'2 9.95 830SL 5%, 6 29.95 
718 6,6 8.95 825M 5, 5%, 6 24.95 
726 6 7.95 825SL 5'A, 6 24.95 
Fly rods (tubular glass) 820M 3, 5%, 6 17.99 
635 7,7% 60.00 820SL 52,6 17.95 
623 8. 8% 27.95 810M 5,5”, 6 14.95 
620 88%, 9 24.95 810SL 5’, 6 14.95 
617 8 8% 19.95 805M 5,5, 6 11.95 
615 8 8%, 9 17.95 805SL 52,6 11.95 
611 7%, 8,8% 13.95 a SMe sna 
\ 609 8 81%4,9 9.95 804SL 5’, 6 9.95 
608 7%,8,8% 8.95 CS HIME hots 
Spinning rods (solid glass)__ SALT WATER 
“4 6 11.95 Salt water spinning rods__ —___ 
716 6A 9.95 (tubular glass) 
712 6% 9.95 785JSP 8'% 23.95 
ain 709 6 7.95 651 9 23.95 
- 708 6 5.95 785SP 8'A 22.95 
Spinning rods (tubular glass)___ 656 9 17.95 
735 61,7 27.95 787 7A 14.95 
725M 6'2,7 22.95 Salt water & trolling rods _— 7 
7251 62,7 22.95 (solid glass) 
723M 62,7 17.95 | 733 6'A 13.95 
FREE pispPvay stano 72a. 6,7 17.95: | 724 5,5 2S 
ieiciiapunaaamameiie 724 = 6%,7 13.95 | 732 5% 12.95 
Qe PP 722 62,7 13.95 | 731 5% 11.95 
| ED DIRECT 79) 64,7 11.95 | 738 6% 9.95 
| 


FREIGHT PREPAID 719C 62,7 9.95 730 5,6, 6'A 8.95 


719A 62,7 9.95 | 736 44 4.95 








7\7 6 7.95 | Salt water & trolling rods____ 
e : ; we Boit ti d lid al __|_— (tubular glass) 
Receive this compact all-steel display stand FREE ae — 
925M 5,5% 27.95 | A 9 
—with your own choice of any 20 rods that total 925SL 5.5%. 6 07.95 | 771 7 22.95 
. . . 79 9Y 17.95 
$125.00, dealer’s price (or $208.33 consumer list 920M 5, SY cess) Sees " 
; ; | 920SL 5,544, 6 tT erg inde 17.95 
price). Shipped direct, freight prepaid, this stand | 794 9 16.95 
910M 5,5% 14.95 | : 
takes only 16 x 30 inches of floor space! Choose 910SL  4%,5,5%,6 1495 | 786 8’ 16.99 
| 755 5Y 15.95 
your 20 rods from the complete True Temper line 908SL 5, 5% 12.95 | : 
' 740 5, 5%” 15.95 
tee Re Ce bial b hic 905M 5,5% 9.95 | 
iste ere and call your wholesaler about this 905SL 4, 4%, 5, | 750 6% 13.95 
special 125-R offer. Or write: True Temper Corp., 5%, 6 995 | 745 5 13.95 
a 904M 5, 5¥ 6.95 752 6Y 11.95 
Tackle Division, Anderson, S. C. ; “st : 








FOR LEADERSHIP 








RUE EMPER. YOU CAN LOOK To 












TRUE TEMPER TRUE TEMPER 
LURES and BAIT REELS 


Your customers know True Temper lures catch fish. It makes sense to display True Temper reels with 
You'll want to be sure you always have these favorites True Temper rods . . . perfect combinations that 
in stock. They have color and lifelike action, plus make quick sales, satisfied customers and full profit. 


the extra appeal of the famous Al Foss name. 


ee 






Crippled shad 
$1.35 





















Speed shad 
$1.35 





Shimmy spoon 
$1.15 





Shimmy wiggler 


$1.35 
f 





















Single action 
$6.95 





Shimmy, jr. sd 
$1.15 ‘ie 


£- 
. ge? 
> . = gee! 











Threadtail 
$.85 





Dixie wiggler 
$1.35 






Bucktail streamer 
$.45 









Salt water casting 
$13.95 





Shimmy spinner 
$1.15 





Oriental wiggler 
$1.35 








TRUE [JEMPER. RODS-REELS-LURES 


FISHING TACKLE DIVISION, ANDERSON, SOUTH CAROLINA 












DRI/I-FILM 


LIFETIME LUBRICANT _ 4 




















—— 








in the_popular SPRAY-GA 





USED BY LEADING INDUSTRY 
FIRST TIME AVAILABLE TO PUBLIC 
MAKES OILING OBSOLETE 
EVERYONE’S A PROSPECT 
NOT OILY...NOT MESSY...NOT GREASY 
PRICED RIGHT TO SELL 
6-0oz. SPRAY CAN...... $ .98 
16-0oz. SPRAY CAN...... $1.98 


Lifetime Dri-Film 
LUBRICANT 


Spray it oh! 


x¥%+% & HF F 


* FULL 40% PROFIT! 











6-oz. LIST PRICE ...$11.76 Doz. 
PERMA-GLIDE YOUR COST... 7.06 Doz. 
98¢ Suggested 40% PROFIT a 
Retail Price FOR YOU... .$4.70 Doz. 3 UNEXCELLED PERMANENT 
. LUBRICATION FOR HOME, 
GA 
16-0z. JUMBO LIST PRICE . . .$23.76 Doz. SOEM AMD WORKSET 


TOOLS, MACHINERY, TOYS. 


’ 


$1.98 Suggested 40%, PROFIT 
Retail Price FOR YOU... .$9.50 Doz. 





= | 


ORDER FROM YOUR DISTRIBUTOR or mail coupon for more complete information: 


FLAMEMASTER CHEMICALS INC., Culver City, California 


Please RUSH more information about New PERMA-GLIDE 
... THE LIFETIME DRI-FILM LUBRICANT. 





PERMA-GLIDE provides a complete assortment 
of store display materials to help you sell 
customers and prospects ... homeowners, work- 
shops, stores, offices, factories, garages. 


STR SES SAR a re 


Your Name 





EEE A EE 2 


Distributed by FLAMEMASTER CHEMICALS, INC. 
Divison of IDEAL CHEMICAL PRODUCTS, INC., Culver City, Calif. 


Jobber’s Name —.__-_ 





-—------------ 





ait etininiiteipientiitainmamicminninneain inane cadineatenllied 
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a a long close look at two products headed for 
record sales. 

Thousands checked them at the trade shows—and the 
concensus is that again in 1957 the top products in their 
field are the Springfield riding lawn mower and the 
Springfield rotary tiller. 

Why is Springfield the line to carry? 

First of all, features. Not just chrome and gadgets but 
solid quality appeal with real sales power. Springfield 
engineers have put their finger on what buyers want— 
ample power, ease and convenience, use versatility—and 
most of all, performance. 

Second, appearance. There is nothing freakish about 
Springfield—no design oddities. The riding mower and 
the tiller have clean lines with the look of power. They 
make a terrific first impression that helps make sales. 

Third, value. All we ask is that you compare. Imagine 
—a riding mower with 3.5 h.p. engine, recoil starter, 24” 
cut, 4 speeds plus reverse, 4 wheel stability, knee action, 
brakes, separate blade clutch and priced at only $259.50 
retail plus freight! Imagine—a 3 h.p. tiller able to till rows 
of many widths, with tines removable without wrenches, 
with tines guaranteed for life—and priced at only $134.50 
retail plus freight and optional transport wheels. Cus- 
tomers almost always expect to pay more. 

Yes, a Springfield spring is just ahead. We’ve added a 
sizable new factory addition to help with production. 
We've scheduled our heaviest advertising program to 
help you move it. 


Order Springfield—but order early. Write for whole- 
saler’s name. 


Sprin stield spri 


COMING... rm 
A HEAVY-DUTY AD PROGRAM®® 
IN NATIONAL MAGAZINES 


Lire, Post, Time, Newsweek—all will be ugéd to carry 
this Springfield ad to masses of p espects in 
territory. i 

And backing up this national progranll you'g 
newspaper co-op allowance; free mats;-stuffers, radio 
script, TV film, displays, window banners, etc.; and a 
“complete sell” handle envelope. 


USE THIS 3-POINT PROGRAM 


1. Order Springfield mowers and tillers early. 
2. Get them on display on walk or front of store. 
3. Use tie-in ads and other sales aids. 

Yes, just ahead will be a SPRINGFIELD SPRING. 


PRODUCTS OF 
QUICK MFG., INC., SPRINGFIELD, OHIO 
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“Sprinklers of 
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WATERBOB IMPULSE-TYPE SPRINKLER H-740 Outstanding features of new GREEN SPOT Sprinklers: 
wrelel @mela-leMtleMmielt-10 ft. diameter °* Adjusts Tel ane lah ae ele lac Taal: 


or full-circle © Works even if water pressure is low 


oh >" Meigeleloiiaie 
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DESIGN 


Green Spot Sprinklers for ’57 have 
been given a completely new look by 
Design Research, Inc.—one of 
America’s leading industrial design 
offices. From gleaming chrome to 
sturdy, no-tip sled runners, they’re 
the most clean-cut, smartest 
sprinklers ever made! Everyone’s 

a winner —set-ups for big sales 

and profits! 


Advertising and Sales Promotion 
Pre-Sell Your Customers 


Customers will see new Green Spot 
Sprinklers for *57 in full-color 

and black and white ads in 

Saturday Evening Post and Sunset! 
And there’s more sales support 

from Green Spot via television and 
radio ...in newspaper and magazine 
publicity ... with powerful in-store 
aids... and through participation in 
local garden club meetings and shows! 


_New Money-Saving Display 
elle Muulcledallileitt-me@hai-ia: 


Green Spot & 


A product of SCOVILL 


Scovill Manufacturing Company, Waterbury, Connecticut 
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THESE ’57 CHEVIES TURNED THE 


TOUGH ALCAN HIGHWAY INTO A TURNPIKE! 


They took the “‘teeth’’ out of North America’s 
toughest truck run in an amazing display of 
stamina and dependability! The Chevrolet 
Alcan test called for great truck components 
.. . and here they are, the same modern fea- 
tures you'll get in your ’57 Chevy! 

Modern high-compression 6’s—a time-proved 
Chevrolet truck Thriftmaster 6 made the tortuous 


Alcan Highway test look easy... registered a high 
18.17 miles per gallon! 


Short-stroke V8 power—with the shortest stroke of 
any truck V8’s, new Chevy engines stand first in 
their field for efficient load-pulling! Their great 
performance in Alaska proved it! 


Safe, sure brakes now Alcan proved—in light-duty 
models, Hydrovac power brakes* supplied up to 
two-thirds of the braking effort! 


Unit-design cab and body construction—Chevrolet 


truck cabs and bodies remained tight and solid 
on Alcan bumps, showed that they’re built to last! 


Rugged Synchro-Mesh manual transmissions—they 
displayed never-say-die durability ... came through 
with smooth, flexible, trouble-free performance! 


Easy-going Hydra-Matic transmission*—it reduced 
driver’s work immeasurably and it saved wear on 
drive-line parts, too! 

Sturdy frames and long-leaf springs—these brawny 
chassis components proved they can take it when 
the going is roughest . . . took the Alcan’s worst 
with strength to spare! 


These Alcan-proved Task-Force 57 features and 
others like them (such as extra-heavy rear axles, 
new, improved tubeless tires and easy-rolling Ball- 
Gear steering) are ready to tame your tough truck 
runs too! Boost your hauling profits by seeing your 
Chevrolet dealer soon! . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 

*Optional at extra cost. 


1957 CHEVROLET TASK-FORCE TRUCKS 


PROVED ON THE ALCAN HIGHWAY...CHAMPS OF EVERY WEIGHT CLASS! 
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“FULL DEALER MARKUP” 


These all-purpose planters will make a real 
hit with your customers. The #BPS with 
Depth Gauge is ideal for planting vegetables, 
bulbs, small trees, and shrubs. Removes cores 
of soil around shrubs, trees and bushes for 
insertion of fertilizers. 




















‘BPS 
RETAIL $3S0 
sprING special. $2,907 


DEALER REG. COST $284 


“peater cost %1,.98 


‘BPW 
RETAIL $2320 


SPRING sPeciAL $4,908 


DEALER REG. COST $Ta6 


SP G 
peaLer cost 4.2 
























































MODEL BPS MODEL BPW 

30” Steel “T” Handle - 

Depth Gauge 30° Wood handle 
adjusts 2%” to 72” FRONT No Depth Gauge 

Head 112” long VIEW Head 1112” Long 








Step 7'2” Wide 
Core Diameter 24” 
Packed 3 to a carton 
Wt. per carton 5 Ibs. 


Step 72” Wide 
Core Diameter 24” 
Packed 3 to a carton 
Wt. per carton 8 Ibs. 
































For further information 
see your Ames Distributor or write to: 


ade 0.AMES CO. 


DIVISION OF McDONOUGH COMPANY 
PARKERSBURG, WEST VIRGINIA 




















™~, 
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for viny! pools, toys, rainwear 


lest Ely ae 


REPRESENTED BY: 


DENNIS COMPANY 
1069 Briarcliff Road, N.E.. Atlanta, Georgia 
4500 Burlington Ave., North, St. Petersburg, Florida 
W. M. FITCH SALES CO. 
1505 W. Berry, Fort Worth, Texas 
WARD FRANCIS CO. 
1533 Wilshire Bivd.. Los Angeles, California 
ROBERT P. INGRAM CO. 
502 Merchandise Mart, Kansas City, Missouri 
MOUNTAIN STATES SALES CO. 
210 Mining Exchange Bidg., Denver, Colorado 
ALBERT H. PROW 
200 5th Avenue, New York, N.Y. 
ROBERT SLAVEN CO. 
209 S. State, Chicago, Illinois 
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New miracle liquid plastic repair 
~ puts patches out of business! 


Patches are now obsolete: 
One magic touch of new DAB, 
repairs leaks, punctures and 
rips in vinyl inflatables and 
other household articles. 

















At last, a solution—permanent and 
transparent—to the most serious 
problem in the vinyl industry, the 
problem of repairing damaged vinyl 
plastic inflatable toys. 


Now from the world famous 
HOLLINGSHEAD laboratories comes 
DAB, a miraculous new liquid plas- 
tic that repairs leaks, punctures and 
rips with the simplest application 
imaginable—just a DAB! 

No patches are needed. A dab, and 
it’s done for good. DAB repairs many 
other household items, too—plastic 
shower curtains, rainwear, air pil- 
lows and seat covers. 


And there’s more profit in DAB, 
too—far more. Get the drop on com- 
petition—drop everything and call 
your jobber today! 


DAB MOVES ON IMPULSE! 


Attractive, colorful counter 
merchandiser 

features 

uses, 

ease of 


ollingshead 
CONSUMER PRODUCTS DIVISION 
R. M. HOLLINGSHEAD CORPORATION 
CAMDEN 2, N., J. _ SUNNYVALE, CALIF, 
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Tough pipe made of Tenite Polyethylene 
heips bring water where it's needed 


PON ¢, 


====== Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost. 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It’s available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It's ideal for carrying water for 


drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 
POLYETHYLENE water must be brought from one location to another. 
an Eastman P lastic Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they're getting all the advantages of Tenite Polyethylene. 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly- 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE. 
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PROFIT 


Included right 
FREE. with your Dem- 
p. onstrator model 

beautiful hard selling 


POINT - OF -SALE KIT 
DEMONSTRATION 
PACKAGE! 


On-The-Handle Automatic 
SALES DEMONSTRATOR CARD 
On-The-Mower Mystic Tape 
FEATURE MARKERS 


Full Line Folders « Window 
Streamers « Window Banners 
See-thru Banners « Life Ad 
Wall Poster ¢ Feature 
String Tags « Hang- 
ing Display—Mobile 
¢ Radio Spots « TV 
Spots « Newspaper 
Ad Mats 
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the biggest package of 
power mower promotion 




















the Biggest Wetrona/ 
Agvertsing Phograin 


IN EXCELLO HISTORY 





to 
put 
more. 





A two page full color 


Spread at the height of 
your selling season. 


PLUS more ads in— 

SATURDAY EVENING POST 

SUNSET e BETTER HOMES AND GARDENS 
FARM JOURNAL e PROGRESSIVE FARMER 


America’s Finest Line of REELS 


e Fingertip clutch and vari-speed throttle ( y 


¢ “Floating handle” minimizes vibration VE 

¢ Positive action trouble-free clutch f f 

e Grey. iron wheels, bronze bearings / ff 

¢ Long-life rugged steel side plates 

e All with Briggs & Stratton 
4-cycle engines 










MODEL 718-R 
18” width; 1.75 H.P. 


MODEL 721-R “id ~ | TT —_— 
21” width; 1.75 H.P. | —_— 


MODEL 724-R 
24” width; 2.25 H.P. 


Your BIG power mower 
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EXCELLO’S '57 retailer profit program brings you the latest facts on power 7G 4 
mower market sales potential ...on what today’s power mower consumer 7, ¥ 
is looking for. Excello is the line for both “first’’ power mower and “replace- 

ment” customers. The line that means no return or service problems,stays / 


sold because of its finer construction, trouble-free performance—The line 
that raises your power mower profit margins! 


Quality for Quality, Feature for Feature the most underpriced mower on the market! 


“JET-SPRAY CHUTE” TAKES LABOR OUT OF LAWN CARE e STURDY NON-RUST 
CAST ALUMINUM HOUSING e¢ VACUUM ACTION “SAPPHIRE” STEEL BLADE 
ADJUSTABLE HANDLE RAISES FOR STORAGE e¢ SIMPLE SINGLE BOLT HEIGHT 
ADJUSTMENT e FINGERTIP CLUTCH AND VARI-SPEED CONTROL ¢ TRIMS WITHIN 
Y2 INCH AT FRONT AND SIDE ¢ QUICK ACTION AUTOMATIC REWIND STARTER 
DUAL FRONT WHEEL DIAMOND CHAIN DRIVE e NATION WIDE SERVICE 


Compare and you'll see why 


Excello is your best buy 


Engineered Features that save time, work. 
Built-in Quality for extra years of service. 
Extra Power for easy mowing on tough jobs. 





k 


and ROTARIES 


MODEL FC-S7 
18” width; 1.75 H.-P. 
MODEL 178-R 
18” width; 1.75 HP. 
MODEL 271-R 
21” width; 2.25 H.P. 
MODEL 7VOO0O-R 


21” width; 2.75 H.P. 
Self Propelled 


& 


FACTORY GUARANTEED * 


NEW 24° ROTARY RIDING MODEL 


MODEL 711—3' H.P. 4-cycle Clinton Engine. Fingertip 
throttle. Forward ,reverse and neutral clutch. Automatic 
clutch pedal release stop. Runs with blade disengaged. 
Draw bar for towing. Outdates every other rider! 


Write today for more information and name of your nearest jobber. 
HEINEKE & COMPANY ~ Since 1902 + Springfield, ill. 


Sales Exclusive 





the FIRST gasoline engine 






rotary power mower in America 
listed by UNDERWRITERS’ LABORATORIES, INC. 






opportunity for ’57! © 










You Can Meet Every Washer Demand with —- 
Standard and Special___ 


/ 
/ 
/ 
/ 


MILWAUKEE 


WROT WASHERS 












































. . J 
No matter what size or kind of washers are called dle and don f Laat) 4 


for by your customers . . . we either have them in 
stock or can make them in a hurry. ’ . ° 

And there is a difference in washers when it comes his Self Service 
to quality . . . not only in materials used, but also in ; 3 
the actual fabrication. For example, Milwaukee Wrot Coun ter Disp lay  * 
Washers are absolutely flat if the order calls for flat 
washers. This means cleaner, tighter fastening . . . 





better satisfaction to the user, greater good will for No. 200 

the jobber and dealer. All materials used measure up ASSORTMENT 

to top standards to meet service demands most fully. OF MACHINERY 
For the hardware wholesale, retail and building BUSHINGS 


trades you can rely on us as your most dependable This popular assort- 
source of supply for fast-moving U.S. Standard ment comprises a to- 
Washers, Mil-Carb Carburized Washers for struc- tal of 200 narrow rim 
tural steel framing, SAE Washers, Rivet Washers, Machinery Bushings 
Light Steel Washers, Finishing Washers, Machinery in 12 different sizes, 
Bushings and many other types . . . to meet the ranging from %" to 


214” sizes, with 2 or 
3 gauges of each size, 
Write for your free copy of our new Catalog No. 40. enabling you to meet : 
a wide variety of calls. ee 
A handy display a =. <t 
board, as illustrated, a A steered 
is included with the 
purchase of each No. 200 Assortment. This handy 
point-of-sale merchandiser measures 12 inches by 


varied demands of your customers. 





. 


anaes 
mmG. Et 

. ° 
were 


Ne oS Bote 





CONVENIENTLY 15 inches and is provided with 12 hooks to most 
PACKAGED effectively display these narrow rim bushings. 
All standard sizes DEALERS: Order from Your Jobber 
are available in 1- 

lb. and 5-lb. boxes, Milwaukee Wrot Washers are sold only through legit- 
as illustrated. and imate hardware wholesale houses and not direct to re- 
in 200-Ib eaiate., tail dealers. In order to save time and assure prompt 


delivery, please contact your jobber. Ask him for a 


‘ ' : “— for bulk supply. copy of our 7-D price list covering “most-in-demand” 
Washers are supplied in shelf-service boxes at very washers. JOBBERS: Write for a supply of Milwaukee 


nominal extra cost. To facilitate ease of shipment, it is Wrot Washer catalog sheets, Form 73, and also Pocket 
recommended that jobbers order paper box units in Folder List, Form 7-D, referred to above. This material 
standard 200-lb. packages. is free for the asking. 


So. ~~ eS 

WROUGHT WASHER MFG. Co. CSS 
THE WORLD’S LARGEST PRODUCER OF WASHERS i ¥ ii Mee X- 
2218 SOUTH BAY STREET ° MILWAUKEE 7, WISCONSIN a” , 
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Exclusive ‘Green Trigger” 


instantly locks Aqua-Gun 
ot desired spray 
position 
- EXCLUSIVE: eo . — | 
ee Be 2  ... squeeze 
DIFFERENCE! >. 


FROM ANY SPRAY 


A squeeze of the handle 
automatically releases the 


“Samos” = RESET 4. ~=—swith MELNOR'S Brand Wet 
TO ANY SPRAY 


A flick of “Green Trigger” 
instantly changes spray 
from off to pre-set | 
spray position 


We'd like to introduce you to the newest mem- 
ber of the Melnor family . . . the Aqua-Gun Hose 
Nozzle! Just grip it and you get any one of 
100 spray positions from fine mist through full 





— 











stream. Once you’ve shaken 

hands with the Aqua-Gun eo. O 
yourself you'll see why it’s a 

sure thing to up your garden retail 


volume this season! 





Hundreds of thousands of customers will shake hands with Aqua-Gun 
in Melnor’s exciting new display box... it invites action and gets it! 


MELNOR INDUSTRIES, INC... 300 DE WITT AVENUE + BROOKLYN 36, N. Y. 
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THIS TRADE-MARK ([GeiAss} has been 
seen year after year in national magazine 
advertisements ... 200,000,000 times 
per year! 








That’s why THIS LABEL 


on window glass is head 
and shoulders above all 
other brands in customer 
recognition and merchan- 
dising power. 











DOUBLE QUALITY 
cacgyscte pepagec 


What’s more, L-‘O:F = 
Glass is top quality and is the easiest to 
cut. Try it, and you'll see. 


Ask your L:O:F Glass Distributor about 
the folders, displays and other saleshelps 
available. Sell with the power of national 
advertising. Place your next order with 
an L-O-F Glass Distributor and specify 


LIBBEY -OWENS:-FORD 
a Great Name in Glaso 
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10 magazine 


TE beter Farming 
ye welyeyaas Bey, hads 


lope 
SEAL-KOTE sales for 199/ es 


SEAL-KOTE, the amazing all purpose finish, is 

INSIDE OR oursiDdE being pre-sold to your customers through continuous 
WET OR DRY SURFACES advertising in Lire, THE SATURDAY EVENING Post, 
WHITE a THE AMERICAN HoME, BETTER HOMES AND GARDENS, 

- Sunset, House BEautTiFuL, House BEAUTIFUL’S 

BUILDING MANUAL, HousE & GARDEN, PENNSYL- 


VANIA GRIT, BETTER FARMING METHODs. 
AA-4566 


| SEAL-KOTE inc. 
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FOR THE FIRST TIME —a full line backed by 
= a famous reputation for top quality 


“CHARKY” GRILLS 


Eight models cover the popular price range from $9.95 to $59.95 


The name Arvin is an accepted symbol of first quality in millions of American 
homes, where Arvin products have proved their unexcelled reliability and 
serviceability over the years. One of the foremost manufacturers of metal 
products, Arvin now presents a line of , _ 

barbecue braziers superior in design and 

workmanship—with the strongest 4-way 

selling appeal on the market—in name, 

quality, utility and price. 


Model 7802. Heavy gauge, 18-inch fire Model 7422. 14-gauge, 24-inch fire bow]; 


38 


Model 7404. . .$39.953* 


bowl; full-range adjustability of grill; 
heavy-gauge chrome-plated steel tubular 
legs with rubber-tired wheels; sturdy 
tubular steel bracing at bottom holds 
removable enameled utility tray $14.95* 





MARKETED THROUGH 
DISTRIBUTORS ONLY 











hinged split grill for easy fire access with 
full-range adjustability; damper drain; 
UL approved motor for slow turning, 
self-basting action; rust-proof, heat re- 
flecting aluminized hood; chef’s work 
board with plastic top and polished alu- 
minum apron; readily removable spit; 
114-inch chrome-plated steel tubular legs 
with 8-inch wheels and semi-pneumatic 
tires; sturdy tubular steel bracing and 
removable enameled utility tray $59.95* 


For full information write or wire Gordon B. Sutton, Generai Sales Manager, 
Furniture and Housewares Division, 


Arvin INDUSTRIES, INC., COLUMBUS, INDIANA 


Manufacturers also of Arvin Outdoor Furniture, Lroning Tables, Home Radios, 
Fans, Lectric Cook, Portable Electric Heaters and Automobile Heaters. 


*Suggested retail prices, slightly higher far West and South. 
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“SELLS~ONLY THROUGH THE TRADE! 


Don't Gonfuse Arrow with*ether gun tacker manufacturers! Arrow never Sells 
the consumer*directly!"We do not.compete with our dealers! All consumer 


inquiries are turned back to the.nearest dealer! 


ARROW’S SIMPLE BUY OR _ RENT POLICY! 


Arrow makes renting easy for your Customers.’Bill your customer the full 
price of the machine. He has option to return it at a rental charge of 50c 
per day. Records show that 95% of renters eventually buy their machines. 
And renting leads to the sale of many related products. such as Reynolds 


aluminum insulation, ceiling tile, siding, etc. ‘ 
Rican 


Baits DEp 


ARROW BACKS ITS LINE WITH WULd Lover atts 


POWERFUL ADVERTISING! 





T32 GUN TACKER for light T50 Do-it-Yourself TACKER. HT50 One Hand HAMMER 
nailing jobs. Uses ,”, Ya’ Uses 44”, %”, ¥”, 2”, TACKER. Uses 44”, ,”, %”, 
x,” light wire (.032) staples. %,” heavy wire (.050) sta- 2” staples. 

List Price $10.50 ples . . List Price $12.50 List Price $16.50 


REGULAR FULL TRADE DISCOUNTS APPLY 









SUILD} 





105 4 Way Standard 


STAPLER. Uses standard 


Vo” x 4” staples. 
List Price $4.25 


RETAILER 








In stock at leading jobbers everywhere! SALESMEN AND REPRESENTATIVES: 


Catalog and price sheets available on request! Inquire About Available Territories 


BRRo w fas TENER yy Z.. JNc. ONE JUNIUS STREET, BROOKLYN 12, N.Y. 
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A big $6.75 value to sell at $5.98. 
New mottled green plastic handle. 
Full taper ground. Teeth bevel 
filed and set. Special etch and 
eyecatching sticker. 


Your profit *13* ea. 


A regular $4.75 value to promote at 
$3.98. Rich dark maroon plastic han- 
dle. Full polish, accurately set and filed 
teeth. Special etch and point of sale 
display sticker. 


Hardware Week 
SPECIALS 


fom DISS TON 


a. HOME ’n SHOP ae 
C Your profit $19 ea. , HOME » Sto? 


i ~aae es . 
Mm Howe 8 ~* ae. iia 
i = BEG G2 o oS > eee 
siceton 


TOWN and COUNTRY 


. 4oy t ¢ J * SR ( pees ae 
a ee 


B10 HOME ‘n GARDEN 
COMBINATION 


Your profit *1*' ea. 


Here’s a BIG double bargain. A $5.15 value for 
only $3.95. A fine Disston double edge 14” 
pruning blade and 12” compass blade. Special 
mottled green plastic handle. Full profit of $1.31, 
and your customer saves $1.20 on the combi- 
nation. Packed in a colorful sleeve! 


1. HOME ’n SHOP 2. TOWN & COUNTRY 3. HOME 'n GARDEN 


Available in 26 
$3.99. Order 


", 8 point. Dealer price 26”, 8 point only. Dealer price $2.65. COMBINATION 
Cat. No. 1301060. In Cat. No. 1301078. Packed 2 saws Dealer price $2.64. Cat. No. 1580010. 


10 point, order Cat. No. 1301068. per carton. Packed 4 sets in a corrugated container. 


Packed 2 saws 


in a carton. 


Call your Disston wholesaler today! 


Henry DISSTON DIVISION, H. K. PORTER COMPANY, Inc. Philadelphia 35, Pa. 


- HEP Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 
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Yes, you've got something to sell when you 
stock RUGG Rotary Mowers. 


Unique .. . Original . . . Practical! This VAC- 
U-LIFT Inner Ring helps create a suction that 
lifts and holds grass for extra-smooth cutting .. . 
then whirls cuttings around to chop them into a 
fine mulch. 


Sure, you've got lots of other quality and per- 
formance features to sell, too . . . steel and alumi- 
num housings, 2- and 4-cycle engines... and this 
RUGG-developed VAC-U-LIFT clinches the sale 


because it assures a truly RUGG-neat lawn. 


Your jobber has the whole story on RUGG... 
rotary and reel power, hand models, too. Ask him 
... or if you prefer, write direct to RUGG. 


Here’s your lawn-tested 
leader for 57... RUGG 
Self-Propelled 21” ... 
declutch for manual free- 
- ..» wheeling operation when 
“se cutting close to trees, etc. 
pie =... SAFE! 


THE E. T. COMPANY 





NEWARK, OHIO 
Manufacturers Since 1883 
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NEW! GOULDS SHALLOW-FLOW 


This completely ‘‘packaged”’ shallow well 
jet system gives famous Goulds quality and 
long-life features at never-before low cost! 
Vz and Y% H.P. sizes on 12 or 30 gal. tank— 
capacities to 1050 G.P.H. Easy to install— 
just two simple pipe connections. 








NEW! GOULDS PRIME-FLOW 


Designed especially for deep wells where 
pumping levels do not exceed 90 feet. Com- 
pact, self-priming — only one moving part. 
VY and 14 H.-P. sizes — capacities to 890 
G.P.H. Complete unit, ready to install, 
mounted on 12 or 30 gal. tank. 


NEW! GOULDS JET-O-MATIC 


Absolutely the finest in convertible jet sys- 
tems! Completely packaged for fast installa- 
tion as a shallow well or deep well system, 
yet easily converted. Ideal for wells where 
water level drops. In 5 sizes — up to 1!/ 
H.P.— capacities to 1570 G.P.H. Has all 
famous Jet-O-Matic advantages — at a new 
low price! 


Sell the pumps that help you sell 
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THE BEST JET YET! 


The new Goulds pump line has all of Goulds trusted dependability plus dozens 
of great sales-clinching features like these: self-priming . . . corrosion-resistant 
solid stainless steel 
.close-coupled construction. . 


_ new low price! 


SEE YOUR GOULDS DISTRIBUTOR for ful! details. Ask him about the Goulds 
plan for selling More Pumps in '57! Have him show you how the Goulds sensa- 
tional new Profit-Maker Display spotlights your store as pump H.Q. This, plus 
Goulds hard-hitting campaign of national advertising, is guaranteed to be the 
greatest one-two sales punch the pump industry has ever seen. Call your Goulds 
distributor today 


GOULDS PUMPS, INC. 


finish .. . safe motor loads... protected mechanical seal . . 


shaft ; 


.. ease of installation . . 


.. positive air charging. . . compactness 


or write .. 


Dept. HA-157. SENECA FALLS, N.Y. 





ALL NEW JET WATER SYSTEMS 





Since 1850, when Goulds cast the world’s 
first all-metal pump, Goulds skilled engineers 
have led the way to many of the industry's 
most notable water system advances. Out- 
standing among them — Goulds famous 
Balanced-Flow! Now — in 1957 — Goulds 
engineers have done it again — with these 


In designing the new line Goulds engineers 
had one goal: to make a more compact, more 
efficient, more sellable pump — without 
sacrificing Goulds trusted quality and de- 
pendability. Result — the best jet yet! Best 
because so compact and easy to install. Best 
because so improved in pumping perform- 
ance. Best because so competitively priced 
yourcustomers get more pump fortheirmoney. 


new-as-tomorrow jets! 


GOULDS PUMPS 


for every home and farm need 





Exhaustive lab and field testing proved the 
A-1 dependability of these new Goulds 
pumps. Each unit meets Goulds standard of 
high-quality material and workmanship. Add 
to these the initial low cost and ease of in- 
stallation and you've got a selling combina- 
tion unmatched by any other water system 
The best jet yet — for the best profits yet! 
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GENERAL ELECTRIC FANS 
...WILL SELL EVEN 


WINDOW FANS—LEAD ALL OTHERS IN DOLLAR VOLUME! 











Powerful 20" Exhaust Fan —W-2 Electrically reversibl 
20" Window Fan —W-3 


* 3 speeds 
*® Convenient controls al 6 speeds (3 intake—3 exhaust) 
*® Adjustable + Adjustable 











ETRE 96 te CANO ITS 6 ee 


a eee 


Portable Twin-Fan Ventilator —T- De luxe Automatic 


3 
* Fits casement or sash windows $ g 5 “6 Window Fan —W-4 $ 
* Reversible —_—— 7 Electrically reversible 
* Automatic thermostat control Portable 


% 3 speeds * Automatic thermostot control 
= * 
Pushbutton panel. 3 speeds each way 


Promote General Electric Fans for fastest turnover AT FULL PROFIT 


*Manufacturer’s recommended retail or Fair Trade price. 
General Electric Company, Automatic Blanket & Fan Dept., Bridgeport 2, Conn. 
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General Electric has the 
“most wanted” fan line in 
the industry—most wanted 
by consumers—most wanted 
by dealers because they sell out first. 
You’re just not in business this year 
unless you display, promote, sell your 
best bet yet—General Electric’s proved- 


successful line! 
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New! Special! oe Model 
Portable 20" Fan— 


*® Portable—vuse on floor or in window $ Jo" 
® Ventilates and circulates 
* 3 speeds 


* Safety designed 


SOLD OUT FIRST IN I956 
FASTER THIS YEAR! 















FOR HOME AND OFFICE 





LOW-PRICED FAN 
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© Modern design 
* Tilts to any angle * Quiet, sturdy 


FAMOUS epee ane 






“ 
N 1 





pote pad 139995 oe 
*® For wall or table 
® Quiet—rubber mounted 


® Oscillates or not 
at the twist of a knob 


POWERFUL SPECIALTY FANS 


New All-Purpose Fan 
*® Broad, powerful air stream 

* Modern, safe design 

*® Versatile 





New! . 
Roll-Around Fan 
*® New sturdier design 





Hassock Fan 
% 2 fans in 1 *® Powerful 20" fan 


*® Cools entire room ® Adjustable from 45" to 62" 
*® 3 speeds—Safety design ® Tilts full 360° 
* Rugged construction * Three speeds 











Progress ls Our Most Important Product ths 
GENERAL @@ ELECTRIC 
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Bronson Spin-King Bronson Jet Bronson Buddy 
No. 700 $19.95 No. 500 $14.95 No. 800 $9.95 


Bronson Royal-Matic Bronson Multi-Royal Bronson Royalist 
No. 390 $12.95 No. 380 $10.95 No. 370 $7.95 


Sell Bronson reels . 


Why settle for single sales, single profits—when it’s so easy to sell 





Bronson reels a family at a time. 


You can show a Bronson for every kind of fisherman, every kind 
of fishing. You'll sell easier because your customers will recognize 


Wr x 


fa 


Bronson’s superior engineering and craftsmanship. And you'll have 


LN 


the full price range you need to outfit every member of the family. 


Bronson’s hard-hitting, consistent advertising to your customers 
paves the way for family sales. Fishermen everywhere are being sold 
that “fishing fun is family fun. . . especially with a Bronson.” So get 


those multiple sales—and profit a family at a time with Bronson. 





Bronson Torrent 
No. 250 $6.95 


Bronson Lashless 
No. 1700 $9.95 





bg 
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Bronson Tracer 
No. 150 $6.50 


Bronson Mercury 
No. 2550 $7.95 











Bronson Traveler 
No. 210 $7.95 




















/ 
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Bronson Green Hornet 
No. 2200 $6.95 


.a family at a time | 


® Bronson Spin-King, No. 700—$19.95. Exclu- 
sive Bronson “‘Crank-O-Matic Clutch” for full- 
time line control. No line twist, no backlash. Star 
drag, push-button line feathering. 


@ Bronson Jet, No. 500—$14.95. Handsome 
green finish. Click-type spool-slip drag works 
smoothly and perfectly under any tension. Full- 
bail pick-up with roller guide, non-reverse crank 
button. 


@ Bronson Buddy, No. 800—$9.95. Extremely 
compact—weighs only 6% oz.! Yet takes 150 yds. 
6-ib. monofilament. Click-type spool-slip drag, 
full-bail pick-up, hardened roller guide. 

@ Bronson Royal-Matic, No. 390—$12.95. 
Fully automatic professional fly reel. Governor- 
controlled retrieve. Bronze bearings, smooth 


silent wind, free stripping. Fast take-down with- 
out tools. 


@ Bronson Multi-Royal, No. 380—$10.95. Fast 
retrieve gear ratio of 2 to 1. Adjustable, click- 
type drag operates only with line stripping. Rever- 
sible to left-hand model. Quick take-down. 


® Bronson Royalist, No. 370—$7.95. Strong, 
light single action. Quick take-down without tools. 
Adjustable click-type drag operates only with 
line stripping. Reversible to left-hand. 


® Bronson Torrent, No. 250—$6.95. Rugged 
15-oz. reel. Free spool, star drag. Reinforced all- 
metal spool, torpedo-shaped plastic handle grip. 
Chrome-plated brass parts, 250-yd. capacity. 


® Bronson Tracer, No. 150—$6.50. Same as 
model No. 250 except with 150-yd. line capacity. 


@ Bronson Traveler, No. 210—$7.95. Light- 
weight, durable surf-caster. “Duo-Line” spool. 
Torpedo-shaped handle grip. Free spool, star 
drag. Capacity: 350 yds. 15-ib. test monofilament 
line, 200 yds. 27-ib. test braided. 


® Bronson Lashliess, No. 1700—$9.95. Precis- 
ion-built with “Duo-Line” spool for monofilament 
or braided line. Snap-on plastic arbor, adjustable 
drag and click, Duo-Pawl. Heavily chromed brass. 


® Bronson Mercury, No. 2550—$7.95. Level- 
winding reel with 3-piece construction. ‘“Duo- 
Line” spool. Adjustable drag, adjustable click. 
Bronson Duo-Pawil for double reel life. 


® Bronson Green Hornet, No. 2200—$6.95. 
Top value, low price. Green anodized aluminum. 
“Duo-Line” spool, Duo-Pawi. Adjustable drag 
and click. Snap-on plastic arbor. Weight—5* oz. 


BRONSON REEL COMPANY «+ BRONSON, MICHIGAN 
Division of Higbie Mfg. Co. 


Bronson 


FISHING REELS 








Now match and mix hundreds 


in o-gallon quantities 
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Maestro 





Handy Color Deck for Painters & Decorators 


@ Pittsburgh makes this handy color deck available for painting 
contractors and decorators. It contains large chips of the entire 
range of smart, modern Pittsburgh MAESTRO COLORS. 
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of colors in minutes... 


...with Pittsburgh 





Concentrated (oloran 





Only 11 colorants for rubberized, alkyd and oil-base 
Pittsburgh Paints for exteriors and interiors 


ERE’S just what volume paint users 
have been asking for! Hundreds of 
smart colors that can be mixed in 5- 
gallon quantities quickly and accurately 
. in high-quality rubberized, alkyd 
and oil-base interior and exterior paints. 


@ Pittsburgh Concentrated Colorants 
make available not only the entire range 
of 300 MAESTRO COLORS® but also un- 


limited additional hues. And you get all 
these with 11 colorants in 16-oz., and 
8-oz. tubes and only two tinting bases 
for each type of paint. 


@ Pittsburgh’s new Concentrated Colorant 
system saves volume users time and 
money! These remarkable colorants dis- 
perse speedily and thoroughly—paint is 
ready for use in a few minutes. 


MAESTRO CONCENTRATED COLORANTS ARE AVAILABLE FOR USE 
IN TINTING BASES OF THESE FAMOUS PITTSBURGH PAINTS 


e WALLHIDE Rubberized Satin 
Finish® Wall Paint 


e WALLHIDE® Alkyd-Type Flat Wall Paint 


e WALLHIDE Gloss Enamel 
e SATINHIDE® Enamel 


® PITTSBURGH PAINTS 


e SUN-PROOF® House Paint 

e SUN-PROOF Trim Paint 

e SHAKE & SHINGLE Paint 

e CEMENTHIDE® Rubberized masonry paint 





PAINTS e GLASS e CHEMICALS e BRUSHES e PLASTICS e FIBER GLASS 


Pe aw RK OM 





GENERAL OFFICE, PITTSBURGH, PA. 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 











Profit Points 


for You in New 
Supplex Plastic Pipe 


$500,000 in 1948 to $45,000,000 in 1955. 
That’s the story of the startling growth of 
flexible polyethylene plastic pipe. 


Are you getting your share? 


Open your door to this great growing market 
—feature Supplex pipe—the quality pipe. 
Here are 5 big reasons why it is easier to 
sell Supplex profitably. 
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Certified Safe for Drinking Water — 
Bears the Seal of Approval of the Na- 
tional Sanitation Foundation, Ann Arbor, 
Michigan. Non-toxic, absolutely safe, 
even for human drinking water! 


Y 

















Streamlined Stock— 


One high grade pressure-tested Supplex 
pipe in six diameters equips you to sell 
95% of all jobs where flexible pipe can 
be used. 


Packaged for Protection and 
Sales Appea/— 

Unique package design (Caterpillar- 
Wrap) guarantees delivery of pipe in 
perfect condition from factory to con- 
sumer. No job failures or returns because 


of transit damaged pipe. Easy to store, 
carry and handle. 


Consumer Advertising— 

To pre-sell your customers, plus... Stuff- 
ers, Advertising Mats, and many other 
sales aids to help you sell Supplex. 


% 


» “ere 


Fittings and Clamps— 
A complete line of high-impact poly- 
styrene adapters, couplings, elbows and 
tees—N.S.F. approved—and ail stainless 
steel clamps (housing and screw too), 
available for all diameters. 
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Colorful— 
Sales Building 
Dealer 


Display 


Tells and Sells in only 15” x 4”. 


Counter unit gives your custom- 
ers a chance to see and feel the 
high quality Supplex pipe. They 
can look through the smooth 
bore, smooth as a rifle barrel. No 
chance for scale and algae depos- 
its to form on the inner surface. 


The sample fitting and clamp on 
the pipe in the display clearly 
shows your customer that the only 
tools necessary to install long 
lengths of Supplex pipe are a 
screwdriver and jackknife. 


The compact display makes sell- 
ing easier—eliminates the need to 
stock bulky packages on your 
selling floor. 


Ask your jobber for complete in- 
formation on Supplex pipe or use 
the coupon below. 


SUPPLEX COMPANY, GARWOOD, 
N. J., Division of American Hard 
Rubber Company, Pioneers in 
Plastic Piping for Farm, Home 
and Industrial uses. 


Write now for sample and full information 











SUPPLEX COMPANY, 


Division of American Hard Rubber Company, 


335 Broadway, New York 13, N. Y. 


Rush me airmail full information about your Supplex Flexible 
Plastic Pipe and a sample for my inspection. 


NAME 





STREET. 





CITY 





I normally buy such material from 


JOBBER 








CITY 

















Osrow’s New 1¢ Si sv Vhirl-A-Way 
with new swivel q regulator 


YOU'RE ALREADY CLEANING 
UP WITH WHIE ! 


THE WHIRLING BRU 
ALL OTHER CAR AN 


Plus all these famous features : | AMERICA’S 
® 100% horsehair brush rotating at 1500 rpm ' re 
® Patented* Hydraulic Sudser... : 


PUSH for suds, PULL for clear rinse 


® Rubber covered 2 foot handle 
with 2 foot extension. 


Sudser models from $4.95 to $8.95 


AE bh 


YOU SELL THE WHOLE MARKET WITH AMERICA’S 
MOST COMPLETE WASHER LINE... FROM $2 TO $9! 
® _ . NATIONALLY ADVERTISED in 


wa 


and other national magazines. 
, Coast to coast TV and radio 
e “3 behind every Osrow Product. . 


9 4 | i 7 WATCH FOR IT IN YOUR AREA! 


*Pat. No 2717176 


OSROW PRODUCTS Co., INC. 
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sweeping edges do twice the work 
...cut cleaning time in half! 













> WeeleP”° GREAT 
ICTION BRUSH 


trated in its twin sweeping edges 


osrRow’s “TN )| 
NEW SWIVE 


NO WASTE-BRISTLE —all the bristle 
NEVER ACCUMULATES DIRT — stays 
NO WASTE MOTION —a single strok 
LOCKED-IN BRISTLES — permanentl 
NO EXCESS WEIGHT —2 ways light 
SWIVEL-ACTION HANDLE — adjusts : 








s it sweeps clean 


os twice as clean 





im steel so they can't come out 










minum handle, no heavy wood block 


y ngle...for any job 






5.95 TWIN SWEEP’ PACKAGE 
WITH INTERCHANGEABLE HEADS 
7.95 combination value 














9.95 “TWIN SWEEP” COMPLETE 
BROOM CLOSET MERCHANDISER 
13.95 combination value 





Choice of 2 brushes, 
nylon mop, space-saver 
rack and 2-part alumi- 
num handle. 





Choice of 2 brushes and 
2-section aluminum han- 
die. Packed in a colorful, 
sell-on-sight display box. 



















HAZEL STREET, GLEN COVE, L. I., N. Y. BOOTH 1115 AND 1117 HOUSEWARES SHOW 
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VINYL WEATHER STRIPPING 


p40) 6 O7-N\ ie 18 ee 40188 5 SEINE TWINES 


SEINE CORDS 


CONFIDENCE IN THE I STAGING 


VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 

MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


dea SEINE CORD Fe 
7 is PLY 
8 OZ. - 440 FEET 


This all cotton product is widely 
used as chalk line, mason line, pull 
cord, heavy package tying and 


eneral utility. 
ART. 533 3 ly 


AVAILABLE IN A VARIETY OF PUT-UPS AND PLYS 
1 Ib. skeins — 6 thru 72 ply 


PUT-UP IN 5 LB. PKGS. 





ORDERS OF $50.00 OR MORE, FREIGHT 2 oz. balls — 6 thru 24 ply 
PREPAID. Orders of less than $20.00 f.0.b. Mill, a re 


Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 4 oz. balls — 6 thru 48 ply 
nesota, Dallas, Texas, or Waynetown, Ind. Orders PUT-UP IN 5 LB. PKGS. 
of $20.00 to $50.00, freight allowed to $1.00 per 8 oz. balls — 6 thru 72 ply 
cwt. Freight prepaid does not include extra charges PUT-UP IN 5 LB. PKGS. 


incurred outside carrier's regular zone of delivery. 1 Ib. balls — 18 thru 72 ply 








SOLD IN BULK 


) LAWNDALE, NORTH CAROLINA 





7861 Sepulveda Blvd. Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallas 26, Texas 
Waynetown, Indiana 


ESTABLISHED iN 1673 
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Bissell s news 


the NEW GR 


NEW DESIGN! NEW COLORS! 
NEW FEATURES! 
NEW PROFIT OPPORTUNITIES! 


America’s best-known 
PLUS A sweeper name — 


NEW SALES IDEA NOW MORE 


“Beauty-brush rug care’’—a real | 
at ate wt | d441a1: NT 
an THAN EVER! 


“Beauty-brush” action gently re- 
moves daily dust and dirt, fluffs 
up pile, keeps colors fresh and 
bright. Rugs wear longer, stay 
new-looking for years! 





Full-color pages in 


LIFE 


. network television plus 
spot TV saturation presell- 
ing your customers on the 

new Grand Rapids. 





INDEPENDENT LABORATORY AND 
CONSUMER PANEL TESTS report 
Bissell NEW GRAND RAPIDS the most 
efficient sweeper ever! Under strict labo- 
ratory and home tests, the new Grand 
Rapids got out imbedded dust and dirt, 
brushed up rug pile into new springiness. 


TOP-OPENING DUSTPANS mean 
easier emptying. Self-cleaning brush 
gives rugs a beauty treatment with every 
use. Handsome, chrome-capped sectional 
handle packed in colorful, gift-worthy 
box. Four decorator colors—Turquoise, 
Yellow, Metallic Green, Black-and- 
Chrome. Shipping weight 8' Ibs. 











-BISSELL “BEAUTY-BRUSH” SWEEPER LINE! 


SWEEP UP A PILE OF PR@FITS WITH THIS NEW | 


Bissell SWEEPMASTER 
Modern, compact, sweeps right to baseboards, 
under furniture. Single large dustpan. 
Sta-Up handle. Stores flat. Metallic Grey 


Bissell CONTINENTAL mipphy weight © Me. 


World’s most glamorous sweeper. Gleaming 


; 
/ 














chrome finish, all famous Bissell 


NEVER BEFORE SUCH A GALAXY 


features. In its own luxurious 


presentation box. OF BEAUTIFUL, 
Shipping weight — 7 2 I\bs. 











EFFICIENT SWEEPERS! 
ASSURED GOOD MARK.-UP! 
BIG PROFITS PER UNIT! 


— a Bissell LITTLE QUEEN 


the national 





— it really sweeps! Ideal toy 






average for for little girls — a miniature o 
wren Te GRAND RAPIDS. In Rose Red, w 
a ou : ' sectional handle; colorful gift be 






\ Shipping weight — 
\ | (Carton of 24} 49 Ibs. 


Bissell PRINCESS 


— plastic toy for tots, looks just like 
Mother's! Sweeps! Hollyberry Red. 


: ; Shipping weight — 
Bissell BREEZE oo (Carton of 12) 9 Ibs. 


Streamlined, all-steel case. Oversize dustpans, 
bumper. Self-cleaning brush adjusts 
to any rug. Metallic Green, Red. 
Shipping weight — 8/2 Ibs. 


—— ecacen —teenin” «~~ i 


Bissell SWEEP-EASY 


Light and easy to handle — yet cleans thoroughly. 
An exceptional value! In French Beige. 





Shipping weight — 6'2 lbs. 














What’ll it be 


a partnership 


or corporation @ 


by Howard F. Elin 
Partner 

J. K. Lasser & Co. 

New York 

and 

Sydney Prerau 

Director 

J. K. Lasser Tax Institute 


Choosing the best form of business usually involves 
a choice between a corporation and a partnership (or 
a sole proprietorship). 

An individual in an unincorporated business pays a 
tax on his share of the business profits as part of his 
personal tax. The income from the business is added 
to the individual’s other income and the tax is figured 
on the graduated rates for individuals. 

Corporations, on the other hand, pay a separate tax 
on their 1956 earnings—30 percent on the first $25,000 
and 52 percent on any income over that. 

The stockholders pay no tax on the corporate earn- 
ings until they are distributed as dividends. 

To the extent the corporation does not have to dis- 
tribute its earnings it can reinvest them in the busi- 
ness without further tax. This can be done by the un- 
incorporated business, too, but only after the individ- 
uals have paid a full tax on all the earnings—even 
those left in the business. So where the individuals’ 
tax brackets are higher than the corporate rates, it is 
cheaper to accumulate in the corporation. 

The difference in the tax rates and the ability to 
accumulate earnings in corporations are the major tax 
considerations in determining whether an incorporated 
or unincorporated form is to be used. 

Many other factors, however, must be considered. 

Eventually accumulated corporate earnings must be 
distributed as dividends (fully taxable as ordinary in- 
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It’s income tax time again. Returns have to be filled in and filed. And this 
vear is a good time to dig deeper into the tax situation. Take a long look at the 
tax benefits you can get by the different forms of business organization. 


You can find out what business organization is best for you from these 
articles prepared by J. K. Lasser & Co., well known firm of tax advisers. This 
first article takes up the advantages of different forms of organization. The 
next will consider what salary is best for you, in relation to tax benefits. 


come) or through liquidation of the corporation (tax- 
able as capital gains). These taxes are added to the 
corporate taxes in determining the true tax cost of the 
income. Accumulating income in the corporation may 
subject the corporation to a penalty tax. Unincorpo- 
rated business’ losses may be used to offset an individ- 
ual’s other income, not so with corporation losses. 

Although we are concerned here with the tax aspects 
of the form of business being used, it should always 
be kept in mind that in making a choice, taxes are not 
the only factor. 

Your choice may depend upon the amount of outside 
capital you need, the anticipated duration of the busi- 
ness venture, or the nature of business to be con- 
ducted. 

Protection given owners from personal liability is 
a sound reason why a small business, which could be 
operated most profitably in unincorporated form, may 
incorporate. 

Corporate form permits continuity of the enterprise 
despite death or withdrawal of an owner. It offers an 
opportunity to bring key employees in as owners with- 
out the necessity of making them partners. 

But the unincorporated form gives flexibility and 
freedom in business action in contrast to the limited 
powers of a corporation conferred by the state. Dis- 
solution of a business upon termination of a venture is 
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What'll it be: partnership or? 





(continued ) 


much simpler if the enterprise is conducted in an un- 
incorporated form. 

Before going into a more detailed discussion of the 
pros and cons of corporation vs. partnership (or sole 
proprietorship), study the check list with this article 
of what are generally considered the tax advantages 
of each business form. 


by a partnership or a proprietor electing to be taxed 
as a corporation, except the right of an owner-execu- 
tive to join a qualified pension or profit-sharing plan. 

In deciding whether or not to incorporate there are 
some simple computations you can make. 

These alone do not tell the whole story (there are 
always the advantages and disadvantages discussed 
here and the nontax reasons that might influence you). 
But you ought to work out the mathematics as part of 
the overall consideration. You can start this way: 


The advantages listed for corporations can be had 1. Plot the business expected for the next few years. 


88 8888 8 8888 FF 88S 8333333343344 OOOO OOOO 


Here is your check list to help you decide tax advantages of 


Use this check list to start your study of the needs of your 
family and your store. Then read the other facts given in 
these articles to decide if you should change your setup 


What you gain operating your store as a corporation 


Owner-executives can realize the advantages of a pension or profit-sharing plan. 
Easier to split into two or more units for greater tax benefits. 


The family may be stockholders, without many of the burdens and restrictions of 
family partnerships. 


Dividend payments can be eliminated to cut stockholders’ tax. Partners pay a full 
tax on all income, whether distributed or not. 


The corporation may be liquidated in o year when the stockholders have losses to 
offset the gain from liquidation. 


Up to $5000 can be paid tax free to the surviving family of a stockholder employee. 
Dividend income is taxed to the corporation at 15 percent only; 100 percent is taxed 
to the partnership. 


Income and estate taxes may be saved by gifts of stock to children or to a family 
foundation. 


A new corporation is a new taxpayer. There may be substantial advantage in 
choosing a new fiscal period, accounting method, etc. 


Insurance can be carried on the lives of owner-executives at a reduced annual tax 
cost. Then, without any further income tax burden, it can realize the proceeds and 
make them available to pay estate taxes. 


Government examination of the individual partners’ tax returns is often done at the 
same time that the partnership returns are examined. That is a serious disadvantage 
in a partnership. But note that with a close corporation you may get the same result. 


Stockholders can often control the dividend processes; thus they usually can select the 
most favorable year to receive income. Control of the dividends by corporate 
holders permits the averaging of stockholders’ income over a long period. 
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2. Compute the tax on that as if it were taxed 
directly to a proprietor or to partners. 

3. Deduct assumed salaries and dividend payments 
if you have a corporation. 

4. Determine the regular corporate tax for the cor- 
poration and the individual tax on the salaries and 
dividends assumed. 

5. Compare the tax on the full business income taxed 
to the individuals with the combined corporate tax 


plus individual tax on salary and dividend with- 
drawals. 


The ultimate tax cost may be less for owners of a 
partnership than for owners of a corporation. In- 
come splitting for married couples gives a partner 
the lower tax rates on all partnership income. 
Stockholders’ splitting is limited to salary and divi- 
dend income. 


Partnership losses are offset against the partner's 
income. This may result in a carryover of losses 
and so a return of the prior year's taxes. 


A corporation passes out its profits after taxes as 
dividends which are taxed to the stockholders, sub- 
ject to the dividends-received credit and exclusion. 
So there is a double tax on the same earnings. 
Partnership earnings are not taxed twice. Only 
one tax is taken on each partner's share of the 
profits. 


Corporations risk a penalty tax when they accumu- 
late earnings without distributing them to the stock- 
holders. Partnerships accumulate earnings with no 
risk of tax. 


Profits may be divided among partners without 
regard to investment. 


A corporate dissolution results in a tax. Not so with 
a partnership. But on death of a partner or stock- 
holder prior to dissolution of either a partnership 
or corporation, the result is the same. The estate 
includes the value of the business property at death. 
That may eliminate the tax later when the corpora- 
tion is dissolved. 


Exempt income to the corporation (for example, 
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operating your store as a corporation or as a partnership 


What you gain operating your store as a partnership 





This will show which form of doing business car- 
ries the higher current tax cost. 

However, this is not the complete story. A dollar in 
the corporation is not worth as much as a dollar in 
the owners’ possession. To reflect this difference add 
25 percent of the undistributed earnings to the total 
corporate and individual taxes payable under the cor- 
porate form. (That allows for the capital gains tax on 
ultimate liquidation of the corporation. ) 

If immediate current income is sought, it is often 
better to conduct the business as a proprietorship or 





























proceeds on sale of property below cost, proceeds 
of life insurance, cancelled debts, etc.) is fully taxed 
when distributed to the stockholder — if the cor- 
poration has earnings and profits. That is not so 
with a partner. 


Earnings already taxed, but not distributed, in- 
crease the cost basis of the partner in his com- 
pany. That is not true of the stockholder. 


Partners can deduct their shares of the carryover 
of partnership capital losses up to $1000 a year. 
Corporate stockholders cannot make similar use of 
the corporation's capital losses. 


Partners’ drawings are not subject to unemployment 
insurance, as is true of corporation salaries. 


Profits retained for development are not affected 
by a penalty for unreasonable accumulation of 
surplus, as is true of corporations. 


Partnership capital losses reduce capital gains of 
individual partners in preparing tax returns. Corpo- 
rate capital losses do not affect stockholders’ gains. 


Owner employee of a corporation may have to 
draw a salary in loss years in order to justify its 
reasonableness in other years. Thus, he has taxed 
income although the business does not show a 


profit. 


The corporation's long-term capital gains change 
their character when paid as dividends by the cor- 
poration. Then they are taxed at ordinary rates. 
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What'll it be: partnership or? 





(continued ) 


partnership. If the plan is that a good part of the 
corporate earnings will be paid out as dividends, there 


As it is frequently impossible to forecast when this 
will occur, a rule of thumb is that a 25 percent capital 
gains rate might be applied against the funds accumu- 
lated in the corporation. 


Even when this shows that the ultimate tax liability 


will be greater on the corporate basis, it may still be 
desirable to take the immediate saving. The extra cost 
may or may not be incurred some time in the future. 
It may be regarded as a financing charge for the use 
of extra funds in the business currently. 





This article is based upon the forthcoming 
Standard Handbook of Business Tax Tech- 
niques by the J. K. Lasser Tax Institute, 
published by McGraw-Hill Book Co. ; ; 
In addition, in a growing business you cannot be 
sure when additional tax will have to be paid because 
- often no tax advantage in operating as a corpora- accumulated surplus is distributed as dividends or 
tion. realized as capital gain on a future sale of stock. In- 
deed, the accumulation may not be taxed at all if the 
stock is not sold or liquidated during the owner’s life. 





If money for expansion is paramount, the corporate 
rate may be a valuable ceiling. We can usually find a 
point at which more income can be kept in the busi- 
ness by incorporating it. When it becomes desirable 


or necessary to pay dividends, the advantage will 
diminish. 


The best salary you should take out of your 
business, in relation to tax advantages, will 
be taken up in the next article. 
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6 key questions about the future of your business 


Here are some basic, important facts to use in deciding which form of 
business organization is best suited for your type of store 


@ Is your business to grow for a period of years before you reach a normal level 
of operations? 


if you do not pay high salaries or dividends in a corporation, you can build up a 


surplus at low cost. If you operate a partnership you would have paid a tax on all 
earnings for the entire growth period. 


@ Can salaries mop up the income of the corporation? 


This is usual in small corporations. So you might as well have all the benefit of the 
corporate form since no tax cost is involved. 


@ Are you expecting losses from the business operation? And do you at the same 
time expect substantial personal income? 


In noncorporate forms the business losses can be offset against your income. 
@ Are you going to control the distribution of income? 


You get that only if you are to manage the dividend policy of a corporation. And 
you may minimize double taxation by liquidating or selling the corporation in a poor 
year when little tax will be due. Then you pay only a 25 percent tax on your 
long-term capital gains. But look out for the problem of collapsible corporations. 


@ Will there be exempt income, capital gains, percentage depletion on which a 
proprietorship or partnership gets a tax break? 


When these items pass through a corporation, they are converted into fully taxable 


dividends. 


@ |s the corporate form desired in order to put owners under a pension or deferred 
profit-sharing plan? 


This ‘is not possible for a partner or proprietor. 
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Front-of-store gift section 


makes profitable traffic 


Here is how you can speed up sales in giftwares department by changing 
location of section, then keep freshening up displays with different lines 


Show giftwares in the front of 
your store to attract local cus- 
tomers and tourists. 

Change the location of some 
items in your gift section each 
business day. This will make regu- 
lar customers believe that you 
have even more new merchandise 
than you actually stock. 

When your giftwares section 
constantly has a new and fresh 
appearance more customers will 
stop in it just to browse. 

If you plainly mark prices on 
giftwares items, self selection 
sales increase. 

These policies have helped the 
Jamestown, N. D., branch of 
Scheel’s Hardware increase its 
overall volume by more than 40 
percent in the two years the firm 
has operated that store. 

When Don S. Norem became 
manager of the store two years 





Varied stock is displayed on five- 
tiered fixture. 





ago, he changed the layout and 
added the front-of-the-store gift 
section. 

The firm’s giftwares section at- 
tracts women living within a 40- 
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mile radius of the store. Tourists 
are told by local residents that 
Scheel’s is the place to look for 
gift items. 

Although some changes are 
made in the location of some gift 
items each business day, the de- 
partment is completely rearranged 
at least four times a year. Those 
daily and seasonal changes give 
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the section an ever-fresh appear- 
ance. 

At times the giftwares depart- 
ment displays include items also 
shown in other sections of the 
store. 

For example, prior to Fathers’ 
Day, some tools are displayed in 
the gift section. Appropriate signs 

(Continued on page 88) 
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There's plenty of traffic on the doorstep of Rickel Hard- 
ware. Route 17 is a bustling highway leading into New 


Looking for traffic? 


... find a highway location 


Here is how one dealer solved the problems of 


getting traffic and making the most of it on 


busy days. Here are ideas you can apply in your store 


A hardware store along a super highway in the 
suburbs looks like a money-maker, especially on 
Saturdays and Sundays when traffic is bumper-to- 
bumper. 

These highway locations are good. However, you 
have to throw out some conventional ideas on mer- 
chandising, and set up your store to use the ad- 
vantages of a highway location. Lots of potential 
customers zip by on the highway. The problems are: 

1. How to get customers out of the stream of traffic 
into your store. 

2. How to keep the customers, in a buying mood, 
in the store. 

One answer to the first problem is to specialize in 
particular lines. Hardware store shopping always is 
funa Specialization gives customers an extra reason 
for coming in. That builds store traffic. 

Plumbing and heating supplies are lines that appeal 
to suburban customers in highway stores. They are 
the featured departments at Rickel Hardware, along 
Route 17, in Paramus, N. J. 

And Rickel Hardware has an answer to keeping 
customers in the store and in a buying mood. That 
is with self service, plus many spot bargain displays 
all around the sales floor. 

Specialization in plumbing and heating supplies is 
directed to the do-it-yourself market. Rickel Hard- 
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ware has two advantages in featuring these depart- 
ments: 

1. Salesmen are trained to layout full jobs and to 
recommend all the equipment and fittings needed for 
new or remodeled home jobs. 

2. Highway traffic brings many do-it-yourselfers 

Plumbing and heating are the original lines of 
the Rickel business, going back many years in Union, 
N. J. Then sales increased to do-it-yourselfers. These 
customers also wanted tools to install the fixtures they 
bought. That led to requests for other tools, fasteners, 
and other hardware lines. 

Finally, the Union set-up became a full fledged 
hardware store. Then Rickel Hardware, a _ branch, 
was opened in Paramus. 

The Paramus location draws on two types of 
do-it-yourselfers. There are the New Yorkers, driving 
across New Jersey to get into the resort section of 
New York state. These customers buy for installa- 
tions in their resort homes. Then there is the local 
traffic from the many new developments and com- 
munities along Route 17. 

Plumbing and heating supplies have the best display 
areas on the selling floor. Model rooms and islands 
loaded with fittings are along the windows facing 
the parking lot. 

Regular salesmen have a plumbing and heating 
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What do you need for a spot display? You need 
items clearly low priced and a sign that tells about 
it in a few words. 


Rickel Hardware makes spot displays pay off. You 
can sell more with spot displays if you follow these 
suggestions: 


(1) The right items. Spot displays are used to 
focus attention on: 


A. Price Specials 
B. Searce items 
C. Unusual items 


Spot displays are a good way to get rid of cats 
and dogs. But before you build spot displays, be cer- 
tain your items meet above requirements. Rickel fea- 
tures seasonal and do-it-yourself goods. 

(2) The right signs. A pile of price specials will 
mean little to hurried shoppers unless there is a 
price sign to catch attention and quickly explain the 
value. Rickel uses 10x10 in. home-made signs with 
two-color lettering. 


(3) The right fixtures. Rickel uses headers of gon- 
dola fixtures, Shopping carts, small islands, and con- 
tainers such as trash burners to hold spot display 
items. Your spot displays sell more when they are 


portable, and can be moved into traffic areas in a 
hurry. 


(4) The right locations. Spot displays feature im- 
pulse items. Impulse items sell best in busiest traffic 
locations. Check out counters, entrances and exits, 


wrapping desks, and headers facing busy aisles are 
ideal for spot displays. 








— 
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background, or they are trained in these lines before 
going on the selling floor. 

These regular salesmen usually handle a complete 
selling job. They work right with the customer in 
setting up the original order. They find out the 
customers problem, and make recommendations of 
fixtures and fittings. These are big ticket items, for 
new or remodeled home jobs. 


Self service has its place in the plumbing and 
heating departments. The entire store is self service 
and the open displays include plumbing and heating 
fixtures. Customers who know plumbing and heating, 
and need only a few fittings or items to complete 
a major job or handle a small repair job can serve 
themselves and pay at the check out counter. This 
set up leaves floor salesmen available to work with 
customers who need advice. 

Extra pay. All regular salesmen are paid a com- 
mission, or bonus, for their sales efforts. 

When a salesmen completes a big ticket sale he 
writes his name on the back of the ticket. That sets 
up his commission. 


What about part-time bonus? 


A bonus is paid to regular salesmen on all sales 
throughout the rest of the store. A percentage of 
sales is placed in the bonus fund. Each month regular 
salesmen share equal amounts of the bonus. 

Part-time employees do not get in on a commission 
or bonus. The amount of the commission that would 
be paid on a big ticket item, sold by a part-time 
salesman, goes into the bonus fund. There is no 
favoritism through a part-time salesman writing a 
favored regular salesman’s name on the ticket. 

Advertising promotion. Advertising is used to 
build store traffic. The cost, in relation to sales, is 
high. The store has a difficult set-up in this regard. 
About all it can do now is to take space frequently 
in all the media, without regard to cost and timing 
of ads. 

The local customer area is served by many news- 
papers. One of these is a daily, covering the entire 
county. Then one of the big New York City dailies 
has a special supplement for that county in its Sunday 
edition. Also, just about every hamlet or community 
has a weekly shopper’s paper. 

Rickel Hardware uses all of them. Space is used 
to advertise special merchandise, rather than a dis- 
count off an established price. 

Displays that sell. The display fixtures are set up 
to sell merchandise. This is done by: 

1. Getting a big quantity of merchandise on open 
display. 

2. Putting merchandise at a height arranged so 
customers can examine it. 

3. Setting up spot display areas throughout the 
store. 

These spot displays have been useful in keeping 
customers in the store and in making impulse sales. 

Some spots are on headers at the end of islands, 
along main traffic aisles. Others are near the check 


(Continued on page 65) 


63 





Looking for traffic? (cont. ) 
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‘ ~~ PS 
Gs. PLUMBING, 


DISPLAY WINDOWS FACING 


One-way traffic flows through 
these turnstiles at a record 
rate on busy days. 


Plenty of light, display, and elbow room keep cus- 
tomers coming back to Rickel's. 





Key to departments: 


Here is how Rickel Hardware diversifies traffic by 
balancing key departments all over the store. 


A—Power tools N—Toilet supplies 
B—Hand tools O—Plumbing fittings 
C—Garden supplies P—Heating 
Eeahicaees D—Drapery hardware O—Electrics 
gees tata E—Paint R—Rubber housewares 
STORAGE, F—Gadgets S—Kitchen furnishings 
OFFICES G—kKitchen appliances T—Builders’ hardware 
‘AND nee H—Shower display U—Builders' hardware 
ig areas |—Electrical supplies V—Housewares 
REST J—Model bathrooms W—Chemicals 
ROOMS. K—Plumbing supplies X—Glassware 
Reece L—Housewares Y—Housewares 
| M—Plumbing fittings Z—Wall tile alcove 












































(Continued from page 63) 





























out counter. One spot is directly in front of the 
main entrance. Customers have to walk around it to 
get onto the selling floor. 

The store management has no basic rules for 
handling spot displays. About the only general rule 
is to keep shifting the merchandise around. If goods 
move at a particular spot, the display is continued 
another week or so. Otherwise, spots are changed 
around about once a week. 

The store is about 12,000 sq ft. Displays are along 
) all the walls, with three rows of islands. Fixtures are 
wera, by Bulman Corp. 

* A. M. Rickel is president of the company. Robert 
HEATING SET-UPS Rickel is vice-president. Morton Rickel is secretary- 
nen: wellinicenuth-siailenenait qo treasurer. The store is managed by George J. Lehman. 
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Numbered counters and clear price 
marking help the fast traffic flow. 
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There's nothing to hide the view in this big do-it- 
yourselfers’ haven 








BORN EVERY 
MINUTE? 


VE DONT aon w “ IS THERE 
ane A SUCKER 


sult our customers if we 
said, “Here's a $19.95 


item for $4.98." ... or, = ORN a a 

“Buy one and get one V RY 
free." ...o0r, ‘'Get 
trade stamps without 


paying more for the ah UTE > 
merchandise." i od . 
Furthermore, our cus- 


tomers know we don't This old saw has boomeranged often. 
use our nails to fasten 
down advertised items. 
We want to sell adver- customers beating a path to his door 


tised items. 


We don't buy guarar® 
tees. We buy quality “Lawn mowers, regularly $109. Now $49.95.” 
merchandise from reli- ‘“Three-for-one trading stamp bonus day.” 


able sources that have “Buy one, get one free.” 
It was P. T. Barnum who said there is a sucker born every 
proven over the years 


: minute. 
that the customer will But he ran a ¢ireus. 


be protected from de- He was in town only a few days each year. 

fective merchandise. A Maybe he could get.away with the idea. 

10-year guarantee from A dealer who believes he can talk his trade into thinking 

an “out of business" ee = ac for nothing if they shop in his store 

. is kidding himself. 

concen a t help Many dealers, like Tampa Hardware, Tampa, Fla., are using 

very mucn when @ pur- ridiculous price claims, stunt advertising, and trading stamps 

chase goes bad. as a wedge to sell quality, service, and fair prices. 

In 1950 we bought out The institutional ad of Tampa Hardware, shown on the left, 

Knicht and Wall's Re- carries a sincere message that will be read, believed, and re- 
nig spected. It will make more friends and more sales than any 

tail Store. They were amount of screaming headlines which customers doubt. 

here over 65 years. We Customers are shrewd. They have become wary of anyone 

plan to stay as long! who tells them that there is such a thing as something for 

nothing. 

We've tried to build our (Continued on page 96) 

business on quality 


first; we think our cus- 
tomers like this policy. Tampa Hardware makes friends with this kind 


of advertising. 


A dealer who takes the opposite view will find 
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Will your customers believe your price cuts? 






Here is how you can find out. The figures below show how many customers will be- 
lieve your price reductions, based on a study made by the Better Business Bu- 
reau at Pittsburgh. In general, if you claim you reduce prices by the amounts 
given in the column on the left, below, you’ll find in the column on the right the 
number of customers who will accept the reduction. 


Advertised reduction: 


Prices cut 20 percent 





Prices cut 30 percent 





Prices cut 40 percent 








Customer acceptance: 


of readers trust this 





— 


claim 





of readers trust this 


claim 








Prices cut 50 percent 


of readers trust this 





claim 











of readers trust this 


claim 








How to get customers to believe bargain ads 


Here is a quiz to help you get the most out of your advertised “specials.” 


Answer 


each question. If any answers are “No” check your “special” ad. Make sure there 
is nothing in your “special” ad that is unbelievable, as shown by your answers to 


this quiz. 


|. Would you believe an ad which claims a price 
cut of 50 percent? 

2. Do you believe trading stamp stores pay the 
entire cost of their stamps? 


3. Would you rather get trading stamps than 
rock-bottom prices? 


4. Would you patronize a store that tries to 
“switch” you from very low priced advertised spe- 
cials to higher priced models? 

5. Would you go out of your way to get stamps 
on items that could be bought right in your neigh- 
borhood without stamps? 


6. Would you rather get stamps than courteous 
service? 


7. Do you feel it is fair for some stores to have 
three-for-one stamp days while others don't? 

8. Do you think stamps have any real value in 
areas where all stores give them? 

9. Do you know of any dealer who has lost net 
income by not giving stamps? 

10. If you were told it takes more than $1000 
worth of purchases to get enough stamps for a 
\/, in. electric drill or an electric blender, or nearly 
$3000 worth of purchases to get a vacuum 
cleaner, would you bother to save the stamps? 

11. Would you trust a five-year guarantee on 
an appliance if the store making the guarantee 
looks like a temporary bargain barn? 





How 600 sq. ft. 
up-front moves 
$50,000 


in big ticket items 


A New England dealer solves his service, 
trade-in and finance problems. Constant 
advertising pulls store traffic 


Up-front display helps a New 
England dealer sell $50,000 worth 
of big-ticket items in a year. 

All customers see 600 sq ft of 
big-ticket item displays each time 
they enter or leave the store. 

This firm’s display of big-ticket 
items helps sell 50 TV sets and 20 
gas and electric ranges annually. 
The company also sells 35 electric 
refrigerators and other large units 
in a year. 

Armand J. Desmarais, president 
of Desmarais Hardware in Fall 
River, Mass., says, “We do 20 per- 
cent of our volume in appliances 
and TV. We turn our big-ticket 
stocks at least six times a year. 
These lines produce a net profit 
equal to that of our paint section. 

“We consider these lines are a 
good addition to a neighborhood 
store.” 

Newspaper ads attract big-ticket 
appliance and TV customers. Ads 
range from one column by 11 in. to 
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as large as half a page. All ads 
emphasize brand names and take 
advantage of manufacturers’ al- 
lowances. 

Direct mail material is also used 
to pull store traffic. 

Trade-in allowances are given in 
all big-ticket item ads. Video sets 
are listed as selling for so many 
dollars with “your old set.” 

Fully 90 percent of the firm’s 
big-ticket sales include a trade-in, 
based on age, condition and brand 
of unit turned in. Most trade-ins 
are in working condition. The firm’s 
own men service any units which 
need repair. Trade-ins are shown 
in a storage area, and are sold 
fairly soon after they are put on 
display. 

The company finances most big- 
ticket instalment sales. A _ local 
church credit union with offices 
next doer finances some paper. 

Care in screening credit applica- 
tions pays off. The firm has never 


Armand J. Desmarais in his 
front-of-the-store appliance 
section. 


repossessed any big-ticket items it 
has sold. 

Credit references are checked 
with the local credit bureau. 

Customers sign conditional sales 
contracts. They are reminded that 
the unit is company property until 
payment is completed. 

Recent extension of natural gas 
service to the area has boosted gas 
space heater sales. Many customers 
have changed their house heating 
from other fuels to natural gas 
and use space heaters. This firm 
sells some customers gas space 
heaters priced from $150 to $250, 
with the latter the best movers. 

When this dealer sells a gas 
range the delivery, installation and 
service work are handled by the 
utility company. The dealer sells 
these units in prices from $89 to 
$250. Those at $150 are the best 
sellers. 

(Continued on page 88) 
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Fixtures hand tailored 


for a narrow store 


Fixture size can help overcome the disadvantages 


of a narrow store and give maximum display space 


How can a dealer with a narrow store turn 
that disadvantage into an asset? 

Special-sized islands can be the answer to 
such a problem, with placement to provide a 
maximum of room for free movement of store 
traffic in all directions. 

A mid-west dealer with a 25x85-ft store 
solved his traffic-movement problem by having 
five 5x7-ft islands made to order by a local firm. 

F. M. Jaeger Hardware Co. in Dubuque, lowa, 
solved its space problem in this manner. Islands 
were built of South American pine in dull fin- 
ish, and at a cost of $160 each. 

Islands are placed crosswise in the narrow 
store with ample space to permit customers to 
move freely from one side to the other, and to 
circulate around all four sides of each unit. 
Each island has a 14-in. wide shelf at either 
end of the unit providing an overhang for the 
display of bulky items resting on a base the 
same height as that of the base of the balance 
of the unit. 

The base of each island is in two pieces, for 
easy moving. In addition there are two shelves 
of different widths resting on the top of each 
unit. These shelves are not fastened permitting 
use of the islands with a single full size top, 
or with the addition of one or two shelves. 

It is estimated that the firm displays 35 per- 
cent more merchandise than was possible before 
installation of the new units. Lester N. 
Schwinn, president of the firm, says, “Traffic 


now flows more easily toward the rear of the 
store. There is an illusion of space, with the 
crossover aisles allowing customers to go from 
one side to the other quickly.” ®FEna 





an extension of the unit's base. Wide overhang on each 
end gives extra display space. 











How to make your sales 


This dealer thought saturation advertising was 


the secret to more store 








(2 Stores to Serve You} 


NEW MARKET SHOPPING CENTER 
2608 WASHINGTON AVENUE 325 WARWICK ROAD 


‘Ht it's Hardware We Hove it” 


ages. * 


t Be Ot 


o 


, traffic. He was right 
HARDWARE 


Nearly every hardware dealer is 
looking for ways to put more 
punch in his advertising for sales. 

Ads keynote a sale. They can 
make or break a sale. 

What are your advertising plans 
for your next sale? Broadside? 
Newspaper ? 

Why not both? 

Rosenbaum Hardware Co., Inc., 
with three stores in the Newport 
News, Va., area and a load of 
especially purchased low - priced 
values for its fall sale, felt that 
neither broadside nor newspaper 
advertising alone would give the 
impact wanted and needed. 

When a dealer invests heavily in 








This eight-page roto section was tied- 
in with newspaper ads for a double- 
barreled effect. 





sale merchandise, he wants to 
leave nothing to chance. Rosen- 
<a OS aT et tr baum decided to tie in the two most 
effective means of advertising to- 
gether. Each would support the 
other. Together they would reach 
into every nook and cranny of 
rural and urban population. 
Seven-column newspaper ads hit 
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merchandise in every price bracket 
from 29¢ to $10.95. Powerful price 
comparisons showed average re- 
ductions of nearly one-third. Items 
for home, shop and garden were 
selected and promoted on the basis 
of everyday need. 
Collaborating this 
an eight-page, 


advertising 
tabloid-size, two 





The price range was from 29¢ to 
$10.95 in this seven column adver- 
tisement. 





color, slick-paper broadside blan- 
keted the area. Key items from 
newspaper ads were also featured 
in the broadside. 

What are the benefits from this 
two-pronged advertising assault? 

Not everyone gets a broadside, 
regardless of how comprehensive a 
mailing list is used. Not everyone 
gets a given daily edition of the 
local newspaper. But when you 
link the two you have a combina- 
tion of single and overlapping ad- 
vertising impressions that is hard 
to beat. 

Rosenbaum took its promotion a 
step further. Its store windows 
and interior trim had a single 
theme during the event: Fall Sale 
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NO LOWER PRICES IN TOWN 
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Festival. Its sales staff was called 
in for pre-sale training sessions. 
Salesmen knew what was on sale, 
comparison price valuations, how 
many items were in stock, and how 
to sell on budget terms. 

The staff was even equipped 
with neat grey jackets. Customers 
in peak shopping hours had no 
trouble spotting a salesman.. 

The Rosenbaum stores at Wash- 


Nee Je % — 
"seo ee @ eh at al 


[__ ROSENSAUM'S fe 
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ington Ave., Warwick Rd., and the 
New Market Shopping Center were 
mobbed by the combined advertis- 
ing effort. 

How about next year, 
sale? 

The same effort may be coupled 
with a third promotional media 
that could make the program to- 
tally effective. That media is radio. 

®End 


or next 





The DO-IT-Yourself 


fellow doesn’t need to 
buy tools ---he wants to 


Rent Tools 


FOR THE JOB HE’S DOING 


FOR RENT 


Cee GES aa tC Lay : 
wi) ~~ 


LAWN SWEEPERS 
HEDGE SHEARS 
LAWN ROLLERS 
PIPE CUTTERS, THREADERS 
FENCE STRETCHERS and 


ASSORTED HAND TOOLS 





ADEQUATE STOCK OF 


FLOOR POLISHERS 





Decatur’s Most Complete Rental Service 





ARGO & GUFFIN 


HARDWARE CO. 


TOOL RENTAL HEADQUARTERS 
101 Second Ave. N. E. Phone 109 


Why offer 


A southern dealer builds 


in fees, sells do-it-yourself 


Three keys to rental profits for a southern 
dealer are: 

1—Advertising. 

2—Minimum rental periods. 

3—Low maintenance costs. 

Advertising—The firm uses radio and news- 
paper advertising to promote its rental section. 
Although competitors give their rental] fees in 
ads, this company never does. The firm wants 
customers to ask at the store about rental units. 

At least once each spring the firm runs a 
two-column by 18-in. newspaper ad on its rental 
department. One of these ads had the head, “The 
do-it-yourself fellow doesn’t need to buy tools. 
He wants to rent tools for the job he is doing.”’ 

That ad listed the types of tools Argo & Guffin 


Newspaper advertising builds demand for 
tool and equipment rentals. 


Sidewalk display of rentals arouses customer's curiosity. 
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rental service? 


store traffic with rentals, collects $4,000 


materials to rental customers 


of Decatur, Ala., rents. It brought many per- 
sonal queries to the store. 

Minimum rental period—This firm discon- 
tinued renting tools and equipment on an hourly 
rate. The shortest rental period on any item is 
for a half day. Other items may be rented only 
on a full-day rate. 


The firm will quote rental fees for week-end 
use. 


Rental fees for half-day and full-day use are 
listed with this article. 

W. Ralph Guffin, store manager, says, “Our 
rate policy has eliminated arguments we had 
when our rates were by the hour. Our customers 


all know that they will pay one of two prices— 
the half-day or the full-day rate. 

Rental unit replacement—The firm replaces all 
rental units at least once in every six months. 
Some items are replaced more frequently. 

All items are carefully checked after each 
rental. 

Use of new or nearly new equipment at all 
times keeps customer complaints to a minimum. 
It also keeps maintenance costs low. 

Mr. Guffin says, “Many do-it-yourself custo- 
mers rent tools for a short time, then buy them 
from us. Others will rent a tool, return it and 
then buy a new one from us.” © End 


Rental fees charged by hardware dealer 


Here are some rates that you can use to check the fees in your tool rental depart- 
ment. These are the fees charged by Argo & Guffin. Compare these with your fees. 


half day _full day 
power mower $3.00 $5.00 
garden tractor 5.00 7.50 
circular saw* 2.50 
seed sowers 50 
post hole digger 50 
hedge shears 


half day full day 


hand tools 50 
floor polisher 1.00 
edge sander 1.25 2.50 


sander 2.50 5.00 
pipe cutter 50 


*users also pay 75¢ for resharpening 


TUTTE 
‘ 
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Utility stand for a paint mixer 


Here’s a suggestion for placing your paint 
mixer at a good working height. Put it on a 
stand, shown on this page. 

The stand also solves your problem of what 
to do with empty color tubes. 

There is a slot in the top of the stand. Put 
empty tubes in the slot. They’ll fall into the 
shelf section. 


The plywood end should be bolted to a 33-in. 
high power tool stand and the entire top covered 
with hard plastic. Use a chrome molding around 
all sides. 

A screw driver should be attached by chain to 
the unit for opening paint cans. 

If you need extra rubber cushioning to cut 
down on vibration, use pieces of foam rubber. 

® End 





Save time with this 
stand for your paint 
mixer. 
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Do you need windows to pull 
traffic into your store? 

Employees of the hardware de- 
partment of Miller Lumber Co. in 
Jackson, Mich., will say “‘no.”’ 

That department sells to do-it- 
yourself fans and professional me- 
chanics and carpenters. The store 
is located inside a high fence 
which encloses the firm’s building 
materials yard. 

The company modernized the 
store in the fall of 1954. In the 
first year after modernization sales 
were increased 25 percent in hard- 
ware departments. 

Five keys to increased volume 
are: 

1—The display area was doubled 
to 2400 sq ft. 

2—Hardware and building mate- 
rials are in separate rooms. 

3—Building materials customers 
pass through the hardware depart- 
ment going to and from the former 
section. 

4—Paint was moved in with 
hardware. These two departments 
pull traffic for each other. 

5—Open displays replace closed 
cabinet displays. 

A tool department, added four 
years ago, continues to grow. In 
the past two years, this section has 
made a six-fold increase. It now 
accounts for about 20 percent of 
the department’s total. Portable 
power tool sales account for a 
large percentage of total sales for 
that section. 

The paint section uses deep 
shelving to keep plenty of stock in 
the department. Quart cans can be 
stored three deep on upper shelves. 
The bottom shelves will take gal- 
lon cans three deep. This gives 
mass display effect. 

Cabinet hardware is displayed 
and stored on a three-level unit. 
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The upper tier of this unit is set 
at an angle to show samples and 
their use. Tags next to samples 
give prices and numbers. 

A 100-ft section of perforated 
panels on two sidewalls runs to a 
7-ft height. These panels are used 
for displays at Christmas and 
other special seasons. ®End 


Structural column between 
hardware and building mate- 
rials rooms shows hooks and 
brackets on perforated pan- 
els. Panel face is 5 ft wide, 
the ends 18 in. wide. Man- 
ufacturers’ display units are 
used around bottom of 
column. 


Deep shelves give ample display 
space for paint in all size containers. 
Note large color panels atop paint 
section to show both light and dark 
finishes. 
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A store without windows 


Better displays build greater volume for store inside building materials yard 
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The label sells quality... 


... it does for a Rhode Island dealer who uses quality to 
combat price appeal competition 


What do you do when competitors advertise 
paint one-third less than you get on a quality 
line? 

Do you meet that lower price? 

Or do you hold your price and promote the 
idea that your quality paint is worth the differ- 
ence? 

The latter policy is followed by Pinault Hard- 
ware Co. in Woonsocket, R. I. Despite competi- 
tion, the firm turns a $5,000 stock of paint and 
related lines three times a year. Pinault’s dis- 
plays at least $3,000 worth of that stock at all 
times. 


| s | 
(‘eit te 
NT BRUSHES & ACCESSORIES 


er 
%, 


Manager Emile De Rouin concentrates on one 
line of nationally advertised paints, enamels, 
and varnishes. 

Because this quality paint line sells at a priee 
higher than many competitive products, selling 
techniques place emphasis on quality. 

Mr. De Rouin says, There are many ways of 
selling good quality. “One of the best ways is 
to ask the customer to read the label. When he 
realizes the difference in some of the ingredients, 
he realizes why the difference in price. He is not 
only willing to pay the higher price but he de- 

(Continued on page 94) 


Emile De Rouin, man- 
ager, points to the 
label! on a can of paint 
when a customer ob- 
jects to the price asked 
for the quality line. 
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to 


sell ’em 


by Mrs. Dale Brown 
Brown Hardware 
Delphos, Kan. 











Mrs. Dale Brown, left, tells a customer 
about paint application. 
























































We service ’em 





A customer, right, talks with Dale Brown 
about big-ticket items. 


For 19 years my husband and I have operated a hardware store in a 
town of 650. We know the importance of well-stocked shelves, and the 
need for small services. 


We are in one of the richest wheat growing areas in the state. Soon 
after we bought the store, we remodeled it. We put in new shelving and 
placed things in the open. 

We know that a farmer visits the store to buy merchandise he wants 
to improve his way of life. He does not come to pass the time of day. He 
wants quick service. 

Service to that farmer may mean anything from information on a milk- 
ing machine to help in repairing a broken chain link. We give these, and 
other, services to our customers. We try to stock what customers want 
for their farms and homes. 


We may get a phone call late at night from a farmer who wants us to 
mail him a bolt or a box of milk filter disks to come out by rural delivery 
the next morning. 

We frequently return to our store after closing to sell a farmer items 
he needs. 

The farmer wants those items so that he will not lose time the next 
morning. He wants to know that he can get that piece of pipe from us. 
Or he may want nails or some wire. We take care of those needs, and 
others, to help hold a customer’s friendship and trade. 


When aged people shop in our store and want to carry large bundles, 
we try to get transportation for them. Our town is not large enough 
to have taxi service. So elderly people appreciate it if we get them help. 

We repair tools and leaky faucets, replace broken windows and thread 
pipe. My husband does jobs like this every day. 

In our paint and wallpaper department, we recommend color schemes 
and ideas for customers. We read home decorating magazines to give 
us ideas to refinish the inside and outside of homes. 

We visit their homes to help them decide how to decorate specific rooms. 
They ask us what colors they should use and whether they should paint 
or paper walls. 

We mail post cards to tell customers of new merchandise we think they 
will want. People who receive these reminders know that we want to 
help them. Often they will visit the store when they receive these cards. 


®End 


Counterfeit Money. . . .Watch for it 


Here is the latest information on new counterfeit 
bills as reported by the U. S. Secret Service. Train 
yourself and your sales people to study all bills so 
they know where to look for the identification listed 


below. After a little practice you will be able to 
check bills quickly and unobtrusively without offend- 
ing the customer. These pages can be filed for 
frequent review of counterfeit bills. 











NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF SAN FRANCISCO, CALIFORNIA 








This is a crude reproduction printed on one piece of average grade 
bond paper. No attempt was made to imitate the red and blue fibers. 
Numerous broken lines are visible thru-out this note. 
is executed with smeary effect on both the face and back of this note. 
Several white spots appear in the portrait on Hamilton’s face. This 
should not deceive persons familiar with handling currency. 


The printing 


19S0A 


SERIES 


CHECK LETTER ANDO 


FACE PLATE NUMBER: 


E 238 


BACK PLATE NUMBER: 


Appeared: 6-18-54 
SS No. 1420 
(Card No. 301) 














i 
a 


NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF NEW YORK, N. Y. 


eerse @ Fe sf 


aa RIO By 


SERIES 


CHECK LETTER AND 
FACE PLATE NUMBER: 





yi 


M143 


00000000 
Ss BACK PLATE NUMBER: x4 











are made in the serial number. 


in a light green favoring bive. 





2() 
A.\% 8. RB WeePee a Er. BBE >.% —_ 


This note is printed on one sheet of good grade bond paper that 
is approximately the same thickness as genuine distinctive paper. 
No attempt was made to simulate the red and blue fibers. 
serial number, 74776640GH, has the wrong prefix letter “Z" instead 
of “B” for the Federal Reserve Bank of New York. However, this 
error may not appear on all counterfeit notes of this type if changes 


all gray appearance and the back of the note is dull and printed 


oo Appeared: 813-56 
Jersey City, N. J. 
SS No. 1557 


The face of the note has an over- (Card No. 340) 














NEW COUNTERFEIT $100 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF DALLAS, TEXAS 








This note was printed on one sheet of good grade bond paper. No 
attempt was made to simulate the red and blue fibers. The serial 
numbers and Treasury Seal are printed in a light green. The back 
of the note is printed in an olive-green. This is the most outstand- 
ing defect of the note. The serial numbers are out of alignment, 
and there is a definite drop in the last three digits and the suffix 
letter “A” This note should not deceive handlers of currency. 


SERIES 


CHECK LETTER AND 
FACE PLATE NUMBER: 


BACK PLATE NUMBER: 


Appeared: 8-5-56 
Corpus Christi, Texas 
SS No. 1558 

(Card No. 341) 
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THE NEW SUPPLEX LINE 
VISIBLE TIRE-CORD REINFORCED 


Your customers can see it won't burst 









Good News! 


a Supplex Hose for 
Every Customer 





RT-1 7/16” |.D.—3-Ply RT-3 2” |.D.—3-Ply 


50 ft. $5.98 retail * 50 ft. $6.95 retail * 
Aiso 25 ft. and 75 ft. Also 25 ft. and 75 ft. 














TIRE-CORD REINFORCED hose in a full range of sizes is the “good 









ipsa ; “sipieee RT-5 5@” |. D.—3-Ply RT-7 34” |. D.—3-Ply 
news” for 1957. Only Supplex gives you the complete quality line— 50 ft. $13.50 retail * 50 ft. $16.98 retail * 
Also 25 ft., 75 ft. and 200 ft. Also 25 ft., 75 ft. and 200 ft. 











.and Transparent and Opaque top quality traffic builders, at com- 














TIRE-CORD REINFORCED NON-REINFORCED VINYL 
Opaque Outer Jacket Economical quality leaders— 
—for professional users. both transparent and opaque. 


O 


RS-15 5” |. D.—3-Ply 
50 ft. $12.98 retail* 
Also 25 ft., 75 ft. and 200 ft. 


NT-33 2” |.D. 
50 ft. $6.49 Suggested Retail 
Also 25 ft. and 75 ft. 


RS-17 34” 1. D.—3-Ply 
50 ft. $15.98 retail NS-41 7/16” |.D. 
Also 25 ft., 75 ft. and 200 ft. 50 ft. $3. pod Suggested Retail 


RS-23 Yo” |.D.—4-Ply 
Packed on Storage Reel 
50 ft. $9.50 retail* 
Also 25 ft. and 75 ft. 
* Fair Traded in States where legal 


Look for the AD-DOLLAR 


in your Supplex car- 
tons* pays 100% of 
your Supplex adver- 
tising up to the 
“dollars” you accu- 
mulate. 


* Except non-reinforced Hose 


petitive prices, round out the Supplex profit picture for you. 
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TIRE-CORD REINFORCED — will not burst—even if left in the hot sun 
under full pressure. Provide your customers with a better hose and 





‘ 


solve your “returns” problem once and for all. 






NUSSPSTEseSEeeSeeeesea sa 





The exclusive “Mark of Quality”...Supplex Tire-Cord Reinforced 
Garden Hoses now have bright yellow vinyl sleeves at the couplings— 
another Supplex exclusive. Each sleeve is marked with the hose length 
and the “Supplex” trade-mark—a permanent “Mark of Quality.” 


NT-32 .406 |. D. 
50 ft. $3.98 Suggested Retail 
Also 25 ft. and 500 ft. 






}33333343)350++ 





SPARKLING TRANSPARENT—non-reinforced—two different diameters 
but top Supplex quality. Also opaque low priced traffic builders to 









meet chain store competition, yet backed by the famous “Supplex” name. 






You can’t offer better values...and we help you sell with big adver- 






tising and promotions that pre-sell your customers. 






Check over the line and order your Supplex Hose stock now. Profit 
with Supplex through 1957. 






SUPPLEX COMPANY, Garwood, N. J., Division of American Hard 
Rubber Company. 
































Tire-Cord Reinforced Tire-Cord Reinforced Non-Reinforced Flexible Sprinkler ay-Soaker 
Garden Hose Garden Hose Garden Hose Best Seller of All orton Watering 
Won't burst even if left Packed on Storage Reel Finest quality traffic Test after test proves me 4 for foundation 
in hot sun under full for easier handling— builders in 2” |. D. and that dollar for dollar it plantings, garden rows, 
water pressure. Full quicker sale. 4-Ply hose 7/16” 1.D. at real low out-performs all others. etc. Virgin vinyl tube 
range sizes and lengths. —tough and burst-proof. prices with full profit sprays upward to cover 
margins. entire root system. 
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Selling electric housewares 


for mother’s day gifts 


Here is a promotion of electric housewares for Mother’s 
Day gifts. 

Free coffee and toast made in the store with coffee makers 
and electric toasters from your regular stock can interest 
many people in purchasing these items for their mothers. 
Newspaper advertising calling attention to the demonstra- 
tions and free samples of coffee and toast attract visitors 
to your store. 

White Hardware Co. of Boise, Idaho, used this idea for 
last year’s Mother’s Day. Mrs. Margaret Fletcher, an elec- 
tric housewares demonstrator, was at the store on the Fri- 
day preceding Mother’s Day. Her appearance as hostess 
and demonstrator was announced in a newspaper ad. 

The big ad was headed, “‘Here are ideal gifts for Mother’s 
Day.” The ad also featured electric housewares and big- 
ticket items, suggesting a refrigerator, range, washer, 
ironer or dishwasher as a gift from an entire family. 

The store manager reports, “The store was filled all day 
with people who came to see the demonstrations and to get 
a cup of coffee and a piece of toast. Many visitors strolled 
through the store, receiving suggestions for Mother’s Day 
gifts. Sales resulted in tableware and other housewares 
items as well as in the featured electrical items.” ®End 


Visitors sample coffee and toast at table near electric housewares section. 
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No Burete 


with Supplex 





Tire-Cord-Reinforced 





It can even be left in the sun under full water pressure for 
days without bursting. 


The reinforcement is visible through rugged transparent 
outer jacket. Your customers can see it’s burst-proof. Sales 
are easier—sales stay sold—you don’t get them back. 


“MARK OF QUALITY” — Bright yellow vinyl sleeves at the 
couplings of each tire-cord-reinforced hose...reduce sharp 
bends at the couplings...prevent reduced water flow. Also 
provides the “Supplex” brand for positive identification and 
a permanent “Mark of Quality.” 


COILABLE YEAR ‘ROUND. Even in cold weather, Supplex 
tire-cord-reinforced hose coils easily without kinks. It’s light 
and clean to handle, too. Makes sales a cinch. Get started 
with Supplex. Ask your jobber today for the complete line— 
it fills every garden hose need. SUPPLEX COMPANY, Gar- 
wood, N. J., Division of American Hard Rubber Company. 





Tire-Cord Reinforced Tire-Cord Reinforced Non-Reinforced Flexible Sprinkler ray-Soaker 
Garden Hose Garden Hose Garden Hose Best Seller of All for Deep Watering 
Won't burst even if left Packed on Storage Reel Finest quality traffic Test after test proves Designed for foundation 
in hot sun under full for easier handling— builders in Y2” |. D. and that dollar for dollar it plantings, garden rows, 
water pressure. Full quicker sale. 4-Ply hose 7/16” 1.D. at real low out-performs all others. etc. Virgin vinyl tube 
range sizes and lengths. —tough and burst-proof. prices with full profit sprays upward to cover 
margins. entire root system. 
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GARDEN HOSE 


You can Shut « of of 
the Nessie - WON'T 


cI PPLEA 








REINFORCED 
with Tice Cerd 


’ 


SECTS SENN SSS Se S55 51 





 \ Bsa) at St ee Retail $5.98 


Supplex Tire-Cord-Reinforced 
Garden Hose—new bigger line 
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with visible reinforcement, 
7/16", 1/2”, 5/8”, 3/4” 1.D. 


with opaque reinforcement, 
5/8”,3/4", also 1/2” 4-Ply with Storage Reel. 


25’, 50’, 75’ lengths, all diameters. 


All with 10-year guarantees. Fair 
Traded in States where legal. 
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Look for the AD-DOLLAR 


in your Supplex car- = 
tons* pays 100% of He . 
your Supplex adver- 
tising up to the 
“dollars” you accu- 
mulate. 


* Except non-reinforced Hose. 
















Here’s how you can promote your quality lines of 
paint. 

Have a theme. 

A New England hardware dealer has increased 
paint sales with the “buy your paint by the year” 
theme. 

Here is how the idea works. This dealer tells his 
customers that a high quality inside enamel, for 
example, will cover a larger area than a lower quality 
will. He also emphasizes the fact that the better 
grade enamel has a longer life. 

Louis J. Salvatore, co-owner of the Fairlawn 
(Mass.) Hardware Co., cites the case of his own 
kitchen. 

He finished his kitchen with a $2.79 quart of en- 
















































































Louis J. Salvatore, left, sells customer with “paint by 
the year” theme. 



































































































Don't cut prices... 
sell paint by the year 


... that’s how New England dealer sells his highest quality paints. 


He tells customers how many years good paint lasts and what it costs per year 


amel. He estimates he covered one-third more wall 
space than if he had used another quality. The job 
lasted seven years. That means his paint cost for 
that room was 40¢ a year. 

Mr. Salvatore has sold paints by the year for 12 
years. He finds that this idea works very well. He 
says, “This works well. We write down the actual 
figures. 

“If we know the area to be covered in a customer’s 
own rooms, we use their case as an example. If not, 
we use our own home as an example. 

“We project their thinking into the future to make 
the home owner realize the length of time the good 
paint will last. By comparison we show them that 
the cheap paint is actually more expensive per year. 
And we sell the quality product. 

“An advantage of selling good paint is that we 
get very few complaints. People are satisfied. They 
keep coming back. Whatever complaints we do receive 
are settled to the satisfaction of the purchaser. 
Whether the customer is right or wrong, we make 
good. This creates and develops confidence.” 

Fairlawn Hardware is in a long-established neigh- 
borhood shopping center. It has been in business 25 
years, the last seven in a store of 100x50-ft. For 
the past three years it has had plenty of competition 
from mill outlets, discount houses, and cut-rate 
houses. 

In spite of this competition, Fairlawn’s paint bus- 
iness has been increasing at a rate of about 10 per- 
cent each year. This rate is being maintained. 

Paints and sundries now account for 40 percent of 
the store’s total dollar volume. During the past seven 
years, paint and accessory sales have increased about 
two-thirds over the level of the previous 60x40-ft 
store. 

The paint department gets three major promotions 
a year, spring, summer, and fall. 

In cooperation with the manufacturer, merchandise 
offerings are advertised in three-column 12-in. news- 
paper ads and with large interior and window dis- 
plays. Offers include a special price for buying four 
gallons at one time, $1 off for buying two quarts of 
enamel, and special prices for anniversary celebra- 
tions. These promotions bring in new customers and 
create interest. ° End 
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Solk B 


because 


Sprinkles 





Supplex Flexible Sprinkler is “up front” everywhere. It out- 
sells all others because it out-sprinkles all others. Your cus- 
tomers know it, tell their neighbors and make new customers 
for you. 


Test after test has proved that dollar for dollar no other 
sprinkler can equal Supplex. It covers more area with fine 
droplets that penetrate deep, never fiood. Rectangular spray 
pattern means no drenched areas, no dry spots. And it 
curves around contours to sprinkle irregular areas. 


A plus value is the sturdy reel which permits proper storage 
for longer life and makes handling easier. 


Continuous advertising and promotion keep your customers 
asking for Supplex. Tie in to our big advertising program. 
Stack Supplex “up front” and cash in on sales that stay 
sold. Ask your jobber for Supplex today. SUPPLEX COMPANY, 
Garwood, N. J., Division of American Hard Rubber Co. 


Tire-Cord Reinforced 
Garden Hose 
Packed on Storage Reel 
for easier handling— 
quicker sale. 4-Ply hose 
—tough and burst-proof. 


Tire-Cord Reinforced 
Garden Hose 
Won't burst even if left 
in hot sun under full 
water pressure. Full 
range sizes and lengths. 
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Non-Reinforced 
Garden Hose 
Finest quality traffic 
builders in Yo” |. D. and 
7/16” 1.0. at real low 
prices with full profit 

margins. 





















— 


fe 


Put Supplex in your want book today 


=}. Da cea $3.98 each retail 
Sprinkles 625 sq. ft.—(25 ft. x 25 ft.) with reel 
No. 1000 50 ft. .......... $5.98 each retail 


Sprinkles 1000 sq. ft.—(50 ft. x 20 ft.) with reel 





Look for the AD-DOLLAR 


in your Supplex car- 
tons* pays 100% of 
your Supplex adver- 
tising up to the 
“dollars” you accu- 
mulate. 


* Except non-reinforced Hose. 





Flexible Sprinkler Spray-Soaker 
Best Seller of All for Deep Watering 
Test after test proves Designed for foundation 
that dollar for dollar it plantings, garden rows, 
out-performs all others. etc. Virgin vinyl tube 
sprays upward to cover 
entire root system. 


Gift certificates do 


12-month sales job 


Here is an idea to increase sales in your giftwares department 


An attractive gift certificate can sell for your store 
12 months of each year. 

Schlafer’s, Inc. of Appleton, Wis., use three differ- 
ent designs of gift certificates. 


Sample of gift certificate used by hardware dealer. 














The certificates fold to form attractive greeting 
cards. A short tab on one end of the certificate is 
removed to keep a record of the sale in the firm’s 
office. The tab shows the same data as that on the 
customer’s portion of the certificate. 

One type has a red and gold colored design with 
the words, “Christmas greetings” on the cover. A sec- 
ond certificate pictures flowers and a fancy-wrap gift 
package with the words, “A gift for you.” The third 
style certificate carries the same cover messages as 
the second version, but with different floral design. 

When the customer buys the card it is a single-fold 
414x64%4-in. unit. The inner portion is the gift certifi- 
cate. It indicates amount, name and address of both 
recipient and donor. The firm name is printed in gray 
lettering with certificate number in red. 

The recipient’s name and address are also recorded. 

(Continued on page 94) 


Gitt certificate sign is near gift department wrap counter, 
reminding customers of a novel way to make a gift 
presentation. 


Gift Problem ? 


Give a Beautiful 


GIFT 
CERTIFICATE 


APPRECIATED GIFT 
a any time and for 
ANY OCCASION 


Ovals 
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ong oe ot, et FOP wish 
Arey MOHE on” r¥$% oe 

iY deporimens 
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le Hopp 
You Sol 


with powerful 


dealer aids 


We supply you the finest products, we promote them in big 
national ads—and then we come right into your store with 
aids to help you build more sales. Years of big space adver- 


tising—the biggest in the industry—have built an acceptance 
for Supplex. 


New “Garden Department” Display 


—Big, colorful unit that makes up into complete garden 
department for you. Canopy, posts, banners, signs for win- 
dow or in-store use. Your own store name—individually 
lettered on the display. It’s personalized—it’s yours alone. A 
dynamic focal point to boost sales of all your garden goods. 


Ad-Dollar in every carton’ 


pays 100% of your Supplex ads, up to the dollars you accu- 
mulate. Build store traffic and sales at Supplex expense with 
Ad-Dollars. Dealers all over the country found “Ad-Dollars” 
paid off in °56. They'll pay off for you in *57. Use them. 
SUPPLEX COMPANY, Garwood, N. J., Division of American 
Hard Rubber Company. 
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BEAUTIFUL GARDENS V-/ 341 @ g HERE 
- » F 


~ Fer titers 


Tools 
SUPPLEX Hose 


ond Sprinklers 
Soray Gune 


This multi-color display 5’ x 7’ x 2’, a $25.00 value, 
is yours for only 8 Ad-Dollars or for $8.00, or a 
combination of both. Order direct from us. 
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*These Supplex Ad-Dollars are packed in all Supplex 


cartons (except Spare Couplings and non-rein- 
forced hose). 


Tire-Cord Reinforced 
Garden Hose 
Won't burst even if left 
in hot sun under full 
water pressure. Full 
range sizes and lengths. 


Tire-Cord Reinforced 
Garden Hose 
Packed on Storage Reel 
for easier handling— 
quicker sale. 4-Ply hose 


—tough and burst-proof. 
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Non-Reinforced 
Garden Hose 
Finest quality traffic 
builders in Vo” 1. D. and 
7/16” 1.D. at real low 
prices with full profit 

margins. 


Flexible Sprinkler 
Best Seller of All 
Test after test proves 
that dollar for dollar it 
out-performs all others. 


Spray-Soaker 
for Deep Watering 
Designed for foundation 
plantings, garden rows, 
etc. Virgin vinyl tube 
sprays upward to cover 
entire root system. 








WANTED! 





‘CoventD WE ARE 
HEADQUARTERS FOR 
SAUCE PANS THE SILVER DOLLARS 
THAT WILL BE 


now _ 29 WORTH 1.10 TO YOU 
omar ont aes ALMOST ALL ITEMS 
ec ALUMINUM IN OUR STORE 


CONTAINERS DISH PANS WE'LL BE SEEING YOU SOON IN A BEAUTIFUL NEW STORE ot 5607 GRAND AVE 





10,000 
MOVERS! 


TO HELP US MOVE THE ENTIRE STOCK FROM OUR a AVENUE STORE 





50 Ft. SWAN 


PUL % ONC SE 
Ala CED 
begets 





STAMLEY 6 ft. 


TAPE RULE 


Raguiey 4) GD Veins 


now 49¢ 





tage . . 
"39 89c SALE TERMS “ “Scot tua teat tee eece oo oe 
now ¢€ | now 


—— SUPER SPECIAL DURING THIS SALE ONLY! 
DU ALL YOUR CHOICE OF A 


et SS GFT TOWEL | + FREE — Fh tne 


| now. 77€| now. 39e setconcaaniitinesee:sacessncamnsatil 
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BRASS HOSE 
NOZZLES 


ADIT ABLE Wea 


wow. 49¢ 


Here is the advertisement which 





aLUsINUN 


PERCOLATOR 


oman 7 oe 








mow 89c 329 N. CENTRAL AVE. 


ov! Wieland Hardware “= 


MA 4-3310 


mom me stirred up heavy traffic two weeks 
before the new store opened. 











Promoting a store move 


How to clean out the stock at 
old location and cash in on the 
event with a special promotion 


It was moving day at Wieland’s Hardware. But 
there wasn’t much left to move. 

Two weeks before the 6l-year old Wieland’s Hard- 
ware store was to move from 329 N. Central Ave. to 
5607 Grand Ave. in Duluth, Minn., co-owners Edward 
F. Wieland and Selmer N. Wallin decided it was 
foolish to move all their old stock uptown. 

So they had a sale that was both unusual and highly 
successful. Here is what they did: 

@ Ran a 1000-line advertisement in the newspaper 
asking for “‘movers.” 

@ Rewarded “movers” with savings of from % to 
42 on hundreds of staple items. 

@ Gave change in all cash sales in special silver 
dollars that were worth $1.10 when cashed in on mer- 
chandise at the new store. 

Wieland’s new store had bright new fixtures sup- 
plied by the Minnesota Retail Hardware Dealers Assn. 
A special five-man merchandising team was supplied 
by Kelley-How-Thomson, wholesaler at Duluth, to 
guide planning, layout, and display. Wieland’s owners 
didn’t want to pile up their store with a lot of old 
merchandise. 

A firm in business at one location for 61 years can 
have considerable old merchandise. So the sale of 


86 


J, ia v —" 
herd , Wieland (beard was grown for 
Duluth's Centennial) and Selmer N. Wallin 


ore co-owners of Wieland'’s Hardware. 


red hot specials at big discounts was offered on most 
of the items in the old building. Wieland’s figured it 
was cheaper than packing, moving, and unpacking. 

They also figured it would start things off with a 
bang at the lew location. All the silver dollars given 
in change in the old store would certainly be redeemed 
for $1.10. Actually, almost every sale during the mov- 
ing event at the old store was linked to another sale 
at the new location by the silver dollar special. 

But just to be sure that traffic would be at peak, the 
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P Torch Kit 


irha 


hardware week 


April 25 thru May 4 





With full Dealer Markup / 


ONLY 


6 ° LIST 
LIQUEFIED Le PETROLEUM 3 


TORCH Kil 


FOR COMPLETE 
KIT 


HERE'S WHAT IT CONTAINS! 
I—No. 300 LP Torch with Throw-away King 


Size Fuel Container 
|—Famous LENK In-a-Tube Acid Solder 
|—Famous LENK In-a-Tube Rosin Solder 
|—Steel Wool Pad for Cleaning 


|—Complete Instruction Booklet 


HERE'S WHAT IT CAN DO! 
¢ All General Home and Shop Soldering 

* Sweat Fittings °* Silver Soldering 

¢ Remove Paint ¢ Finish Furniture 


¢ Asphalt Tile Laying °* Repairs 


ORDER FROM YOUR JOBBER 





MODEL NO. 300—PACKED IN TWO COLOR 
SELF SELLING DISPLAY CARTON 


MEASURES 13” LONG x 634” WIDE x 3” DEEP 
THE lenk MFG. CO. 


BOSTON 15, MASS. 
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SELL THE 
HOUSEHOLD PAPERS 
WOMEN KNOW BEST 


FREEZER PAPERS 
SHELF PAPERS 
DUSTING PAPERS 





ALLY ADVERTISED IN: 


nd Gardens 
° Call's * Better Homes a : 
come Farm Journal * Farm and Ranc 


NATION 


Ladies’ Home Journa 
Parents’ ° House 





BAKING CUPS 
HEAVY WAXED 
GIFT WRAPPING 
PIE TAPES 


Ask your jobber for samples 
and prices or write 


THE K VP COMPANY — Kalamazoo, Michigan 








The POINT * a Is the POrNT 


SEE ee ee oe oe Ee SALE <« 


In PROMOTIONAL pieces that... 
SELL...SELL...SELL 


Catalogs, broadsides or mailing pieces 
For hardware, housewares, toys and gifts 


Tailored to your specifications 


Personalized with YOUR DEALERS’ NAME 


« 

* 

° 

® In two or four colors 
+ 

® Economical in cost 
+ 


Delivered on time 


All phases from basic idea to the finished product 
handled competently for wholesalers exclusively 


by MEYER MERCHANDISING SERVICE INC. 
co 400 N. Wells St. Chicago 10, Ill. 


Whitehall 3-0698 





new store opening included other 
customer insurance. A _ television 
personality, a fishing goods demon- 
strator, several thousand cups of 
coffee, and free gifts and door 
prizes were offered as lures. 

The opening paid off. More than 
2000 buying customers registered 
for door prizes during the May, 
1956, opening event. ®*End 


How 600 sq ft up-front 


moves big ticket items 
(Continued from page 68) 


Installation and wiring for elec- 
tric ranges is turned over to an 
outside contractor with the cus- 
tomer paying the charges less an 
allowance from the utility company. 
Desmarais Hardware promotes elec- 
tric ranges priced from $200 to 
$400, medium-priced numbers be- 
ing the best sellers. 

This firm promotes electric re- 
frigerators priced from $200 to 
$500. It sells mostly $300 to $350 
units. It stocks washing machines 
at $140 to $300, with the $225 
models the best sellers. 

An outside service installs tele- 
vision sets for the firm on contract. 
The same company handles repairs 
at all times. 

No outside calls are made to sell 
big-ticket merchandise. ®End 


Front-of-store gift area 
builds profitable traffic 


(Continued from page 61) 


promote the sale of tools as 
Fathers’ Day gifts. 

New gadgets are often shown in 
both housewares and giftwares 
departments. 

The department promotes both 
domestic and imported lines. 

Electric housewares, ceramic 
items, pottery, glassware, costume 
jewelry, woodenware, dinnerware, 
carved soap and novelty can open- 
ers are some of the lines featured 
in the department. Wrought iron 
trivets, baby rattles, baskets, hand 
tied fishing flies are other eye- 
catcher items displayed. 

It is estimated that approxi- 
mately one-third of the merchan- 
dise displayed in the gift section 
is not commonly sold by most 
hardware stores. 

Mr. Norem constantly looks 
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for new items to add to the gift 
department. When he doubts that 
a new item will be a sales builder, 
he makes a very limited purchase 
of it. He says, “I believe that 
variety is more important than 
quantity for this department.” 
When gift items do not sell, Mr. 
Norem marks them down to a fig- 
ure at which they will move. 
Some shelf warmers are wrapped 
in fancy paper, placed in baskets 
and sold as grab bag items. Each 
grab bag item is a bargain. Many 
women look for the grab bag dis- 
plays each time they visit the 
store. ®End 





Credit can sell all 


types of merchandise 


Some stores will sell a customer 
with acceptable credit rating any- 
thing he wants to buy on time 
payments. They will do this to 
keep those customers on their 
books 12 months of each year. 

Puckett’s in Fairfield, Ala., does 
this. 

Individual charge account cus- 
tomers may buy anything with a 
price tag of $12 or over. And the 
payment period is set by the cus- 
tomer’s rating in the local credit 
bureau. 


Thomas §. and James Lee 
Puckett, father and son, operate 
the store. This firm finances its 
own paper, and charges interest 
of about 10 percent per year. 


The Pucketts use time instal- 
ment applications issued by the 
Merchants Credit Association of 
Birmingham, Ala. 


This firm has found that many 
customers like the instalment buy- 
ing plan so well that they will 
keep active accounts for many 
years. 


Customers who buy paint, power 
mowers, garden tractors, electric 
fans on this plan will buy other 
lines as well. 


This firm allows its 30-day 
charge account customers to 
change over to a time-instalment 
plan if they want it. 

The Pucketts do not have to use 
collection agencies nor threaten 
legal action to collect accounts. 
They use care in accepting credit 
applications. 
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ARMOUR FERTILIZER WORKS \ 


ATLANTA, GEORGIA 









FEATURES 
MEAN SALES 
ADVANTAGES 


B&C combine LOW PRICE, FULL 
RANGE OF SIZES and HIGH 
STRENGTH DUCTILE IRON for 
profitable quality advantages that 
are hard to beat. 


8 Sizes— 
= to 8" cap. 
1%," to 4" throat depths 


(1", 2", 3" come in Malleable only) 
1", 2", 2¥_", 3" are 
BRIGHT NICKEL PLATE 


are 
3" to 5" throat depth 


*'Rocking" pads for tight, safe clamping. 
*Vise type handles assure easy, positive 
operation. 


COMPARE B&C CLAMPS FOR PRICE 
and QUALITY. GET THE FACTS ... 
SEE YOUR JOBBER. 


THE 
BRINK & COTTON 
MFG. CO. 
33 POLAND STREET + BRIDGEPORT, CONN. 














| gales-efforts. 
| @an use sales know-how gained by 














How to geta sale 


off the ground 


Here are some basic rules successfully applied 
by a Yonkers, N. Y., dealer in elevating his sale 
from the moderate to sell-out class 


Do you want to put more power 


in your sales? 


Are you getting full value re- 
ceived for the time, effort, and ex- 


| pense a full-blown sale requires? 


Everyone knows that sales are 
excellent traffic builders when 
they are handled properly. They 


ean be your salvation in a bad 
| selling season brought on by in- 
| clement weather. They can keep 


customers in your store in the 
midst of rebuilding. They can 
make the difference between an 
average promotion and a sell-out. 

The continued growth and suc- 
cess of most department stores 
hinge largely on _ well-directed 
Hardware dealers 


department and chain-store giants 
in conceiving and promoting sales, 
however small they may be in 
comparison. 


_ Small cost; big sales 


Large stores spend tremendous 


| amounts of money to create mob- 


buying scenes. Your store can 


spend a much smaller dollar 
| amount, in relation to size, in an 


intelligent sales campaign and 


| bring in proportionately heavy 
| traffic. 


But successful sales don’t just 
happen because you shout “Sale!” 
in a bold advertisement. They 
must be planned carefully for 
weeks, even months, in advance. 


Many hardware dealers report 
surprising to fantastic results 
when sales efforts have been given 
maximum planning, promotion, 
and follow-through. Here are 
some basic rules for powering-up 
a sale: 

First, pick a reason for your 
sale. Customers usually like to 
know why a sale is being held. 
They usually decide from the rea- 
son given by the store whether or 
not the sale is worthwhile. Anni- 
versaries, clearances, special 
events such as holidays, all can 
be used as the reason for holding 
a sale. 


Check your suppliers 


Second, line up special buys 
with your suppliers. These spe- 
cials are what will attract cus- 
tomers. It is important that care 
be given to the selection of the 
specials, because customers will | 
come in usually only for the spe- ’ 
cials that attract their attention. 
When they come in, you can sell 
them regular merchandise as well. 

Third, promote your sale. This 
will have to take some form of 
advertising. Demonstrations and 
contests help, but they are not 
nearly as important as letting cus- 
tomers know about your sale. Cus- 
tomers cannot come into your 
store for sale items unless they 
know about them. 

Rosner’s Hardware & Appli- 
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*% Forged from prime selected billets. 


* Completely heated and tempered under atmos- 
pheric and electronic control, in the world’s 
most modern furnaces. 


* Openings precision-machined. 


*% Each set packaged in sturdy clip. 


FOUR MODELS: 


#51634P 5-pc. set, plated . .Retail $1.35 per set 
#51634B 5-pc. set, black . . . Retail $1.25 per set 
200 sets. . . 150 Ibs. 

# 4P 4-pc. set, plated . . Retail $1.00 per set 
# 4B 4-pc. set, black ...Retail .95 per set 
300 sets. . . 150 Ibs. 


WRENCH SIZES 
5-pe. set 

5/16” opening x 11/32” 
3/8” opening x 7/16” 

1/2” opening x 9/16” 

19/32” opening x 11/16” 
5/8” opening x 3/4” 

4-pc. set does not include 19/32” opening x 11/16” 


PLATED OPEN STOCK ALSO AVAILABLE 
5/16” opening x 11/32” Retail 20¢ ea. 
3/8” opening x 7/16” Retail 20¢ ea. 
1/2” opening x 9/16” Retail 25¢ ea. 
19/32” opening x 11/16” Retail 35¢ ea. 
5/8” opening x 3/4” Retail 39¢ ea. 


TERMS 


2%, 10 days, net 30, F.O.B. Factory 
with full freight allowance on 150 Ibs. 
or more anywhere in the United States 
or Canada. 


UPLAND FORGE 


the mark of quality in wrenches! 





Manvfactured by 


PLAND INDUSTRIES, Inc., Upland; Penna. 








Make EXTRA Profits 
Selling Bartlett 
Tree Trimming Tools 
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WE Combination 


Pruner and Pole Saw. Either head may 
be used with same octagon Sitka spruce 
handle section. Intermediate pole lengths 
can be added. Attractively packaged in 
individual cartons. 


i? 











Fast-moving specialty used by state high- 
way, city and county park depts., tree 
experts, cemeteries, fruit growers. 


Attractive steel display rack fally 
stocked costs $7.25 f.o.b. Detroit via 
express. Retail value $14.50. Rack 
displays 6 % pts., 5 pts., 4 qts. 


Special Utility Saw 
New fast cutting saw with lightning 
teeth for smooth cuts. Easily filed with- 
out gauges. 24” and 26” lengths. 


Professional Hand Pruner 


No. 999 


Drop forged tool steel 9” Hand Pruner 
with crucible steel blade and hardened 
hook. Finest hand pruner made. 


Write for complete catalogs on Tree 
Trimming and Metal Working tools. 


BARTLETT MFG. CO. 


3003 E. Grand Bivd., Dept. 34, Detroit 2, Mich. 
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ances, 220 New Main St., Yonkers, 
N. Y., found out recently how im- 
portant good planning and promo- 
tion are to conducting a success- 
ful sale. It happened during the 
firm’s 45th anniversary sale. 

Rosner’s started out to hold an 
ordinary anniversary sale. By the 
time it had finished, the store had 
conducted the biggest promotion 
sale ever run by a single adver- 
tiser in Yonkers. 


Did it pay? Aaron Rosner, vice- 
president of the store, said the re- 
sults were spectacular. Sales in- 
creased 400 percent over normal 
on the first day of the sale. Sales 
were 300 percent above normal on 
the second day, and 400 percent 
above on the last day, Saturday. 


Sales ran as high as $25 


The average hardware sale was 
$25. The average major appliance 
sale was $250. There was heavy 
movement throughout the store, 
including barbecue equipment and 
outdoor supplies, paints, tools, 
bathroom fixtures, and  house- 
wares. 


To prepare for the sale, Ros- 
ner’s lined up manufacturers of 
appliances and other items for co- 
operative advertising mats and 
allocations. Rosner’s kept remind- 
ing suppliers of the planned sale 
and asked their help. 


The store consulted an adver- 
tising and promotion agency and 
a two-fold theme for the sale was 
developed. The first theme was 
“Rosner Days” to identify the 
store in that and all future pro- 
motions. The second theme was 
“Rock ’n’ Roll,” after the teenage 
music craze. Ads stressed “values 
that rock the competition ’n’ roll 
back prices.” 


The Yonkers daily newspaper 
prepared a special 16-page supple- 
ment for the Rosner advertising 
and featured editorial pictures 
and stories about the Rosner fam- 
ily and business. It was the larg- 
est section ever carried by the 
paper for one advertiser. 


Before the sale actually began, 
the store started a series of teaser 
ads in the newspaper. One such 
teaser ad read: “Don’t spend a 


penny until R-Days—see next 
Wednesday’s paper.” The 16-page 
section appeared the day before 
the sale began. 

The ads featured a number of 
cash and carry specials to draw 
customers. Quantity limits were 
set and no mail or telephone or- 
ders were accepted. The items 
were on a first come, first served 
basis. 


Market type displays 


The specials were stacked su- 
per-market style inside the store. 
When customers came in to pur- 
chase the specials, Rosner’s em- 
ployees gently turned many of 
them to quality items in major 
appliances, outdoor supplies, 
paints, tools and other depart- 
ments. Salespeople said they 
found it easier to sell up the cus- 
tomer once he was inside the 
store. 


The week after the sale, Ros- 


ner’s ran a big “Thank You” ad 
in the newspaper. ®End 





Separate Floor Area Can 
Add Window Display Space 


Here is one way you can double the 
display space of your window. I/n- 
stall a separate display floor area 
about midway in your window. That 
way you create a two-level effect 
for displaying smaller items. You 
should also leave a separate window 
or another section open for display- 
ing larger items. This two-level win- 
dow was worked out by James E. 
Fromm, general manager of Eric 
Fromm, Inc., of Detroit. 


HARDWARE AGE, JANUARY 17, 1957 





The line that measures up to every need 


MIGHTY HANDY® WYTEFACE ... . extra-rigid pocket 


HANDY® WYTEFACE ... pocket-size . . . for short meas- 
tape rule. 4” replaceable blade . . . 10 ft. long. Easy 


urements. 6, 8, or 10 ft. with replaceable blade. Sliding 


end-hook for accurate inside and outside measurements. reading. With sliding end hook. 


Kee TEFACE 


< 


shies 
Vs 


A 


end 


», 
£ 


FAVORITE® WYTEFACE ... for Jong measurements. 
Choice: 25, 50, 75 and 100 ft. Foot numbers in red 
at every inch. Sturdy steel case with tough cover. 
A first choice with professional people. 


LST WYTEFACE ... it’s a Level—it’s a Square—it’s a 
Tape. And it’s pocket-size! Has built-in, unbreakable level 
with easy-view bubble. .. accurate square... and 10 ft. 
replaceable Wyteface® tape rule. Sliding end-hook. 


... sell themselves every inch of the way 


K & E WYTEFACE is the line that creates confidence the quality that gives them extra value. Display 
... Sells itself on sight . .. and offers a tape for every WYTEFACE lIapes prominently and sell your share. 


purpose. No wonder WYTEFACE is found in homes, 
KEUFFEL & ESSER CO. 


workshops, plants, factories and on job sites every- 

where Everyone, from homeowners to production HOBOKEN, N.J MAKERS OF PRECISION INSTRUMENTS SINCE 1967 
° > 

maintenance and construction men, knows it has 
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PENED 
IT HRY TIME! 


1M SURE SUR, WE HAVE 
THE RIGHT SIZE HERE SOMEPLACE S$ 


VY ] 24 




















SPEED STEEL 
JOBBERS' 


eS ~~ = = 


<> 


JUST PICK THE SIZE DRILL 


CONTACT YOUR JOBBER OR — 
HENRY L. HANSON COMPANY 


24 UNION ST. ~ WORCESTER, MASS. 








-OF COURSE SIR. 








The label sells quality, boosts sales 


(Continued from page 76) 


velops a confidence which means 
future business for the store. 

“A comparatively new selling 
theme is the non-toxic features of 
our paint. This goes over big with 
those people who have small chil- 
dren. 

“This non-toxic feature is being 
effectively publicized in the manu- 
facturer’s advertising and in book- 
lets sent to all newlyweds. We dis- 
tribute these booklets at the store. 
It is surprising how this sales 
theme has taken hold and impressed 
people. 

“Another angle we stress is that 
the quality paint goes farther and 
covers a larger area.” 


Time spots sell store 


The customer is reminded by 
salesmen that the quality paint 
stands up better, and keeps its color 
longer. This clicks because the cus- 
tomer realizes it will save him the 
time and effort of an extra paint 
job. The firm emphasizes its com- 
plete guarantee on all inside paints. 

Paints are advertised once or 
twice a month in two-column eight 
or nine-in. or three-column 11-in. 
newspaper ads. Copy is built 
around brand name, tying in with 
the manufacturer’s national adver- 
tising themes. 

Radio spots are used daily at 
noon. Since the firm started this 
activity in January, 1956, paint 
sales have increased at a faster 
rate, indicating its effective cover- 
age. 

A typical radio message is “‘The 
correct time is 12 noon, courtesv 
Pinault Hardware Co. Why not 
paint and fix-up that spare room 
that you’ve been going to take care 
of for so long now. At the Pinault 
Hardware Co., 584 Social St., 
Woonsocket, you’ll find gallons and 
gallons of paints in all colors of 
the rainbow. With Sapolin’s odor- 
less Mel-Lux you can paint an 
average sized room for as little as 
$4.75. Today stop in at the Pinault 
Hardware Co. and see the tre- 
mendous selection of paint. There’s 
a color for every taste and every 
room in your house. That’s at the 
Pinault Hardware Co., 584 Social 


St. in Woonsocket. Use Pinault’s 
budget plan.”’ 

Eighty per cent of Pinault’s 
paint and accessories sales are 
made to home owners and do-it- 
yourselfers. The remainder is sold 
to contractors and mill operators. 

The paint department is tied in 
closely with power tools. The lat- 
ter are located in the center front 
of the store, opposite paints. This 
makes it possible for salespeople 
to tie in the two departments 
easily and smoothly without inter- 
rupting the sales talk to go to an- 
other location. ® End 


Gift certificates 


(Continued from page 84) 


Record tabs are filed in the office. 

Customers like this gift certifi- 
cate plan because of its convenience 
and the attractive appearance of 
the card. 

Each of the three types of gift 
cards has the same copy and de- 
sign on the inner fold. 

Although most gift certificates 
are turned over to the customer who 
buys them, the firm will mail them 
to the recipient’s home. ® End. 


30-Ft Display Features 
Steel Goods Stock 


The display of a long line-up of steel 
goods in your store can impress cus- 
tomers with the fact that you have a 
large stock. At the Joseph Bumby 
Hardware Co. in Orlando, Fla., many 
customers visiting the store to buy a 
single item, will note other items they 
need. 
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HELP YOUR SHELF 


" ing! BB 
with the latest “stoppers” in tool packaging! 


Oxwall “SLIDE -PAK”’ 


[Oxwati 4 
KETan 
10ers 
| the New SUDE-PAK «7 
} 





























© Amber hand! 
° %,” blade 






































Reg. retail 41.49 


PACKED 1 dz. to box 


Reg. retail $1.00 |41 


D 


EALER’S Cost. ONLY. . 


mf 


€ with chuck 
° \” blade 


PACKED 1 dz. 


Gics 
10-Piece 
Combination 


Socket and 
Screwdriver Kit! 


PIER NED 
towmepern 














— 


y 
——* o_ 4, —_— 
ABST 
— tof 


. —— . 
« a 


Packed in trans 


Parent molded 
Plastic tray t 


hat Slides off 

















KIT CONTAINS: 
| * +1 Phillips type blade 
+ 


Oocket extension bar 
° 5 different size Sockets 


to a box. WT. 4 Ibs. per dz. 








CAT. #393] 





6-Piece 
Screwdriver Set 
in Slide-Pak Kit! 


KIT CONTAINS: 


* Amber hand} 
°%” blade .¢ 6” blade 
%” blade Awl 

*1 Phillips type blade 





€ with chuck 

















WT. 3% Ibs. per dz. 


ARDWARE WEEK sPEciaL . 7Qc 
.. 47c 




















irha 


hardware week ¢ 


April 25 thru May 4 


Oxwall “CA RRY-ALL” Tote Trays 


CAT. #3962 


16-Piece Combination Screwdriver 


oF oR 


| 


| 


| and Socket Set! 
gh lj 


15 handy tools 
--« Packed in all- 
metal tote tray 
that also acts 
aS wall rack. 





, All plastic hand! 

, inflammable, unbreakable, c 
Shock-proof and UL AP. The 
PROVED! ali in attractive \° 
Sleeve Package. 


SET CONTAINS: 
©,” x 8” heavy duty ©” x 3%” 
©,” x 5” Square mechanic | e #2 Phillips type— ly” offset 
©,” x 4” Cabinet °¢ 5” socket drive handle 
¢ 7 assorted size sockets, 
Carry-All Tote Tray Wall Rack 


es are non- 





*1 Phillips type 





© %” x 2%” pocket 
ey” x 1,” Stubby 








PACKED 50 sets to carton. WT. 66 Ibs. 


HARDWARE WEEK SPECia; +1.98 
DEALER'S COST: ONLY. _ 41.33 





Reg. retail $2.98 


CAT. +396) 
7-Piece Magnetized Screwdriver 
oy in Carry-All Tote Tray! 








° ie” x 8" heavy duty 





; . SET CONTAINS: 
nn 
' “¥ Me 


©,” x 4” Cabinet 
°% x v,” 

#1 Phillips type 
© %” x 2” Pocket 

4a” x 1K" Stubby 
#2 Phillips type — 
”,” offset 
Carry-All Tot 





e Tray 
Wall Rack 


PACKED 50 sets to carton WT. 50 Ibs. 
HARDWARE WEEK SPECIAL] 29 


ad 


' 
| 





R 


eg. retail 1.89 


DEALER'S COST: ONLY, . _ 86c 





OXWALL TOOL COMPANY, LTD. 928 Broadway, New York 10, N.Y. 
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DALTON AGAIN... 


with a SENSATIONAL, NEW, LOW-PRICED 
All-Purpose Cutting Tool that will Take 
Your Hobby and Homeowner Trade by Storm! 
IT’S THE NEW MODEL D-600 


DALTON tticrtc JIG SAW 
with 
Grip-Switch 
Handle—and 
Featuring a 
New, Unique 
SQUARE 


RECIPROCATING 
SHAFT 


With this revo- 
lutionary im- 
provement, 
pressure ig 
distributed evenly over 
two surfaces of the 
Square Reciprocating 
Shaft as Saw is fed 
into material being cut—pre- 
venting blade from twisting— 
giving you a clean, true cut. 
Has Other Exclusive Features 
to Help You Sell More Saws 
It saws circles, straight lines, 
intricate designs in wood, pias- 
tics, metals. composition 
boards, ete. Grip-Switch han- 
dle provides COOLER han- 
dling, better control. Special built-in motor insures 
fast feeding speeds—no jumping or chattering. 
Oilite bearings are locked in place. Has 3-condype- 
tor cable and adapter for safety. Makes own 
starting hole for inside cuts. Air stream blows 
sawdust off guide line. Light weight, well bal- 
anced. Saw is mounted on an angie, pitching 
blade slightly forward and resulting in faster. 
easier, truer cuts. 


Another New Item from DALTON 
with BIG Profit Potential for You! 


New DALTON wecuans 


MECHANICAL 
SAWHORSE 
LEGS 





Retail 


$29.95 


Complete with 
3 Different 
Blades and 

Allen Wrench 











Made in Two 


Farm Uses. 











Sturdy. All-Steel 
Construction with 
Wide Saddles 
for Holding 
Crossbar Secure 

ly. Crossbar can 

be Any 2” Lum- 
ber—in Any Length! 


Retail 
Legs, Pr. 94-90 
Legs. Pr. 99-00 

Slightly Higher 
on West Coast 


These Features Make Selling Quick & Easy: 
Fully Mechanical—requires no nails. bolts or 
screws Safe—can't slip, wiggle or fall apart, 
Sturdy, Quality Built—made of heavy gauge steel, 
fabricated for strength, gray enamel finish. Con- 
venient, Portable—has self-locking braces—assem- 
ble sawhorse on the job, fold in a flash for storage 
or carrying. Use for ping pong, train and banquet 
tables, platforms, carpenter's horse, barricades. 
etc. Will safely withstand a load of 1500 Ibs. 


SPEE-DEE 
Sawhorse brackets 


with the Exclusive 
Flanged Nail Holes 
for Quick, Easy 
Disassembling. 
Takes Dressed 
> or Common 2 
Pend. X 4 Lumber 


sturdy 
sawhorse that won't 

fall apart when 

lifted by rail! Employs nails to se- 
cure assembly. Made of heavy gauge 
Slightly steel, rust resisting finish. Use 
Higher on for ping pong, train, display~ tables. 
Ww. st carpenter's horse, etc. Dismantle for 
carrying or storage. In display pkg. 


Your Jobber Stocks, or Can Get for You! 


DALTON MFG. CO. 2% 5- Sentra! Ave. 


St. Louis 5, Mo. 
96 


} 3 a Be a Produces a 


Pr. $1.79 





'the Better Business 


is learning that 
stamps have to be paid for by 


store offered 
| other didn’t. 


| stamps 
roaster had to buy $1800 worth of 
| groceries. 





Is there a sucker born 
every minute? Or not? 


(Continued from page 66) 


Take price comparisons. 
When ads claim to cut a price 


_by 40 percent, how many readers 
| believe it? 


According to a survey made by 
Bureau of 
Pittsburgh, only 21 out of 100 


_readers would accept the claim as 


honest. 

What about trading stamps? 

A growing number of customers 
“free” trading 


someone. And often that someone 


'is the customer. 


Millions of readers warned 

The Kiplinger magazine, Chang- 
ing Times, warns customers bitten 
by the stamp bug to compare prices 
charged by stores that offer stamps 


| and those that don’t. The magazine 
'also warns that even minor dif- 


in prices should alert 
Customers are 


ferences 
potential buyers. 


| likely to be paying, at least par- 
tially, for “free” stamps. 


A nationally syndicated financial 


columnist in the Reader’s Digest 
| recently 


told millions of readers 
that his surveys showed a definite 


_cash loss to stamp collectors. 


One 
The 


stores. 
stamps. 


He cited two food 
“free” 


A customer who saved up enough 
to get a $43.95 electric 


The same amount of 
groceries in the neighboring non- 


| stamp store came to only $1600. 


By patronizing the non-stamp 
store, a customer would have saved 


enough cash outright to buy more 


than four of the roasters. 
HARDWARE AGE surveys prove 

that most dealers who cut out 

stamps do not lose sales. In fact, 


/many dealers are complimented by 
| customers for eliminating the “‘nui- 
| sance.” 


Before you run your next cut- 


| price ad, or triple bonus day for 


trading stamps, ask yourself the 
questions in the quiz accompanying 
this article. ®End 


RED russeu 

SEZ — 
wr 
ede DISPLAY STAND 
9\ ATR se 


BUILDS SALES 


and 
PROFITS FOR YOU 








Yes sir . . . this new, attractive point-of- 
purchase display is really helping to build 
sales for the new “Red” Russell line of 
putty knives and scrapers. The display 
is included free with the R-100 assortment 
.. . takes only one foot of counter space. 


LOOK AT THESE REVOLUTIONARY 
NEVER-SEEN-BEFORE “RED” RUSSELL FEATURES 


e Cushioned-plastic handle tip 

e “In the groove” thumb guide 

e Tough plastic handles, tough tool 
steel blade 

e Hollow rivet for easy hanging 

e Popular sizes and shapes 

e Priced to sell! 





HERE’S THE DEAL! 


48 pieces in one foot of counter space 
NO. R-100 ASSORTMENT 
Including display 


30 Putty Knives 
18 Scrapers 
Total Retail 
Dealer Cost 
Dealer Profit 


$44.1 0 
26.46 
17.64 











Order NOW from your wholesaler 


CUTLERY 
Southbridge, 


COMPANY 
Massachusetts 
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Electric drill power isn’t all in the motor. 
There’s another kind of power — just as 
important to the user — in the business end of 
a portable electric drill. It’s the gripping 
power that has to be in the chuck, particularly 
when you are selling sanding and screwdriver 
attachments that must be chucked on the drill. 

Take the drill shown here. It is equipped 
with a Jacobs Model 6141 Rubber-Flex Hex- 
Key Chuck. You cannot sell a more powerful 
grip on a portable electric tool. It is compact, 
lightweight, easy to operate. Sell the drill and 
sell the chuck. Jacobs is a name men go buy! 


There’s power in this end, too! 








This Jacobs Hex-Key Chuck looks different 
because it 7s different. A quarter turn of a 
standard Allen key produces tremendous hold- 


on aay wei aS 
oyroduces a gripping Ct Ss 
4 


leverage ratio of 1000 Se 


to 1! Another quarter 
turn easily releases the RUBBER-FLEX COLLETS 


twist drill. 






Reg. U.S. Pat. Off. 


The Jacobs Manufacturing Company 


West Hartford 10, Connecticut 





MEET THE STARS OF ‘‘SAWTIME, U.S.A.’’ 


New Black & Decker Saws— 


N ew fea tu res to These new Black & Decker Heavy-Duty 
Saws will be big traffic items for your 
help you Cra ck all Spring selling season! They’re packed 
with new features designed to help them 
previous Sa ies outcut, outperform and outsell other saws! 
' They have power, safety, convenience 
records * —built by Black & Decker to do. a top- 
notch sawing job! And these saws are 
backed by Black & Decker with a con- 
tinuing series of high-impact advertise- 
ments in leading national publications 
and local newspapers. Order from your 
wholesaler now and find out how your 
name can be listed in direct mail and 
newspaper advertising. THE BLack & 
DECKER Mra. Co., Dept. H-501, Towson 
4, Md. 


New Power 
@® This powerful B&D-built motor is spe- 


cially designed for tough sawing operations. 


@ Heat-treated, helical gears assuresmocther, 
quieter operation. 


@ B&D Saws make better use of available 
power (without danger of burn-out) because 
they have cool running motors. 


New 


B&D #73 
Saw 


Cuts 2'%A¢” deep at 9C 


: to 2%” at 45 

- Also available B&D #93 

sia pipe ot shown) 
M. fe: 


Seer at + 
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New Visibility 
@® New B&D picture window design makes 


line-of-cut and cutting edge visible at all 
times. Ideal for angle cuts, perfect for ripping. 


@ Double guide edge on #73 and #83 Saws 
lets you sight on two points... the blade- 
cutting edge and the shoe edge. 


@® Air flow is so powerful it blows sawdust 
clear of the job, clear of your eyes! 


Look in the Yellow Pages under “Tools-Electric’ for Nearest Wholesaler 


Black&i Decker: 


PORTABLE ELECTRIC TOOLS 





Put your Saw Blades up Front — 
Make $17.15 every turnover! 


New Black & Decker Saw Blade Display 
Assortment brings more saw blade profits. 
15 assorted, most used Krobide Blades. 
Strong, colorful display attracts customers 

. leads to sales. Deal costs you $39.95... 
you sell for $57.10... that’s $17.15 profit! 

This functional display uses minimum 
space and features only the fastest moving 
blades. And on the back of the display is 
a handy saw blade selection chart... to 
help your salesmen select the correct blade 
for any requirement. Contains: 6 combina- 
tion blades; 6 crosscut blades; 3 abrasive 
discs; 2 saw blade adapters; colorful stand. 
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New Handling Ease 


@ Handle is located closer to blade for better 
control in the wood. 


@ Precise balance, lightweight, sturdy con- 
struction mean more comfortable operation 
for longer continuous use. 


@ Quick adjustments assure speed and accu- 
racy for depth and bevel cuts. 


Blocks Decker. 


KRO-BIDE 


-— SAW BLADES ) 
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GREENLEE 


another reason why you profit from 


ASSURED QUALITY 


Greenlee Tools for Craftsmen 


Your customers who really know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are true . . . screw points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here’s example again of the 
assured quality you and your customers get from 
GREENLEE — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

GREENLEE tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 


aw 


FREE... HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware and 
building supply dealers . . . send 

request on your letterhead. 


GREENLEE TOOL CQO. 
1801 Herbert Ave., Rockford, Ill. 


Electric Drill Bits @ 
Drawknives 


Auger Bits @ 
Expansive Bits ® 


Chisels and Gouges 
® Other fine tools 


| 





(Continued from page 10) 





Government leaders predict 
increased prosperity in ‘57 


As 1957 got underway, govern- 
ment officials whose agencies af- 
fect the hardware industry paused 
to appraise the business outlook 
for 1957. 

They saw continued growth in 
business and employment, rising 
prices and a need to plan care- 
fully during the year. 

Here is what each of them said: 


Wendell B. Barnes, head of the 
Small Business Administration: 


“Signs of the times as I read 
them point to 1957 as another 
prosperous year. 

“IT believe gross national prod- 
uct will increase. Small business 
will share in increased production 
because small business prosperity 
is closely linked to general pros- 
perity. 

“T also expect that the increase 
in earnings of small business will 
continue in 1957.” 


Sinclair Weeks, 
Commerce: 


Secretary of 


“IT expect 1957 to be a better 
year than 1956. 

“The prospect for the next six 
months is bright. The foreseeable 
trends indicate that good times 
for the American people should 
continue through the entire 12 
months with overall employment, 
income and_ production higher 
than 1956. Barring grave emer- 
gency, the economy as a whole 
should set new records. 

“In looking toward 1957 we 
must keep in mind that prosper- 
ity is not automatic. It must be 
earned by wise planning, sound 
action and hard work.” 


James P. Mitchell, Secretary of 
Labor, said he looks for new 
records in employment and pur- 
chasing power in 1957. 

At the same time he warns that 
recent price increases will bear 
careful watching. 

(Resume reading on page 11) 
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Installing Getty 4703W Operator. The screen seat makes for a particularly neat and practical job. 


GETTY OPERATORS ARE USED ON MORE CASEMENT WINDOWS 
THAN ALL OTHER MAKES COMBINED 


Operator 4703W, shown here, is recommended particularly for large 
or heavy wood casements ... or where fine hardware is preferred. It 
has internal gearing, the exclusive Getty feature that gives greater 
turning power and longer life. It is handsome in appearance—easy 
to install—and will last for years with minimum maintenance. What- 
ever your requirements, there is a complete Getty line to choose 


from. They’re the best casement operators you can recommend. 


HARDWARE AGE, JANUARY 17, 1957 


ws | ETTY 


3348 NORTH 10th STREET 
PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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No. 412 
Trowel 


TRUMP Deluxe 


There’s a tool for every type of 
gardening job in this new TRUMP 
Deluxe line. Trump Deluxe tools are 
made of high-grade, 16-gauge, cold- 
rolled steel. They are superior in 
quality and balance; the materials 
and workmanship make them equal 
to tools costing far more. 


Complete line includes 2 trowels, 
2 transplanters, 2 forks, 2 cultivators, 


weed cutter and row cultivator; also 
long handle hoes, rakes and edger. 


Win-More Sales 
with 


TRUMP 


GARDEN TOOLS 


coo 


TRUMP No. 800 Series 


Ideal partner for the Trump Deluxe 
line. These sturdy, low-priced garden 
tools help you sell the individual 
who’s looking for price, yet wants 
dependable merchandise, too. Made 
of 18-gauge steel with turned, hard 
wood handle plug. Baked green 
enamel finish. 


Complete line includes 
trowel, fork, cultivator, 
transplanter and weed 
cutter. 


No. 802 
Cultivotor 


No. 800 
Trowel 


Order Trump 
Garden Tools now 


Convention Calendar 


1957 


1958 





conventions 


shows 


conferences 

















1957 


Convention Check List 





For complete details about the convention listed by dates below use 
the alphabetical listings following this quick check list. 


January 


17-24 
20-22 


22-24 
22-24 


27-29 


27-29 
27-30 


27-30 


27-30 
28-29 


28-29 


28-30 


29-31 
29-31 


National Housewares Exhibit, 
Chicago 

Intermountain Assn. of Hardware 
& Implement Dealers 

Minnesota Retail Hardware Assn. 
Mountain States Hardware & |m- 
plement Assn. 

Pacific Northwest Hardware & 
Implement Assn. 

Tennessee Retail Hardware Assn. 
Texas Hardware & Implement 
Assn. 

W. Bingham Co. Spring Mer- 
chandise & Sporting Goods 
Show, Cleveland, Ohio 

Gift Show, Washington, D. C. 
American Hardware Supply Co. 
Merchandise Fair & Stockholders 
Meeting, Pittsburgh 

Wisco Hardware Co. Merchan- 
dising School & Sales Show, Mad- 
ison, Wis. 
Marshall-Wells 
Duluth 
Indiana Retail Hardware Assn. 
Pennsylvania & Atlantic Sea- 
boord Hardwore Assn. 


Co. 


Convention, 


February 


3- 5 


North 
Assn. 
Oklahoma 
ment Assn. 
National Sporting Goods Assn. 
Convention 

Gift Show, Chicago 
Kelley - How- Thomson Co. Mer- 
chandise Show, Duluth, Minn. 
New York State Retail Hardware 
Assn. 

Wisconsin Retail Hardware Assn. 
lowa Retail Hardware Assn. 
Connecticut Retail Hardware 
Assn. 

Emery-Waterhouse Co. Merchan- 


Coast Retail Hardwore 


Hardware & Imple- 


: dise Show, Portland, Me. 


Rice & Miller Co. Merchandise 
Show, Bangor, Me. 

Alabama Retail Hardware Assn. 
Tri-State Hardware & Implement 
Assn. 

Virainia Retail Hardwore Assn. 
Ace Hardware Corp. Annual 
Convention & Exhibit, Chicago 
California Retail Hardware Assn. 
Ohio Hardwore Assn. 

Our Own Hardware Co. Annual 


-14 Nebraska Retai 


Stockholders Meeting & Mer- 
chandise Show, Minneapolis 
Hardwore Assn. 


14 Emery-Waterhouse Co. Merchan- 


-18 


19 
19 


if 
i 


20 


2 


24 


24 
25 


| 


.19 


9 N 


2| 
19-21 


2| 


21 


22 


22 


-22 


dise Show, Manchester, N. H. 
Arkansas Retai] Hardware Assn. 
National Garden Supply Dealer 
Show, New York 

J Wholesale 
Co. Convention & 
Portland, Ore 
Virginia Hardware Assn. 
& Hopkins Co. Spring 
Open House, Boston 
Marshall-Wells Co. 
Spokane 

Hardware Assn. of the Carolinas 
Kentucky Retail Hardware Assn. 
Missouri Reto’! Hordwore Asgssn. 
Pacific Southwest Hardware Assn. 
New England Housewares Show 
Boston 

New England Hardware Dealers 
Assn. 
Marshall-Wells 
Billings 


Hardwore 
Merchandise 


rtharn 
Show 
West 


ry 
Decatur 


Convention, 


Convention 


Co. 


25 Mississippi Retail Hardware Assn. 
24-2 


z 
R 

Jo 
7 


March 


3. 


~ 


5 


Q 


Michiaan Retail Hardware Assn. 
rch | Gift Show, New York 
Marshall-Wells Co. Convention 
p rtland 


Cotter & Co. Merchandise Show 
& Stockholders Meeting, Chi- 
cago 

Gift Show, Boston 


15 American Toy Fair, New York 
119 Florida & Georgia Retail Hard 


wore Assn. 


17-20 Gift Show, Philadelphio 
19-2) 


31-Apri! | Le 


April 


7-11 Southern 


May 


16-17 Nationa! 


June 


13-15 Texas 


ig 


20 


South Hardware 


Assn. 


Dakota Retail 


uisiana Retail Hardware 


Assn. 


Convention 


Hardware 


Palm Beach, Fla. 


Assn. of Sheet Metal 
Distributors Spring Meeting, Phil- 
odelphia 


Hardware Boosters Club & 
Texas Wholesale Hardware Assn. 
San Antonio 
industrial Supply Convention, $ 
dustrial supply Convention, san 
Francisco 


Ce nventions 








National Events 


from your wholesaler! 


Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 


Industrial Supply Convention, June 
18-20, at San Francisco, Calif. 
Attendance restricted to members. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. « Niagara Falls, Can 
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POWER PACKED 
MERCHANDISING 
to help you sell more... 


cENSCO 
WOOD CHISELS 


mpurtwe tkwedieh Biv deo 


ahelehetel 


SWEDISH 
WOOD CHISELS 


Free Merchandise Display 


Set 300-4 

(A"-Y2"-Ya"-V") Set 300-11 
(%"-He"-¥%e"-Y2"-%"- ; Everyone gets a little more in profits and 

Ya" Wa" VV" VWa"-2°) a benefits with Gensco Swedish Wood Chisels. 

You will like the completeness of the line 
(44" to 2”). Free Merchandising Display 
that sells its “head off”. . . cam mean greater 
profits. You'll appreciate the protective 
strip-off plastic coating that prevents nicks 
and rust, the handy roll packages that will 
help increase your sales volume. 

Customers like the superior quality, razor 
sharp edges, unbreakable handles with blade 
size stamped at the end. And a price that is 
well within reach of every pocket. Realize 
extra tool sales and profits today .. . sell 
and stock the tool line that offers more sala- 
bility, Gensco. 


Set 300-6 
(Y"-Ya"-%q"-1"-1Y2"-1%"- 1%") 


(Ya"-%"-1") 
OTHER GENSCO PRODUCTS 








Lindstrom Pliers and Cutters .. . 
easy to grip, tough, extremely 
flexible pliers and cutters. Avail- 
able in a great variety of sizes 
and shapes for light or heavy duty 
work. 

Complete line of Builders’ Hardware, machine screws, stove bolts and wood screws. 


Esteel Wood Planes... . hi-quality, Bushman Bow Saws . . . sturdy, 

superior cutting wood planes. well-balanced bow saws with 

Three styles available in 5 sizes. patented tooth blade for easier, 
faster cutting. Available in 11 
different sizes. 


SEE YOUR JOBBER WRITE FOR LITERATURE 


GENSCO TOOLS 


A DIVISION OF 
GENERAL STEEL WAREHOUSE CO., INC. e@ 1802 North Kostner Avenue e Chicago 39, Illinois 
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For top volume 

— sell the PLASTIC TAPE 
with the PLUS — 
GOLD SEAL 

quality 


NEAT, THIN 
WRAPPING 
FULLY 
INSULATES 


STICKS ON— 
STAYS ON 


Shop men like the Handy Pack 
of ten 20 ft. rolls. Small 
roll “swings” easily in tight 
places . .. is enough for most 
jobs. Less tape gets “‘lost’’. 


ELASTIC — 
MOLDS 
TO SHAPE 


DEFIES 

SUNLIGHT 

WATER, OIL 
SOLVENTS ~ = 


FRICTION 
RUBBER 
PLASTIC 


All types packed in single 
rolls and 10-roll cartons. 
All rolls cellophane- 
protected, stay fresh. 





JENKINS BROS. 
Rubber Division, 
100 Park Ave. 
New York 17. 


Convention Calendar 





| (Continued ) 


quarters for National Southern 
Distributors’ Assn. and Southern 
Industrial Distributors’ Assn. Spon- 
sored by ASMMA, W. B. Thomas, 
Hunter-Thomas Associates, 2130 
Keith Blidg., Cleveland 15, Ohio, 
business manager; NIDA, 1900 Arch 
St., Philadelphia 3, Pa., Robert C. 
Fernley, executive secretary; SIDA, 
712 Volunteer Bldg., Atlanta, Ga., 
E. L. Pugh, secretary-treasurer. 


National Assn. of Sheet Metal Dis- 
tributors Spring Meeting, May 16- 
17, at the Warwick Hotel, Phila- 
delphia. Thomas A. Fernley, Jr., 
executive secretary, 1900 Arch St., 
Philadelphia 3, Pa. 


National Garden Supply Dealer Show, 
Feb. 17-19, at the Coliseum; hotel 
headquarters, Concourse Plaza Ho- 
tel, New York, N. Y. Sponsored by 
D. Murray Franklin, 1901 St. Paul 
St., Baltimore, Md. 


National Housewares Exhibit, Jan. 17- 
24, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention and Show, Feb. 3-7, at Hotel 
Morrison, Chicago. Sponsored by 
the National Sporting Goods Assn., 
716 Rush St., Chicago 11, Ill. 























Toy Fair, The American, March 6-15. 
Temporary exhibits at Hotels New 
Yorker and Sheraton-McAlpin; per- 
manent exhibits at 200 Fifth Ave. 


and 1107 Broadway. Horatio D. 
Clark, Toy Mfrs. of the U. S. A., 
Inc., 200 Fifth Ave., New York 10, 
ms Ee 


Regional Events 


Ace Hardware Corp., Chicago, 33rd 
Annual Convention and Exhibit, 
Feb. 10-12, at Conrad Hilton Hotel, 
Chicago. Arthur Krausman, con- 
vention manager. 


American Hardware Supply Co., Pitts- 
burgh, Annual Merchandise Fair 
and Stockholders’ Meeting, Jan. 
28-29, at company office and ware- 
house, 41 Terminal Way, Pittsburgh 
19, Pa. 


W. Bingham Co., Cleveland, Spring 
Merchandise & Sporting Goods 
Show, Jan. 27-30. at company 
warehouse, 1278-98 W. Ninth St., 
Cleveland, Ohio. 


Cotter & Co., Chicago, Annual Mer- 
chandise Show and Stockholders’ 





Meeting, March 3-5, at company 


warehouse, 365 E. Illinois St., and 
Sheraton Hotel, Chicago. 


Decatur & Hopkins Co., 93 Berkeley 
St., Boston, Spring Open House, 
Feb. 17-22, at company salesroom 
and warehouse. 


Emery-Waterhouse Co., Merchandise 
Shows, Feb. 6-7 at new warehouse 
in Portland, Me., and Feb. 13-14 at 
1111 Candia Rd., Manchester, N. H. 


Gift Shows: Washington, Hotel Wil- 
lard, Jan. 27-30; Chicago, LaSalle 
Hotel and Paimer House, Feb. 3-14; 
New York, Hotel New Yorker and 
New York Trade Show Building, 
Feb. 24-March 1; Boston, Hotel 
Statler, March 4-8; Philadelphia, 
Hotel Benjamin Franklin, March 
17-20. George F. Little Manage- 
ment, 220 Fifth Ave., New York 
1, except Chicago Show, which is 
conducted by Eastern Mfrs. & Im- 
porters Exhibit, Inc., George F. Lit- 
tle, managing director. 


Kelley-How-Thomson Co., 309-349 S. 
Fifth Ave., Duluth, Minn., Merchan- 
dise Show, Feb. 4-6, at company 
warehouse. 


Marshall-Wells Co. Conventions Jan. 
28-30 in Duluth, Minn., Feb. 18-19 
in Spokane, Wash., Feb. 21-22 in 
Billings, Mont., and Feb. 25-27 in 
Portland, Ore. 


New England Housewares Show, Feb. 
19-22, at the Parker House, Boston, 
Mass. Hugh R. Rooney, show com- 
mittee chairman, Parker House, 
Boston 7, Mass. 


Northern Wholesale Hardware Co., 
dealer-owned wholesaler, 805 N.W. 
Glisan St., Portland, Ore., annual 
Convention and Merchandise Show, 
Feb. 17-19, in Portland. 


Our Own Hardware Co., Minneapolis, 
Annual Stockholders’ Meeting and 
Merchandise Show, Feb. 11-13, at 
company offices and warehouse, 618 
N. Third St., Minneapolis. 


Rice & Miller Co., 78 Rice St., Bangor, 
Me., Merchandise Show, Feb. 10-11, 
at company warehouse. 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. and the American Hardware 
Mfrs. Assn., April 7-11, Palm Beach, 
Fla. SWHA managing director, T. 
W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17. 


Wisco Hardware Co., dealer-owned 
Wholesaler of Madison, Wis., an- 
nual merchandising school and Sales 
Show, Jan. 28-29, at company head- 
quarters, 15 S. Brearly, Madison. 


(Continued on page 108) 
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OXCO’S BRUSH MERCHANDISERS 
bring your Cleaning Supplies into 


Attractive, Profitable Selling Centers 


\ONAL ITP 


designed to @: specifications 

































No. 
ASSORTMENT 


One dozen each of 25 different Oxco 
brush styles, with No. 15 display 
fixture, 25 hangers and top sign. 
Many new numbers—many with 
Oxco’s stylish new Styrene handle in 
high fashion pink, blue or yellow. 
Wide range of styles, from kitchen to 
bath brushes. Wide range of prices, 
from 29c to $1.59. All brushes labeled 
, | and pre-priced. Total retail value of 
ORE ce : Assortment, including the display— 
- a | a approximately $210.00. 


No. 15 Display Fixture—Strong ! 

peg-board panel; solid %" lacquered 
hardwood molding; sturdy 17%" deep 
hardwood “‘A’”’ frame 59%%" wide x 26" 
high. 25 hanging hooks and colorful top 
sign included. 



























(Qyassortment 


One dozen each of 12 different Oxco brush styles, with No. 9 
display fixture, 12 hangers and top sign. Many numbers with 
Oxco’s new Styrene handle in pink, blue or yellow. All fast- 
selling, ranging from 29c to $1.59. All brushes labeled and pre- 
priced. Total retail value of Assortment, including display 
approximately $80.00. 


CLEANING 
SUPPLIES (*) 


mm 


<i ane 
7 


























tr 


. *ee 























No. 9 Display Fixture — Similar in 
construction to No. 15 fixture (above). 
Measures approx. 30” wide x 26" high. 
12 hanging hooks and colorful top sign 
included. 











Designed to match modern store equipment, either Assortment 
is ideal as the selling center for a complete Cleaning Supplies 
Department. Back of fixture suitable for displaying other 
products. Other brushes can be binned in front or back. Display 
is adaptable for island, gondola, wall or column use. Both 
Assortments designed to NRHA specifications. Send for illus- 
trated folder—“‘How to Merchandise Cleaning Supplies for 
greater Profit.’’ Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Maryland. 


al A Deserif NOTE: Fixtures available separately, or with your 
VISE / Y choice of brushes. Contact your Jobber for details. 











Co 
O Brushes in 
No. 25 and No. 12 
Assortments 


ALL BRUSHES 


PACKED 1 DOZEN TO CARTON 


Brushes in No. 12 Assortment marked with ® 


PASTRY 
Topper’ 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
red and yellow; Overall: 
9%". 34 lb. per doz. 


PASTRY 
No. 175-H 


© 


Filling: 
horsehair; 
pink 


sterilized white 

Handle: Asst 
and yellow; Overall. 
". & Ib. per doz. 


BOWL 
No. 320-H 


Bis 
e. & ,, 
Filling: white rite 


tampico fibre; 

Handle: Asst. pink and yel- 
low; Overall: 17%”. 4 Ibs. 
per doz. 


Red Breast? 


Filling: palmetto fibre; 
Handle: wire wrapped; 
metal cap; Overall: 72". 
3% Ibs. per doz. 


VENETIAN 
BLIND 


No. 213-H 


Filling: sterilized = grey 
horsehair; Handle: Asst. 
pink and yellow; Overall: 
16% ”. 36 Ibs. per doz. 


/ 


VEGETABLE 
No. 160-H 


WAFFLE 
IRON 


\ 


No. 549-H ®» 


Filling: steel wire bristles; 
Handle: Asst. pink and 
yellow; Overall: 7'2”. ‘2 
lb. per doz. 


™,. VEGETABLE 
“AA. No. 165-H 


Filling: white tampico fi- 
bre; Handle: Asst. pink 
and yellow; Overall: 8% ”. 
1%4 lbs. per doz. 


PERCOLATOR 
No. 659-H 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
12%". % lb. per doz. 


®& DISH MOP 
“A No. 828-H 


Filling: asst. pink and 
yellow; Handle: Asst. pink 
and yellow; Overall: 8%*4 ”. 
1’ Ib. per doz. 


SCOURING 
No. 1221-H 


Filling: brass 

wire bristles; Handle: Asst. 
pink and yellow; Overall: 
7%". 1% bs. per doz. 


DUSTER 


Filling: DuPont sponge 
yarn; Handle: Asst. pink 
and yellow; Overall: 13”. 
1'¢ Ibs. per doz 


VEGETABLE 
No. 634-H 


> 
- 


2 


No. 9463 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
8%". 1 lb. per doz. 


X BATH 
| No. 9604- 


® ~~ 9605 


Filling: asst. red, green, 
blue; Handle: lacquered 
wood block; Overall: 12”. 
5 lbs. per doz. 


XS BOWL 
a No. 617-H 


— 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
17”. 3 lbs. per doz. 


Filling: asst. pink and blue 
Saran; Wood block; Re- 
movable wood handle; 
Overall: 17.8) lbs. per doz. 


NOTE: All brushes also available as Open Stock 


7) = SUEDE 
f Flick 


a - 
— 
-y ® 
~ 


Filling: fine brass wire 
bristles; Block: Asst. coral 
and yellow; Overall: 2”. % 
lb. per doz. 


BOTTLE 
No. 210-H 


1 2 


Filling: asst. pink and blue 
nylon; Handle: Asst. pink 
and blue; Overall: 12%” 
1 lb. per doz. 


KITCHEN 


Kleen-it 


Filling: white tampico 
brass wire; Handle: lac- 
quered wood—red tip; 
Overall: 642". 2 Ibs. per 
doz. 


SINK 
No. 863-H 


Filling: white tampico fi- 
bre; Handle: Asst. pink 
and yellow; Overall: 82”. 
2 lbs. per doz. 


BOWL 
No. 425-H 


Filling: asst. pink 

and yellow; Handle: Asst. 
pink and yellow; Overall: 
17%". 3% lbs. per doz. 


*Carded 


OX FIBRE BRUSH 
Eviablteahell 1/884 


FREDERICK 


PERCOLATOR | 


No. 907-H , 


i 


1 2 


Filling: white bristles; Han- 
die: Asst. pink and yellow; 
Overall: 124%". % Ib. per 
doz. 


~ DISH MOP 
. No. 25-H 


~ 


n* 


© “a 


Filling: white cotton 

yarn; Handle: Asst. pink 
and yellow; Overall: 1334 ". 
1'¢ lbs. per doz. 


BOTTLE 
No. 652-H 


Filling: white DuPont 
Tynex nylon; Handle: 
Asst. pink and blue; Over- 
all: 13%". 1 lb. per doz. 


PASTRY 
No. 635-H 


\4 
; 


# 
Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
8%". % lb. per doz. 


‘~\ RADIATOR 
No. 303-H 


Filling: sterilized black 
horsehair; Handle: Asst. 
pink and yellow; Overall: 
21”. 3 lbs. per doz. 


**individuyal printed wrapper 
tPrinted metallic paper shield 


COMPANY, INC. 


MARYLAND 


Printed in USA 





Your Wholesaler’s Resources... Rely on Them and Thrive 


As you satisfy the needs of your customers, 
your scope of service broadens and unfolds 
new opportunities to serve even more 
customers. This is business growth. 


Supporting your business growth is your 
wholesaler who keeps his resources and 


services smoothly paced to your daily needs, 


providing you an important basis for 
business growth. 


Such a relationship with your wholesaler 
means that you are taking advantage of and 


a series of several messages sponsored b 


Dependable Distribution 
from these Warehouses: 


New York ¢ Philadelphia 
Atlanta ¢ Pittsburgh 
Cincinnati * New Orleans 
Dallas © Chicago ® St. Louis 
Minneapolis ¢ Denver 

San Francisco ¢ Los Angeles 


putting to work the many services your 
wholesaler renders to his customers. In turn 
it means your business can move ahead 
without hindrance—it can develop with 
stability and no opportunities afforded you 
need go undeveloped. 


Whether your business is small, medium, 
or large, you will find that the useful 
services and resources which, for your bene- 
fit, exist among wholesalers everywhere can 
be applied in your behalf—use them—rely 
on them—and thrive. 


/'GRABLER on bow your Wholesaler helps you. 


GRABLER 


fe} 


Manufacturers of the SQUARE “GEE Line of Pipe Fittings 


The GRABLER Manufacturing Co. 
6565 Broadway, Cleveland 5, Ohio 





Convention Calendar 


. V4 (Continued ) 


"7 State Events 
I \ 
Alabama Retail Hardware Assn. Con- 


vention, Feb. 10-12. Sessions and 
exhibit at State Coliseum, hotel 
headquarters Whitley & Jefferson 
Davis Hotels, Montgomery. Charles 


Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 17-18. Sessions and 


a 
exhibit at Robinson Auditorium, 
a QS ld hotel headquarters Marion Hotel, 
Little Rock. J. Wayne Tisdale, 908 


Rector Bldg., Little Rock. 


California Retail Hardware Assn. 
Convention, Feb. 10-13. Sessions, 
62: se exhibit and hotel headquarters at 


Fairmont Hotel, San Francisco. 
Kreuger B. Jacobsen, 122 Ninth St., 
San Francisco 3. 


ae You rselt | Connecticut Hardware Assn. Conven- 
OLDER tion, Feb. 6. Sessions and hotel 


headquarters at Statler Hotel, 
Hartford. Ned Russell, Harris 
Hardware, Southport. 


Bool | Florida & Georgia Retail Hardware 


Assns. Joint Convention, March 17- 
19. Hotel headquarters at George 
Washington Hotel, Jacksonville, 


Fla. W. W. Howell, P. O. Drawer 
1000, 1640 Plant Ave., Waycross, 
Ga. 

Hardware Assn. of the Carolinas Con- 
vention, Feb. 19-21. Sessions and 
exhibit at Radio City Auditorium, 
hotel headquarters Charlotte Hotel, 























i} —_ Charlotte, N. C. Martin F. Kaelke, 
: managing director, P. O. Box 6215, 

Charlotte 7, N. C. 
| f Indiana Retail Hardware Assn. Con- 
ae, , | vention, Jan. 29-31. Sessions and 
Sagas | exhibit at Morat Temple; hotel 
“KESTERT headquarters Sheraton-Lincoln Ho- 


tel, Indianapolis. W. J. Sheely, 964 


ideri . ® N. P ] ia St., Indi lis 4. 
as The Fine Complete Solder Line a a aa a 


SALTS” ef * Intermountain Assn. of Hardware & 
see | SOLDER IS A SALES “NATURAL” FOR THE Implement Dealers Convention, Jan. 


DO-IT-YOURSELF MARKET especially if | 20-22. Sessions and hotel headquar- 








h , ters at Hotel Utah, Salt Lake City, 
you have the complete profit-emaker Utah. Leon L. Weeks, 308 Conti- 


3 Kester Solder line in stock. Kester | nental Bank Bldg., Boise, Idaho. 
Ty helps you sell with the handy 16-page Sila al " . 
— 4 EE RR : : 9 owa Retail Hardware Assn. Conven- 
eu Wf, Pan Simplified manual... tion and Iowa Hardware & Appli- 
Leer ree to your customers. Write | ance Buyers Show, Feb. 5-8. Ses- 
Kester today for a supply of | sions and exhibit at New Veterans 
this instructive literature. Memorial Auditorium; hotel head- 


quarters Hotel Savery, Des Moines. 


Philip R. Jacobson, 520 W. 35th St., 
KESTER SOLDER COMPANY eas 5 onal ea 


4207 Wrightwood Avenve 


Chicago 39, lilineis Kentucky Retail Hardware Assn. Con- 


Newark 5, New Jersey vention, Feb. 19-21. Sessions, ex- 
Brantford, Canada hibit and hotel headquarters at Ken- 
tucky Hotel, Louisville. Edward 
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Keiley, 501 Republic Bldg., Louis- 
ville 2. 























OTIC of oP 


d 


Louisiana Retail Hardware Assn. Con- 1ANCO MATERIAL WANDLING EQUIPMENT, 
vention, March 31-April 1. Sessions, 
exhibit and hotel headquarters at 
Roosevelt Hotel, New Orleans. 
David O. Mansfield, P. O. Box 1696, . 
Jackson 5, Miss. rel 


WHEEL BARROWS 








AYS _ HANDLES 
steel trays are pressed or formed Select straight-grained hardwood 


Michigan Retail Hardware Assn. Kol- and spot welded. Continuous steel rod handles are carefully shaped and 
lege of Product Knowledge, Feb. rolled in top edge gives extra ites 653 varnished. 


24-25, Hotel Statler; Annual Con- 2. 
vention sessions, Feb. 26-28, at eo 

Hotel Statler; exhibit at Detroit Choice of agar 
Artillery Armory, Detroit. Harold 
W. Schumacher, 1916 Michigan Na- 











pneumatic boll 
bearing wheels or 





tional Tower, Lansing 8. | ploin steel wheels. 
Minnesota Retail Hardware Assn. NOSE 
Convention, Jan. 22-24. Sessions and Heavy gauge. vu hy vasstiny 
hotel headquarters at Curtis Hotel, press-formed steel <a iter ton 
exhibit at Minneapolis auditorium, nose insures ri- liao: sarclen. : 
Minneapolis. C. J. Christopher, 3033 gidity, long life 
Excelsior Blvd., Minneapolis 4. end easy dump- 
—. ..., 
Mississippi Retail Hardware Assn. 
Convention, Feb. 24-25. Sessions, 











Heidleburg Hotel. Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


For Lasting Profits 
... Sell Barrows That Last 


exhibit and hotel headquarters at | 
| 


Missouri Retail Hardware Assn. Con- 
vention, Feb. 19-21. Sessions, ex- 
hibit and hotel headquarters at 
Sheraton-Jefferson Hotel, St. Louis. LUELLA Co. Quality Wheelbarrows Since 1881 


Fred Boemer, 2340 Hampton Ave., eee 


: LANCO MATERIAL HAMOLIMG EQUIPMENT 
St. Louis 10. 



























Mountain States Hardware & Imple- | 
ment Assn. Convention, Jan. 22-24. | 





Sessions and hotel headquarters at | 

Cosmopolitan Hotel, Denver, Colo. | CONCRETE BARROW 
Francis W. Reich, P. O. Box 73, | An ideal concrete or farm 
Boulder, Colo. wheelbarrow. Large capacity re- 


inforced 25° x 38° steel tray is 


Nebraska Retail Hardware Assn. Con- deep and narrow with round nose 







| 

vention, Feb. 12-14. Sessions and | for pouring. Sturdy hardwood 
exhibit at Omaha City Auditorium; frame. Appx. wt. 70 Ibs. 
hotel headquarters, Fontenelle 





Hotel, Omaha. C. A. McCoy, 325 | 
Insurance Bldg., Lincoln 8. | GENERAL PURPOSE 














New England Hardware Dealers Assn. | A general purpose barrow with 
Convention, Feb. 20-22. Sessions | large, one-piece steel tray. 
and hotel headquarters at Statler | Square front, extra wide tray per- 
Hotel, exhibit at hotel and First | mits side dumping. Tray size 
Corps Cadet Armory, Boston, Mass. 33” x 42”. Appx. wt. 80 Ibs. 


A. C. MacHardy, 185 Dartmouth St., 
Boston 16, Mass. 





CONTRACTOR’S BARROW 


For wet or dry bulky materials. 


New York State Retail Hardware 
Assn. Convention, Feb. 4-6. Sessions 
and hotel headquarters at Hotel Heavy gauge, deep-drawn, one- 
Statler; exhibit at Memorial Audi- piece steel tray 28 x 40 . Round 
torium, Buffalo. Nicholas H. Kiley, front for forward dumping. Heavy 

















Hills Bldg., Syracuse 2. duty channel iron legs. Appx. wt. 
70 Ibs. F24 
North Coast Retail Hardware Assn. 
Convention, Feb. 3-5. Hotel head- Ask Your Hardware Wholesaler for Complete Catalog Showing 
quarters New Washington Hotel, 


WHEELBARROWS FOR HOMES * FARMS * CONTRACTORS 





sessions and exhibit at Senator 
Auditorium, Seattle, Wash. Martin | 7 
W. Danko, Route 12, Box 109, Fife 
Sq., Tacoma, Wash. 









Al. ST NM G Co. LANSING, MICH. 


4ANCO MATERIAL HANDLING EQUIPMENT 


BOSTON, MASS. 








Ohio Hardware Assn. Convention, Feb. | 


11-13. Sessions and hotel headquar- MINNEAPOLIS, MINN. 
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ters at Hotel Cleveland, exhibit at 
Cleveland Public Auditorium, Cleve- 
land. John B. Conklin, 1540 W. Fifth 
Ave., Columbus 12. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6. Sessions 
and exhibit at State Fair Grounds; 
hotel headquarters Skirvin Hotel, 
Oklahoma City. Aaron Gritzmaker, 
512 Midwest Bldg., Oklahoma City. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 27- 
29. Hotel headquarters and sessions 
at Davenport Hotel, Spokane, Wash. 
J. Malcolm Smith, 210 Empire State 
Bldg., Spokane 1, Wash. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 19-21. Sessions 
and hotel headquarters at Lafayette 
Hotel, exhibit at Municipal Audi- 
torium, Long Beach, Calif. Otto H. 
Grigg, 1519 S. Garfield Ave., Los 
Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Jan. 
29-31. Sessions and exhibit at Con- 
vention Hall; hotel headquarters 
Penn Sherwood Hotel, Philadelphia. 
L. W. Jenness, 707-710, 1616 Walnut 
St., Philadelphia 3. 


South Dakota Retail Hardware Assn. 
Convention, March 19-21. Sessions 
and exhibit at Coliseum Auditorium, 
hotel headquarters Carpenter Hotel, 
Sioux Falls. H. T. Benson, 2108 S. 
Western Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Jan. 27-29. Sessions, ex- 
hibit and hotel headquarters at 
Hotel Chisca, Memphis. Morris 
Jones, P. O. Box 784, Nashville. 


Texas Wholesale Hardware Assn. 
and Texas Boosters Club Annual 
Convention, June 13-15, San An- 
tonio. Howard Weddington, 1327 
National City Bldg., Dallas 1. 


Texas Hardware & Implement Assn. 
Convention, Jan. 27-30. Sessions, ex- 
hibit and hotel headquarters at 
Shamrock Hilton, Houston. R. M. 
Souder, 1108 Gibraltar Life Bldg., 
Dallas 2. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 10-12. Ses- 
sions, exhibit and hotel headquar- 
ters at Herring Hotel, Amarillo, 
Texas. R. B. Allen, executive secre- 
tary, 1408 4th Ave., Canyon, Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12. Sessions, ex- 
hibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. T. 
Omohundro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 17-19. Sessions, exhibit 
and hotel headquarters at Daniel 
Boone Hotel, Charleston. James C. 
Fielding, 1628 McClung St., Char- 
leston 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 5-7. Sessions and 
exhibit at Milwaukee Auditorium- 
Arena, hotel headquarters—Schroe- 
der Hotel, Milwaukee. H. A. Lewis, 
Stevens Point. 





Well-Signed Side of Store Attracts Traffic 


“| AgDWARE co. 


HOUSE WARES =, 
a1ak \ 
TOOLS 
PAINTS 
rir SUPPLIES 
Su ‘SING 6 GOODS 


: 


i 
SEE SI ORO aR CR ie Ae ae 


A corner location is usually a good one for attracting traffic. Thiede-Mueller 
Hardware Co. in Fort Dodge, lowa, supplements that advantage with eye- 
catcher signs on the side wall. The firm's name runs along most of the side. 
One end of the green sign with black and white letters tops a directory of the 
firm's six main departments. 


PRBSCKE wi2R051 CO. 


A Division of Cline Electric Manufacturing Company 
1909 WEST DIVERSEY PARKWAY @ CHICAGO 14 
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SASH LOCK 


“a by NATIONAL LOCK 





With these Exceptional Sure-Fire Sales Features 


@ Positive 4-way closing action 
Provides all-weather protection 
Modern, smooth-line appearance 


Easy to operate .. . easy to install 


Reasonably priced 


Positive Closing in 4 Directions 






















EXCLUSIVE in action .. . IMPROVED 

in design .. . here’s your newest National T Lt PULLS SASH UP, DOWN 
Lock profit potential! This unique sash lock 

pulls sash up, down and together... with a AND TOGETHER! 


flick of the finger Smartly-styled square-tip 
handle turns full 180°. Wide pad eliminates 
“rocking.” Brass, Chrome and Dull Bronze 
finishes. Available “Select-a-Pak’d” for self- 
service selling or ‘““Contract-Pak’d” for con- 
venience of volume users. See your supplier. 


ee Eliminates Rattles 
KEEPS OUT WIND 

T ) RAIN AND DUST 
Sash Hardware Assortments 
Include Modern-Style Sash Lift 











Series 500 Assortments contain two dozen 
Locks, with matching Sash Lifts, in three 
popular finishes. Small investment required. 


THIS EFFECTIVE SELLING AID 


Colorful . . . compact. Use as a counter dis- 
play or as an action demonstrator in the 
field. FREE with each assortment. 









Write for Descriptive 
Information and Prices 


Nile), 7 .\ ae Role Giee)\ 7.1, bf 


Rockford, Illinois © Merchant Sales Division 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 115. 


(Continued from page 13) 


The 19 in. model has a Briggs & 
Stratton 134 hp 4 cycle engine. A 
234 hp engine of the same make 
is on the 22 in. model (illustrated). 
Both have recoil starters. Blair 
Mfg. Co. 


For more data circle No. 10 on postcard, p. 115 


Low cost electric chain saw 


This lightweight chain saw can 
handle timber up to 32 in. in dia- 
ameter. In addition, it can be car- 


ried into the tree for topping and 
limbing. The low cost unit operates 
on regular house current or gen- 
erator power. Porter-Cable Ma- 
chine Co. 

For more data circle No. 11 on postcard, p. 115 


Five modern 1957 fan models 


A 20 in. window fan (illus- 
trated) with thermostat control is 
a leader for 1957 of the Wind- 


112 


streamer line. Features include 
pushbutton controls, _ electrically 
reversible and 4 speeds. The same 
basic fan is available as a portable 
unit. An oscillating fan is another 
in the line. A 20 in. portable and 
a 20 in window fan are the new 


models in the company’s Polar 
club line. A. C. Gilbert Co. 


For more data circle No. 12 on postcard, p. 115 


Pruner head and pole saw 
Here is a combination tree prun- 


ing device. It is made up of a 
pruner head and pole with the 
blade attached to the head. The 
pruner handles small limbs while 
the saw cuts larger ones up to 5 
in. in diameter. The tool is for use 
with Seymour Smith 6 ft head 


pole, 6 ft extension pole and the 
unjointed pole. Lists at $7.95 Sey- 
mour Smith & Son, Ince. 

For more data circle No. 13 on postcard, p. 115 


Self-priming portable pump 


This electrically driven close 
coupled pump is the latest addition 


to the Barnes line of self-priming 
centrifugal pumps. Close-Coupled 
Model 1MAE is direct connected 
to a 1/3 hp motor and discharges 
1440 gph at 24 ft head. Unit is for 
portable use of permanent pit in- 
stallation. Barnes Mfg. Co. 


For more data circle No. 14 on postcard, p. 115 


Fishing rod line for 1957 


Fishermen and women will be 
customers for this restyled line of 
fishing rods for 1957. The line in- 
cludes 163 fresh water and salt 
water rods from $3.95 to $60. 
Spiral windings and a white lacquer 


butt sheath are on every rod. A 
display stand is offered with the 
purchase of 20 rods at $125 dealer 
cost. A free 16 page catalog is also 
offered. True Temper Corp. 

For more data circle No. 15 on postcard, p. 115 


Pantryware decoration design 


Parmeco pantryware is now 
available with a dapper bird dec- 
oration in pastel colors. The Perky 
Partners design will be on the com- 
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Green Thum, has more to offer you 


- can we ger 
—_ ft pu? 
part yen : wired 
oper ste Ree 

} ret Garde® 


J > 
and Rose CO 





orte i: 

Many Plant { = ; 
“ 
» of — Bs: 


— 


1 NEWSPAPER ADVERTISING IN SUNDAY 
GARDEN PAGES: More of your customers see and 
read home and garden information in the special 
sections of their Sunday newspapers than anywhere 
else. This Spring, Green Thumb lawn and garden 
tools will be advertised steadily, continually and ex- 
clusively in the Sunday newspapers — in 58 cities 
— to over 40 million men and women readers. 





























2 NEW GREEN THUMB TOOL ISLAND: Enables 
you to make a complete self-service offering of 
matched Green Thumb lawn and garden tools (6 doz. 
items, 24 patterns) in only 214x4 ft. of space. 
Mobile; rolls tools “up front” when season is active 
— indoors or out. Tools, as shown, are a balanced 
stock containing only the most popular standard 
patterns. Order now. You will make more than $50 
profit on your first turn. 








13.19 
Floral Shovel 
for *1.00 


TO KEEP HARDWARE DEALERS UP-TO-DATE ON 
NEW PROFIT OPPORTUNITIES, we frequently distribute 
samples of new and especially attractive tools. This new 
TIE-IN “‘SPOT’’ DISPLAY: A big percentage No. FSL floral shovel is a dandy. If you have not yet seen 
of America’s hardware dealers own and use this or ordered one, mail in your dollar. We'll send a sample 
famous fan-type display rack. Union backs up the prepaid, for examination and resale at 219% profit. 
hardware dealer (1) By featuring this rack in all 
Green Thumb national advertising, (2) By design- THE UNION FORK & HOE COMPANY 
ing the new Green Thumb Tool Island with the same wor Denman Avene, Coemnes 18, Gite 


colors and basic display. Price $9.00, delivered. 














> alignment and door warpage. The 

W H A T hs NE W a » unit has an aluminum case and 
we | provides 15 lb of magnetic attrac- 

tion. Available in envelope or bulk 
pack. Engineered Products Co. 
plete line made up of 14 pieces. For more data circle No. 20 on postcard, p. 115 
This includes such items as the Aga 
Roll-Top bread box and King Size 





Slip-off fish stringer 


This fish stringer is made up of 
6 ft of 300 lb test line with a slip 
ring to lock the fish. The cord will 





another feature. A lower priced, 
modified model of this saw is avail- 
able with a float carburetor. Lan- 
caster Pump & Mfg. Co., Ine. 


For more data circle No. 18 on postcard, p. 115 


Modern fireplace equipment 


in ai 


Fireplace owners with modern 


waste basket. Parker Metal Deco- : 
tastes will be customers for this 


rating Co. 


For more data circle No. 16 on postcard, p. 115 


me : not pull out of the aluminum needle. 

Concrete patching material Steg sf “seat ag This Ideal stringer will not rot, rust 

bel € Ps or fray and comes in assorted 

colors. Packed 1 doz to a display. 
Ideal Fishing Float Co., Ine. 


For more data circle No. 21 on postcard, p. 115 


Latex Concrete Repair and Top- 
ping will adhere to metal, wood, 
stone and glass as well as to con- 
crete and masonry. This latex 
cement can be applied in light or 
heavy coats. No surface prepara- 
tion is needed before applying this , 
non-chipping, self curing material. ~ Here is a completely redesigned 
Two kit sizes are available. Each | line of Androck food strainers. 

contemporary collection of hearth Principal feature of the line is 
furnishings. Six designs are of- 

fered in three dimensional effects 

of combined solid brass and cast 

iron. Bennett-lIreland, Inc. 


Tapered food strainer line 


For more data circle No. 19 on postcard, p. 115 
“O8 St etme ¢ Ome wert 
Ce rome ame aca PPE 
OF wesome 


Chipping > Versatile magnetic catch 


Seif << wrong ; 


Concerts Color nh This catch can be used in a va- 

(arte comcestt commune <— riety of installations and applica- 
‘? West tom © . r . . . 

— | tions. Horizontal and vertical float- 

ing action helps overcome mis- 


Seo 


includes a trowel. Comes in con- 
crete color and red, brown and 
green. Camp Co., Inc. 


For more data circle No. 17 on postcard, p. 115 


tapered, conical shaped wire mesh 
bowls. All standard sizes from 2% 
in. to 8 in. diameter also have nar- 
row rims. Washburn Co. 
For more data circle No. 22 on postcard, p. 115 
Direct drive chain saw 

The Log Jiffy is a compact, direct 
drive chain saw with professional r 
features at a moderate price. The y i ; Here is a heavy-duty hinge for 
well-balanced unit has an improved | = & 4 , outside doors where there is severe 
fuel pump and diaphragm carbure- ~s » | strain on hinges. The hinge is 5 x 
tor. An automatic recoil starter is . (Continued on page 118) 


Wrought steel door hinge 
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use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 






































FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 






























































POSTAGE Witt BE PAID BY 


Please use this P. O. HARDWARE AGE 


Box Address for Quick Post Office Box 60 


Check Cards Only NEW YORK 14,1. ¥. 





Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 1/17/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 ee a: 
i Fe Be a a: a Bee ae ee ae ee ae 
ee ee ee ee ee ee ee ee 
Se ae 6 OllUlU OU i a a a 
61 eS 2 82 &@ 8&6 @& & & KX 73 
a ee ae: ee oa 82 83 84 85 88 
91 22 93 








FIRM ADDRESS 
CITY or TOWN 






























































Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 


Please send me further information on the WHAT'S NEW items, code numbers ‘| 
for which | have circled below. : 
: 

| 

| 


A big help for busy deal- 
ers. Use this card for free 
information on new prod- 
ucts described in this issue. 


Lif 3s 5 66 a a ee | 
B28 2 20 (21 S26 2 Be 2s 
nm: @ 35-36 40 41 42 43 44 45 
46 47 48 50 «51 55 56 57 58 59 60 . 
61 62 63 65 66 70 «7? 73 74 . 
BF = , 
mn @ 2 100 101 | 








FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y 





BUSINESS REPLY CARO] 


No postage necessary if mailed in the United States 
















































































POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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WORLD LEADERS IN RODS & REELS” 








WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 115. 


(Continued from page 114) 


4% in. and fits doors, wood or 
metal, 134 to 2%4 thick. Two 
models are available. One has an 
anchor plate extending from jamb 
and door leaf. The other has an 


anchor plate on the jamb leaf only. 
Both are made in right and left 
hand types. McKinney Mfg. Co. 


For more data circle No. 23 on postcard, p. 115 


Machine screw enchor 


Here is an improved machine 
screw anchor, the Rawl Calk-In. 
This sleeve is cast of Rawloy, an 
alloy with lead. It is soft enough 
for complete caulking and hard 


enough for good holding power. 
Rawlpiug Co. 


For more data circle No. 24 on postcard, p. 115 


Two low priced window fans 


The 1957 line of Signal fans in- 
cludes two low priced window fans. 


118 


One is an exhaust fan with 3-speed 
control and expandable window 
panels. Lists at $39.95. The second 
is similar to this but is electrically 
reversible. Lists for $49.95. King- 
Seeley Corp. 

For more data circle No. 25 on postcard, p. 115 


Submergible pump strainer 


Here is a strainer to prevent 
sand from reaching the working 


parts of a submergible pump. The 
strainer features all brass con- 
struction. It slips over the pump 
and motor assembly and attaches 
at the top. Clayton Mark & Co. 


For more data circle No. 26 on postcard, p. 115 


Whistling engine toy 

Parents of younger children will 
be customers for this colorful 
whistling engine (illustrated). 
Pumping action causes the repeat- 
ing whistle sound that will attract 
the youngsters. A pull toy dog 
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TORO 


. 
Authorized Distributors 
Alabama: McGowin-Lyons Hdwe. Co., Mobile; 
Kilgore McRee Co., Birmingham. Arizona: Shaws 
Arizona Toro Co., Phoenix. Arkansas: Choctaw 
inc., Memphis, Tenn.; Harry Cooper Supply, 
Springfield, Mo.; Gustine Sales and Service, 
Shreveport, La. California: Pacific Toro Co., Los 
Angeles; Calif. Toro Co., San Francisco; Valley 
Toro Sales Co., Fresno. Colorado: Colo. Toro Co., 
Colo. Springs; Colorado Toro Co., Denver; Salt 
Lake Hardware Co., Salt Lake City, Utah. Con- 
necticut: Toro Equipt. Co., White Plains, N. Y.; 
Bronson-Townsend Co., New Haven; Bay Toro 
Distrs., Providence, R. |. Delaware: Philadeiphia 
Toro Co., Philadelphia, Pa.; Baltimore Toro, Bal- 
timore, Md. District of Columbia: Nat'l. Capitol 
Toro, Silver Spring, Md. Florida: Zaun Equipt. 
Co., Jacksonville; Hector Supply Co., Miami; 
McGowin- Lyons Hdwe. Co., Mobile, Ala. Geor ~. 
Toro Turf Equipt. Co., Atlanta; Zaun Equipt. 
Jacksonville, Fila. idaho: Washington Turf rr 
Toro Co., ‘Seattle, Wash.; Salt Lake Hdwe. 
Co., Salt Lake City, Utah. Illinois: George A. 
Davis iInc., Chicago; Meisel Dist. Co., St. Louis, 
Mo.; Tri-State Toro Co., Davenport, lowa; 
ty a Equipt. Co., Decatur; Heldt Mon- 
roe Co., Evansville, Ind.; Drake Scruggs Equip- 
ment Co., Springfield. Indiana: George A. Davis 
inc., Chicago, ilil.; Heldt Monroe Co., Evansville; 
A. H. Heine Co., Fort Wayne; Kenney Mach. Co. 
indianapolis; B. K. Cohee Co., Montgomery, 
Ohio; Bunton Seed Co., Louisville, Ky. lowa: Tri- 
State Toro Co., Davenport; Z. W. Credle Co., 
Omaha, Neb. Kansas: Turf Equipt. Co., Inc., Kan- 
sas City, Mo. Kentucky: Wilson Impi. Co., Inc., 
Lexington; B. K. Cohee, Montgomery, Ohio; Heldt 
Monroe Co., Evansville, ind.; Bunton Seed Co., 
Louisville, Ky.; Van Zandt Supply Co., Hunting- 
ton, W. Va. Louisiana: Whalen Toro Co., New 
Orleans; Gustine Sales and Service Co., Shreve- 
ort. Maine: Philip R. Yerxa, South Portiand. 
aryland: Baltimore Toro Co., Balt.; Nat'l. Cap- 
itol Toro, Silver Spring. Massachusetts: Spring- 
field Toro Co., Agawam; The Clapper Co., West 
Newton. Michigan: R. L. Ryerson Co., Milwaukee, 
Wis.; C. E. Anderson Co., Royal Oak; Spartan 
Distrs., Sparta. Minnesota: Minnesota Toro inc., 
Mpls. Mississippi: Choctaw, inc., Memphis, 
Tenn.; McGowin-Lyons Hdwe. Co., Mobile, Ala.; 
Whalen Toro Co., New Orleans, La. Missouri: 
Meisel Dist. Co., St. Louis; Turf. Equipt. Co., 
Kansas City 2; Harry Cooper Supply, Springfield 
Montana: Montana Toro Sales Ce., Billings; Mar 
ions, Kalispell; Salt Lake Hdwe. Co., Salt Lake 
City, Utah. Nebraska: Z. W. Credie, Omaha. Ne- 
vada: Salt Lake Hdwe. Co., Salt Lake City, Utah; 
Calif. Toro Co., San Francisco, Cal. New Hamp- 
shire: The Clapper Co., West Newton, Mass. 
New Jersey: Toro Equipt. Co., White Plains, N. 
Y.; Phila. Toro Co., Phila., Pa. New Mexico: The 
Myers Co., Roswell; Colorado Toro Co., Denver, 
Colo.; Salt Lake Hdwe. Co., Salt Lake City, Utah. 
New York: Eaton Equipt. Co., Hamburg; Hudson 
Toro Sales Co., Latham; Chas. E. Lennon & Sons, 
Liberty; Haverstick Toro Sales Corp., Rochester; 
James H. Lynch, Southampton; Golf & Tractor 
Equipt. Corp., Syracuse; Toro Equipt. Co., Inc., 
White Plains. North Carolina: E. J. Smith & Sons 
Co., Charlotte. Nerth Dakota: Minn. Toro Inc., 
Mpis., Minn. Ohio: Ohio Toro Co., Cleveland; 
Woodin Sales Co., Columbus; R. L. Shane Co., 
Dayton; B. K. Cohee Co., Montgomery; Recht Sup- 
ply Co., Toledo; Van Zandt Supply Co., Hunting- 
ton, W. Va. Oklahoma: Bob Dunning- Jones, Inc., 
Tulsa. Oregon: Western Golf Course Supply Co., 
Portiand; Salt Lake Hdwe. Co., Salt Lake City, 
Utah. Pennsylvania: Eaton Equipt. Co., Hamburg, 
N. Y.; Chas. E. Lennon & Son, Liberty, N. Y.; 
Philadelphia Toro Co., Phila.; Penn Toro, Inc., 
Pittsburgh; Haverstick Toro Sales & Service, Ro- 
chester, N. Y. Rhode Island: Bay Toro Distrs., 
inc., Providence. South Carolina: E. J. Smith & 
Sons, Charlotte, N. C. South Dakota: Z. W. Cre- 
die, Omaha, Neb.; Wyoming Toro Co., Sheridan, 
Wyo.; Minn. Toro Inc., Mpis., Minn. Tennessee: 
Williams Equipt. Co., Chattanooga, Tenn.; Turf & 
Toro, Knoxville; Choctaw Inc., Memphis: Kil- 
gore McRee Co., Birmingham, Ala. Texas: Gold- 
thwaites Texas Toro Co., Dallas; The Myers Co., 
El Paso; Goldthwaites Texas Toro Co., Fort Worth; 
Goldthwaites Texas Toro Co., Houston; Gustine 
Sales and Service, Shreveport, La. Utah: Sait 
Lake Hdwe. Co., Salt Lake City. Vermont: Spring- 
field Toro Co., Agawam, Mass. Virginia: Sydnor 
Pump & Well Co., Richmond; Nat'l. Capitol Toro 
Co., Silver Spring, Md. Washington: Western 
Golf Course Supply Co., Portland, Ore.; Washing- 
ton Turf & Toro, Seattle; Washington Turf & Toro, 
Spokane. West Virginia: Penn Toro, Inc., Pitts- 
burgh, Pa.; Nat’! Capitol Tord, Silver ‘Spring, 
Md.; Sydnor Pump & Well Co., Richmond; 
Van Zandt Supply Co., Huntington, W. Va. 
Wisconsin: Tri-State Toro Co., Davenport, lowa; 
R. L. Ryerson Co., Milwaukee; Minnesota Toro 
Inc., Mpls., Minn. ‘Wyoming: Colorado Toro Co., 
Denver, Colo.; Salt Lake Hdwe. Co., Salt Lake 
City, Utah; Wyoming Toro Co., Sheridan. CANADA 
Alberta: Burge ss Bldg. & Plumbing Supplies, 
Ltd., Calgary. British Columbia: Willard Equipt. 
Co., Vancouver. Manitoba: Consolidated Indus- 
tries, Ltd., Winnipeg. Nova Scotia: Halifax Seed 
Co., Halifax. Ontario: F. Maniey & Sons, Ltd., 
Toronto. Quebec: Agri Tech, Inc., Longueil. 
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18-inch Jig Saw 





Band Saw 


4-inch Belt Sander 


12-inch 
Drill Press 


*1292",..the best you can sell 





Professional quality—that’s what sells Toro 
Home Power Tools like this rugged, precision- 
engineered 8-inch Deluxe Tilt-Arbor Saw. And to 
make handling and selling even easier, Toro gives 
you: 

1. Orderly distribution through franchised dis- 
tributors (listed on opposite page). 2. Authorized 
dealerships. 3. Toro Time Payment Plan. 4. Toro 
100-day Dealer Dating Plan. 5. National adver- 
tising in Life. 6. Co-op local advertising. 7. Full- 


color consumer literature. 8. Point-of-sale display 
material. 9. Electric motor program. 10. Sales lead 
follow-through on national advertising inquiries. 
11. Prepaid freight. 


Authorized dealers are now being selected. Write 
or call the distributor nearest you. Sell the best 
you can sell... now! 


*Suggested retail selling price, higher in the West and 
Canada, subject to change. Table extensions and stand extra. 





TORO 
—anmniaapeoein 


TORO MANUFACTURING CORPORATION, 3031 SNELLING AVE. SO., MINNEAPOLIS 6, MINNESOTA 
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TURNBUCKLES 
Sel, Sernéce 
ASSORTMENT 
DISPLAYS 


make easy 
Sales for 


TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
ond styles. Attractive 14” x 6” all 
metal display panel in 3 coiors. Unit 
packed for shipment. A complete line 
of open stock Turnbuckles available. 





EYE BOLT ASSORTMENT 


Ten each of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal display panel in 
3 colors. Unit packed for shipment. 
Open stock Eye Bolts available in 8 
thread sizes. 


T 
ASSORTMENT 


Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” 
all metal display panel in 3 colors. 
Unit packed for shipment. U-Boits also 
ovoilable from open stock. 











LAG THREAD 
EYE BOLT ASSORTMENT 


80 bright zinc plated lag Thread 
Eye Bolts in 6 popular selling sizes. 
Packed for shipment with durable, 
colorful 14” x 6” display panel, 
Available in open stock. 


ORDER FROM YOUR WHOLESALER 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 115. 


called Wiggly Woofer is also avail- 
able from this company. Fisher- 
Price Toys. 


For more data circle No. 27 on postcard, p. 115 


Low cost shallow well pumps 


The low cost Century-Deluge 
series 4300 pumps are available as 
complete jet water systems. One 
size offered is a 1/3 hp with capaci- 
ties from 204 to 740 gph. The other 
size is % hp with capacities from 


416 to 875 gph. Pressure tanks 
come in 6, 10 or 25 gal sizes. The 
pumps can be purchased separately 
for use with larger vertical tank 
systems. A. Y. McDonald Mfg. Ce. 


For more data circle No. 28 on postcard, p. 115 


Three all-purpose fans 


The three models in the 1957 
Berns line of Deluxe all purpose 


automatic thermostat. Two models 
are electrically reversible and one is 
manually reversible. The manual 
unit is a 20 in. fan. The others 
are a 20 in. and a 22 in. Berns Air 
King Corp. 


For more data circle No. 29 on postcard, p. 115 


Lawn seed, southern blend 


This grass seed blend has been 
specially developed for use in the 


South and Southwest. Earth Carpet 
Southblend contains turf grasses 
adapted to conditions in these areas. 
L. Teweles Seed Co. 


For more data circle No. 30 on postcard, p. 115 


Fresh water combination rod 


Fishing fans will be customers 
for this fresh water combination 





“One good turn (buckle) deserves another” fans have pushbutton control and 
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Cash In on an unbeatable combination... 
sell STAR Blades and Frames... 
the Brand that always Sells Better! 


Built for quality — priced for sales! Star frames 
feature patented Cam-Action “Lever-Lock” 

for easy :astant blade change and adjustable for 
either 10” or 12” blades, solid one-piece 

steel backbone — most rigid construction ever. ' 
Moulded handles are formed around steel back — 
for durability, perfect balance. Attractive colors 
make them. real front-and-center sellers! 






Nos. 10215 











Ste om 





# ¢: STAR wie con 8 


¥ 


No. 10— Green molded handle. Almost indestruc- Long a favorite with mechanics, this gunmetal 
tible. Shaped for comfort. Patented Lever-Lock finish adjustable pistol-grip frame with lever for 


positions, tensions blades automatically. No. 15 — lock blade features extra easy blade change. 
Red molded handle, chrome-plate finish. Same 


features as No. 10. 



















SELL THE BLADES 
WITH UNIFORM QUALITY AND SERVICE 
STAR SPECIAL FLEXIBLE... Tough, durable, low in cost 
. the ideal economy blade, for general utility purposes. 
STAR “MOLY” HIGH-SPEED STEEL... For years, America’s 


: , STAR ‘’Flex-Pak’’® 
preferred premium-quality blade. Extremely long life te Lip aca 


























outlasts standard blades 10-to-1. 
Trade up your customers to Star 
“Molyfiex”™ blades . . . at four STAR “‘Molyfiex’’® 
““POPULAR MECHANICS” fall window promotion times the —o profit ! = = Assortment No. 166 
asd : ‘ : ail t t : 
If you’re participating in this exciting promo- ace a ands ns onatinnoal Hailed by dealers as the perfect 
il be vl A tn be thet Star ie. ¢ y y trade-up” assortment! Gets you 4 
Sat, Pee oe eeeen Se nee a watch the profits stack up! Con- times the profit . . . plus higher cus- 
You’ll want to feature Star and Clemson prod- tains 20 “Molyflex” High-Speed tomer satisfaction. With 10 blades 
ucts in your window...to get full benefit. Order and 80 unbreakable Special  — 40” assorted 18 and 24 tooth. 
now —the demand will be terrific! Flexible blades. 
Sold Only Through Recognized Distributors STAR Special Flexible Miitnecons STAN EIFS 
Assortment No. 45 et ere cal e 
CLEMSON BROS.., Inc. Popular fast-selling all-purpose “sua —_— ) 
Middletown, New York, U.S.A. assortment. With eye-catching ox! eae 
Makers of Hand and Power Hacksaw Blades, Frames, Metal and Wood 2-color display card. ee anna J 
Cutting Band Saw Blades and Clemson Hand and Power Lawn Mowers 
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WING NUTS 


~, lle cast of 


1 for highest quality 
at lowest cost! 


IN BULK, 
BOXED and 
attractive 
counter 
display 
assortments 


Your customers 

want quality plus econ- 

omy! You want fast turnover plus 
profits! Gries die cast zinc alloy 
wing nuts and cap nuts are the 
answer. Non-ferrous, rustproof, cor- 
rosion-resistant, with clean threads 
and attractive bright finish. Their low 
cost to you means extra profits! 


Write today for samples, prices 
and catalog sheets. 


RR. 


GRIES REPRODUCER CORP. 


161 Beechwood Ave., New Rochelle, 
Telephone: NEw Rochelle 3-8600 


World's Foremost 
Producer of 
Small Die Castings 


N. Y. 
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@ For more information 
on these products and 
services use free post 
card on page 115. 


rod. It can be assembled into sev- 
eral different fresh water rods 
ranging from a 3% ft bait casting 
rod to a 9 ft medium trout fly. 
There are six joints of split bam- 
boo, tonkin cane. Sewell N. Dunn & 
Son, Inc. 


For more data circle No. 31 on postcard, p. 115 


Small parts storage cabinet 
This 112 drawer cabinet has 
been added to the E-Z Find Full 
Vue line of storage units. The clear 
plastic drawers hold hundreds of 


small parts. The cabinets are use- 
ful wherever small items are stored 
or displayed. They come in nine 
models ranging from 12 to 112 
drawers. Akro-Miis, Inc. 


For more data circle No. 32 on postcard, p. 115 


Specially priced clock-radio 
This special clock-radio retails 
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(Continued on page 126) 
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Non-rusting 
ALUMINUM 


for COMBINATION 
- SCREEN DOORS 


For narrow rail doors — from 
Ya" to 1Ve" thick. 


Only two holes required to 
install, 


All exposed parts are non- 
rusting aluminum — _ knob, 
lever handle, ferrule, escut- 
cheon, and strike. 


Slide lock on inside. 


Locks in non-latching position 
so door can be opened with- 
out turning handle. 


Easy to install — reversible. 
Order now from your jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





1957 


“Red Tang” 
AMERICAN PATTERN 
FILES and RASPS 





SIMONDS 


has a Complete Line 
of “Red Tang” Files! 


Simonds now offers you all types of files in the Right Length, Umorican Swiss 





the Right Shape and the Right Cut for every filing job. What’s _—" wer fe So. ser 
more, Simonds Files are Grade A. First Quality only . . . backed | 

by Simonds reputation for outstanding quality, dependability 

and service. 


SIMONDS 


| SAW AND STEEL CO. For Fast Service 
— Complete Stocks 
FITCHBURG, MASS Call your 
SIMONDS 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon [PAAbo A eal aTe 1 Be 35i = 7213") 
Canadian Factory in Montreal, Que. DISTRIBUTOR 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. 
Heller Tool Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 
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MAKE '57 


YOUR BIGGEST PROFIT 


WHEN BUYERS WANT INDIVIDUAL TOOLS YOU PROFIT! 





Delta Homecraft Delta Homecraft 
10” Band Saw 11” Drill Press 





Delta Homecraft Delta Homecraft 
4” Jointer 16” Scroll Saw 


Delta Homecraft Delta Homecraft Delta Homecraft 
Saw-Jointer 11” Wood Lathe Shaper 


AND YOU PROFIT WHEN BUYERS WANT ALL-PURPOSE COMBINATION TOOLS! 


Ew! 
Bj 
DELTAeae’ etter 


famous . 7 
all-in. 
aie oe 











YEAR—WITH DELTA! 


DELTA’S COMPLETE LINE GIVES YOU MORE 
CHANCES TO MAKE MORE PROFITS! 





DELTA gives you the right tools for every power tool prospect! 


There’s no need to lose sales because you don’t advantage of a complete line of sales-building, profit- 
have the tools your prospects want. Delta gives you making accessories—plus the complete library of Del- 
the world’s most complete line of individual tools tacraft How-to-Do-It Books. Any way you look at it, 
for every workshop need—and Delta also gives you DELTA IS THE PROFIT LINE FOR YOU be- 
the world’s most complete line of all-purpose combina- cause you profit every way—from tools, from accesso- 
tion tools for the man who wants an all-in-one ries,from books,from the hardwareand many othersup- 
workshop: And only Delta gives you the added plies your customers buy when they use power tools. 








DELTA gives you sales-making customer preference! 


Consistent national advertising—backed by unsur- 
passed quality—-have made DELTA the best known, 
most wanted, easiest-to-sell power tools in America! 
Hard hitting national ads continue to pre-sell your 
prospects—and Delta gives you every merchandising 
and point-of-sale selling help you need to channel 
this selling power into your store! 


DELTA gives you a quick, easy, sales-clinching credit plan! 





QUICK AND EASY FOR BUYERS! Delta Budget 
Plan is designed to clinch sales fast by making it easy NATIONAL 


for customers to buy. As little as 10% down—as long 
as 24 months to pay. ‘DELTA 


T 
QUICK AND EASY FOR YOU! There’s a minimum oe 
of red tape in the Delta Budget Plan. You make credit 
dex . on the spot, and get your money right away. 


SSSSHSSSSHSSSSSSFSSSSFSSSSSSS 


ay [) 3 @)° a tk 1 @1@) 4a a eee > Delta Power Tool Division, Rockwell Manufacturing Co. 
' ; 680A N. Lexington Ave., Pittsburgh 8, Pa. 
hy Delta Can Be Your Big Profit Line” 


[_] Please send new booklet: “Why Delta Can Be Your Big Profit Line.” 
, j 
...and make '57 the biggest aetellma tool profit FOr yee history! [| Please send names of Delta Hardware Wholesalers nearest me. 


[] Please send complete information on Delta Budget Plan. 


Name ss Title 





Company. 


Address 
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City County 
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| NOW! You and your customers 


SAVE TIME, SAVE MONEY 
on every j0. 


H-W single-unit hardware POLLY-PAKS! 


Again! H-W brings you and your customers 
new convenience with time-saving hardware 
POLLY-PAKS. 


With these new, sturdy visible plastic bags, 
customers take to their jobs the exact hard- 
ware units they’re installing, complete with 
the right size and the right quantity of 
needed screws. All components are together; 
the annoyance caused by lost or missing 
parts is forever ended. 


There’s eye appeal and sales appeal in H-W 
individual POLLY-PAK bags; merchandise 
is always clean and bright—“factory-fresh,” * 
free from scuffs. 


YOU, TOO, will find H-W single-unit hard- 
ware POLLY-PAKS a wonderful way to 
store, protect and handle your stock; they 
enable you to supply the exact quantity of 
any wanted item without counting out 
needed screws; they help you, too, to prevent 
loss, misplacement, pilfe ‘age; ease storage 
and inventory work. 

Remember H-W hardware POLLY-PAKS, 
with matched screws, COST NO MORE 
than old-fashioned packing; have added 
sales-appeal that adds up to extra profits. 
Write, wire, or ’phone order—TODAY. 


HALL-WESSEL CO. 
919-931 N. 5th St., Philadelphia 23, Pa. 


In Canada: Geo. $. Hall Co., 25 Grenville $t., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 





HAE-HW-171-57 


FLAN (2 ssel oH aS 4 


Hardware Specialties 
worth asking for by name 





WHAT'S NEW 














@® For more infomation 
on these products and 
services use free post 
card on page 115. 


(Continued from page 122) 


for $19.95 in most areas. The 3-tube 
radio has a built in antenna and a 
Dynapower speaker. The clock is 
self winding and self regulating 
with a wake-up-to-music control. 
Cabinet is canary yellow. General 
Electric Co. 


For more data circle No. 33 on postcard, p. 115 


Fiber glass bow series 

Archery fans will be interested 
in this 1957 line of popular priced 
fiber glass bows. Bows range from 
4 ft to 5 ft 6 in. in length. Prices 


are from $4.95 to $14.95. Also 
available in archery sets with 
prices ranging from $5.95 to 
$22.95. Ben Pearson, Inc. 

For more data circle No. 34 on postcard, p. 115 


Shallow well pumping unit 

Here is a complete packaged shal- 
low well pumping unit (illustrated) 
for farm or home use. Main fea- 





$D15—“What’s New in PROTO.” 
2’ x 4 perforated panel. 
: errr * Designed for flexibility in 
ey Lote sore yt RE , displaying new items. 
: [9 iii. efgeeee se 2.2 \\ Stimulates impulse-buying. 
ati New i . 7 PROTO og siiitteesseorrss: 3% 3: § \\ Easily re-arranged for 
: : :: § \\current promotions. 
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How to Win Customers 
and Influence Sales! 


Pea, It’s Easy—Let PROTO Tools 


ae Sell Themselves 
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Sales automatically skyrocket when you use 
pre-tested PROTO displays! Install the latest 
PROTO profit-maker...the “What’s New in 
PROTO?” perforated panel. This eye-catcher pow- 
erfully presents and SELLS the newest in the 
PROTO line! Place it anywhere to stop traffic 

. bring customer and product together. They'll 
buy ’em! 





$D4 “Rotomat Tooimart” 
counter type. Also, 
floor-type (SD4S). 
Eye-catching, self-service 


display of “heart of the 
The new “Pullermart” features drawings and line” tools for fast 


parts showing how dozens of puller set-ups can be Z “| af ce A turnover. 
made from just a few PROTO parts! Watch puller pee! a 
parts sales go up! 








And remember! . . . the famous PROTO “Roto- 
mat Toolmart” that rotates...and SELLS 174 
popular types and sizes of PROTO tools for you! 
Smaller PROTO “Turnomat Toolmart” SELLS 
94 types and sizes of fast-moving tools! 


PROTO TOOLS 


2221 Santa Fe Ave., 





Los Angeles 54, Calif. 
Eastern Warehouse and Factory, 
Jamestown, N. Y. 

Canadian Factory, London, Ont. 


PROTO-TOOLS 


PROTO means Ul TOols L5| 
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SD6 “Pullermart.” 

A complete puller 
department — diagrams 
show assemblies possible. 





30 gal tank. Also comes as a basic 
td ot P| ’ died rf fa A pump system for lifts up to 25 ft. 
Capacity 1050 gph. A prime flow 
water system to fill most deep well 
@ For more information needs is another unit available 

on these products and from this firm. Goulds Pumps, Inc. 


services use free post For more data circle No. 35 on postcard, p. 115 
card on page 115. 





Three hand saw specials 
ture of this unit is its self priming Number one item of these Hard- GE ERE RS 
design. It will give good capacities ware Week specials is the Town he Bey fe Rig |e 

a ~ fn 


up to 25 ft suction lift. Comes with and Country hand saw in the 26 ner 


a 1/3 or % hp motor on a 12 or _ in. 8 pt cross cut pattern with plas- ; _, Thy & 





tic handle, retails at $3.98. The 
Home’n Shop saw mill will retail 
at $5.98. Available in 26 in., 8 
and 10 pts. Third special is the 
Home’n Garden saw set, including 
a combination compass blade and 
double edged pruning blade, at 
$3.95. Henry Disston Div., H. K. 
Porter Co. 
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Colored bathroom accessories 


Color harmony is the keynote of 
the Vitriac line of Chrome-on- 
Color bathroom accessories. Seven 
pastel shades plus black and white 
are available. The tumbler, paper 
and soap holders and soap holder 
with grab bar are all recess mount- 
ings. All extensions are chrome 
plated. Comes in sets of four, or 
individually. Standard Steel Cabi- 


net Co. 
For more data circle No. 37 on postcard, p. 115 











Transistor pocket radio 


Here is a six transistor radio set 
about the size of a pocket novel 
that weighs 1 lb. The battery op- 
erated portable has an unbreakable 
plastic cabinet of modern design. 

+ Earphone accessory available. Radio 
eas ea | retails at $59.95. Two other tran- 
a es 3 Fe | sistor radios, not shown, are also 





Your Dearborn representative is on 
his way now to show you and tell 
you all about the completely 

new line of Dearborn air coolers for 
1957. Watch for him . . . he’s got 

a “‘story”’ you’ll want to see and hear. 








—Dellan-wi 7 DEARBORN STOVE 
unse,.. US COMPANY 


® 1700 W. Commerce 
Dallas, Texas 
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Write today for details on a 


PROVEN PROMOTION THAT’S A REAL MONEY-MAKER 


CHICOPEE MILLS. In CH | CO PEE 


CHICOPEE MIL FIBERGLAS 
47 Worth Street, 
a SCREENING 


*T. M.O.C. F. Corp. 


Your customers get the 
second dollar’s worth free. 


They send the coupons to 
Chicopee ... You get the profits! 


For further information, write to 











Boost steel wool sales with the new, modern line! 


Space-saving display packages 
that stack better . . . sell themselves! 


NEW! DO-IT-YOURSELF 
‘ ASSORTMENT |) 4m 

Six large pads (2 fine, |i « 
2 medium, 2 coarse) in one package! 4 “Sp ay 
Only pack of its kind in the field! Ties in with XN po- F rourselr 


EL WOOL PADS 
the ‘‘do-it-yourself’’ sales boom. Holds the & | ™ 
right grade wool for any job — an easy sale! 


16 FOLD-OVER PADS / 
The “back-to- back" pack NEW: 
you display in half the 

space of an ordinary jinary package! 

A 16-pad package on a shelf-frontage of 


only 73%"! Sells itself when displayed with 
brand name toward aisle! Grades 0000 to 3. 


ALSO AVAILABLE IN 1 POUND ROLLS. 


ORDER FROM YOUR JOBBER or write CLEANSER PRODUCTS, 
A Division of The $.0.S. Company, 7123 W. 65th St., Chicago, 38, Ill. 








Se 


]_ SCREWS - BOLTS - NUTS 


A GREAT NEW 
STORAGE IDEA! 


This DraweRack storage system is fops with the customers! 
Holds five standard “STOCK your SHOP” boxes, can be 
fastened to the wall either horizontally or vertically, or 
will stack without slipping. “STOCK your SHOP” is a 
new idea that offers you faster sales, larger sales, and 
greater profit than ever before in the selling of screws, 
bolts, and nuts. 


A GREAT NEW MERCHANDISER! 


Revolving wire rack takes minimum counter 
space, displays all 40 selections of most- 
wanted types and sizes. Customer simply 
PER BOX | — pulls out bottom box from stack of desired 
= item. Easily restocked. Generous quantity in 
every box (Example: 114 x 8 Zinc Plated 
Flat Head Steel Wood Screws — quantity 
per box, 51). 


40 SIZES For information, write... 


5 TYPES 
ELCO TOOL & SCREW CORP. 


1800 Broadway, Rockford, Ill. 





WHAT'S NEW 


available. These larger models list 
for $69.95 and $79.95. Arvin In- 
dustries, Inc. 
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Deluxe and economy fan lines 


Markel is introducing a Deluxe 
20 in. line and an economy line for 
1957. The Deluxe line has an en- 
closed motor that carries a 10 year 
guarantee. Other features include 


yi. 
TM 


4 


3-speed action and electrical re- 
verse. The 20 in. economy line fea- 
tures electric and manual reverse 
fans plus a 20 in. Fan and Caddie 
combination. Markel Electric Prod- 
ucts. 


For more data circle No. 39 on postcard, p. 115 


Rural mail box special 

These extra-rugged rural mail- 
boxes are made of galvanized steel 
and finished in satin-gloss alumi- 
num enamel. Retail price for Hard- 








ware Week is $2.89. A weather- 
proof plastic nameplate is mailed 
to the purchaser on return of card 
enclosed in each box. Nameplate 
is free. Jackes-Evans Mfg. Co. 

For more data circle No. 40 on postcard, p. 115 


(Continued on page 132) 
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NONE PERS OMA ALLEPDLAL AR 





the only Door with 
REFRIGERATOR type Seal 





MAGNI-SEAL 
2 Refrigerator 
Type Door Seal 


a ae 


OVERLAP DESIGN 


Installed in 
Half the Time 


FULL LENGTH 
“tavisible” 
Hinge Built 
into Door 

as Part 

of Frame 








INSTALLED IN HALF THE TIME 
SAVES TIME AND MONEY 


JASCO ALUMINUM PRODUCTS CORP. 
New Hyde Park, New York 














THE STICKLEBABY 


i 
ANY SHAPE HOLE 

, ie 
WITH ONE TOOL 


INSTRUCTIONS 
To drill hole: Press tip of tool 
against material and turn to the 
right — like a screwdriver. 
Te saw: Ease toothed shaft thru 
hole until it moves freely and use 
shaft like a saw with full stroke 
and medium pressure in the desired 
direction. 
To use as screw starter: Turn tip 
into material part-way and with- 
draw it. Screw will now bite in 
easily. 
Do not use on metal er masonry. 
Drills neat holes and enlarges pres- 
ent ones by using the gimlet as bor- 
ing tool and the shaft (if necessary ) 
as saw. You can saw with this 
round shaft in any desired direction 
in WOOD, PLASTER, MASONITE; 
PLASTERBOARD, CLAY, etc. You can 
therefore MAKE ANY SHAPE HOLE. 
The teeth will not fill up. 
For use on curtain boxes, picture- 
hanging or toggle-bolting, fine Car- 
pentry, Veneer work, etc. 




















Comes on a card as shown 
above. Men use it. Women 
use it. Has what it needs to 
sell itself! 


Distributed everywhere. 


Ask us for free catalog 
and name of your 
local wholesaler. 


TEC IMPORTS 


14525 Bessemer St. Van Nuys. Calif. 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 115. 





(Continued from page 130) 


Low priced two armed sprinkler 


A rugged two arm sprinkle 
called Scotty has been added to 
the Allenco line. The unit lists at 
$1.20. Scotty covers a circular area 


up to 40 ft with a spout to wet the 
center. Head and arms are brass 
and the base is cast iron. Packaged 
12 toacarton. W. D. Allen Mfg. Co. 
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Food mixer and drink blender 


This versatile food mixer can be 
used as a portable and stand mixer 
and as a drink blender. The Mix- 
R-Mates mixer kit consists of a 


portable mixer with four acces- 
sories. These are a chrome plated 
stand, solid base with turntable, 
21%% qt mixing bowl and a 12 ounce 
measuring tumbler. Retails for 


$27.95. Westinghouse Electric Corp. 
Fer more data circle No. 42 on postcard, p. 115 


(Continued on page 136) 





DISPLAY REVIVA 
— it sells on sight 


DOES 
WHAT 
IT SAYS! 


REMOVES — stubborn surface spots. 
CLEANS — dirt and grime. 

POLISHES —to high dry lustre, covering 
minor scratches. Triple-action tonic for marred 
furniture— For Varnished, Shellacked or 
Lacquered surfaces — 


All in One Bottle! 


Keep a stock on hand; 
it's always in demand. 
Nationally advertised. 


Retails at: 


$1.50 half pt. — $2.00 pt. — $3.00 qt. 


Packed 1 dozen to carton. Trade discount 40% 
F.O.8.—Factory: Long Island City, N. Y. 


JACKSON OF LONDON PRODUCTS 


123 West 57th Street © New York 19, N. Y. 


FOREMOST LINE 
SINCE '39 





YOUR 
PROFITS 


SPRAY ENAMELS 


GIANT 
16 Oz. CAN 


16 SPARKLING 
COLORS 


MAKES SATISFIED 
CUSTOMERS 
and 
BUILDS 
REPEAT SALES 





ALUMATONE CORPORATION 


Los Angeles 23, California 
St Louis 24 Missour 


-1523 Grande Vista Ave.. 
9270 Olive Street Road 
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NOW you can offer a 5325 value for *1.98 


set of 3 straight-side sauce pans... 


set-in covers... Bakelite knobs 


in LEMON YELLOW 


NEW COLOR. Now you can sell low-cost cook- 


ware in the high-fashion lemon-yellow color. 


NEW DESIGN. These straight-sided pans won’t 
tip over on the stove. Porcelain-enameled surface 
is sanitary, easy to clean. 


NEW COVERS. Vaporseal edges hold cooking 
juices, prevent covers from sliding off the top of 
the pan. Stay-cool Bakelite knobs won’t burn 
fingers. 


NEW PACKAGE. Pans 
and covers are carefully 
packed in a pre-priced 
self-display lemon-yellow 
carry-home carton. No 
packing troubles for you! 














STOCK UP NOW— 
GET READY FOR CUSTOMERS! 


Quantity Item ASSORTMENT 
YB515C Covered Sauce Pan Set YB150E 


.. .¥B52 Combination Cooker 
.. YB40A Flavor Saver Straight-Side Pot Retail value $50.85 
.YB60A Flavor Saver Straight-Side Pot 
YB81A 8 Cup Percolator Your cost. .. $33.96 
YB112 Round Dish Pan (Deep Sink) 
Y¥B9201—3 Pc. Sauce Pan Set 
YB71A Tea Kettle 


Total Packed Weight. ... . .60 Ibs. at distant points 





Prices slightly higher 


FEDERAL ENAMELING & STAMPING COMPANY 
Pittsburgh 30, Pa. 


= Gentlemen: Please enter my order for _.._. YB1 50 assortments. 





YB40A YB6OA 
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Stock up for extra profits on new premium- 





General Electric backs you up with 
January, February, March 


NOW’S THE TIME for you to place your order for a good 


stock of new G-E Coloramic Bulbs in all four exciting colors 
... Sun Gold, Dawn Pink, Sky Blue and Spring Green: Start- 
ing January 8th, and continuing through March, General 
Electric follows up its tremendous November announcement 
campaign on G-E Coloramic Bulbs with a special promotion 
to bring customers into your store. 

The Coloramic “‘blitz”’ is timed just right for the peak bulb- 
selling period of the year. With Christmas promotions over 


COLORAMIC DISPLAYS —a variety of display material in- 


cludes counter and window displays featuring the ““G-E Color- 
amic Girl,’’ window streamers, 2 a “tuck-ins,”” and counter 
demonstrator to show how all 4 colors affect complexions and 
furnishings. Ask your G-E supplier about them. 


“ 3 
$e wa purer? 
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4 
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it’s an ideal time to promote a profitable item like light bulbs. 
With extra-profit Coloramic bulbs as your lead item, you'll 
sell more other type bulbs, too! 

Your G-E Coloramic bulb market is tremendous—47,500,000 
homes—a sales potential of $71,000,000 to light and decorate 
living rooms alone! 

Make sure you get your share; don’t order too little or too 
late. Call your General Electric supplier, and stock up on G-E 
Coloramic bulbs and other G-E bulbs as well. 


TELEVISION — General Electric’s nation-wide ABC network TV 
show “CHEYENNE” features G-E Coloramic Bulbs Jan. 8, 15, 
29, Feb. 12, Mar. 5, 19. This hour-long, after-dinner drama attracts 
some 27,000,000 viewers every Tuesday. Watch Wednesday's bulb 
sales grow—if you're stocked for action. 


FULL COLOR PAGES jin LIFE, SATURDAY EVENING 
POST, and BETTER HOMES & GARDENS in January, Feb- 
ruary and March follow up the big November introduction of 
G-E Coloramic Bulbs—feature the ‘G-E Coloramic Girl’ and the 
decorative effects of each of the 4 colors. 
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priced General Electric 


all-out 
promotion! 


SUN GOLD 





ONLY G. E. 
OFFERS YOUR 
CUSTOMERS 

4 PASTEL TINTS 
TO CHOOSE FROM 








4 BULB PACKAGES with sales appeal are each 


distinctively colored to quickly identify each bulb 
color and help you sell four bulbs instead of one 
or two. Invite your customers to try all 4 colors. 


GENERAL ELECTRIC 
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Self-Service Impulse Items 
THAT REALLY SELL! 








NEW AKAY ADD-A-FENCE 


Sturdy plastic sectional picket 
fence with section joiners and cor- 
ner locks for lawns, gardens and 
corner markers. Break resistant 

. color fast in pink, flame, yel- 
low and white. Suggested retail— 
Four sections with joiners, $2.49. 


AKAY PLASTIC TRELLIS 


Beautiful plastic trellis that adds 
beauty and support to all climbing 
plants. Break resistant—weather 
resistant. Two 3’ high by 15” 
wide sections assemble easily into 
one 6’ trellis. Now in pink, flame, 
yellow or white. To retail at $2.98. 


HOLD-A-BOOK 

Sturdy wire and plastic in eight 
decorator colors holds _ recipe 
books, newspapers, etc., at right 


angle for easy reading. Suggested 
retail, 98¢. 


AKAY MEMO-MASTER 


Sturdy break resistant plastic in 
8 colors has 75 ft. paper roll, holes 
for hanging, non-slip rubber feet 
and pencil holder. Economy model 
without pencil and holder, sug- 
gested retail 98¢. 

AKAY PLASTIC DRIP CATCHER 


Drains moisture from sweating mod- 
ern type toilet tanks into cups that 
twist to empty. Break resistant white 
plastic drip trays won't rot, rust, 
crack or discolor. Suggested retail, 
$2.99 each. AKAY TOI-TRA for wall- 
hung flush boxes to drain into toilet 


howls Retails at $1.79. 


AKAY “BIG FREEZE” ICE SCRAPER 
Akay’s break resistant plastic 
scraper sells on a at because it’s 
designed for deep-freeze units and 
refrigerators ... speeds up defrost- 
ing. Does any rough, tough ice 
removing job with ease. Suggested 
retail, 49¢ each. 


All AKAY plastic products are 
“talking” display cartoned to 
speed sales. 








WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 115. 





(Continued from page 132) 


Chisel and driver specials 


The Fuller economy 3 piece chisel 
set, No. 339, and the 7 piece nut 
driver set, No. 229, are offered 
as Hardware Week specials. Chisels 
in %, %4 and 1 in. sizes are packed 


° 
(* 


FULLER NUT DRIVER SET 


in a plastic kit and specially priced 
at 99¢. The nut driver set (shown) 
handles nut sizes from 3/16 to % 
in. and comes in a plastic kit. Spe- 
cial price $1.98. Fuller Tool Co. 


For more data circle No. 43 on postcard, p. 115 


Child-size garden tools 

Here is a set of real garden work- 
ing tools for children. The rake- 
hoe-shovel set is the same as adult 
tools except in size. The set is 


packaged in a tool shed carton 
with handle. These tools are also 


AKAY 


4034 North Kolmar Avenue * Chicago 41, Iilinois 


om OR mek a. mi mem, 


DIVISION OF HAUSER PRODUCTS, INC handy for adults in small garden- 


ing jobs. Priced to sell for $3.98. 
Union Fork & Hoe Co. 


For more data circle No. 44 on postcard, p. 115 
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Stagger-wheel rotary mower 


This rotary mower with stag- 
gered wheels is a featured model 
in the Roto-Rugg line for 1957. The 





PROMOTION FOR 


19 in. unit has the Vae-U Lift inner Ke 7 : , 
out of 3 dealers, nationwide, re- 
ring and offers a leaf mulcher plate 


as standard equipment. E. T. Rugg ported it boosted ALL their lawn and 
Co. garden sales despite “poor season 
For more data circle No. 45 on postcard, p. 115 in "SH prompts 


(Resume reading on page 13) new highs Ti on we 


TO HELP YOU SELL 


New Displays and Other LAWN #80 GARDEN BUFFET 
Dealer Sales Helps . za -zA ZA YS ; 1956 


(Continued from page 13) 


PACKAGE—DEAL 


NOW 


Window, floor, counter 
display-merchandiser 
that highlights your 
whole Lawn and 
Garden department. 


Complete balanced 
assortment of proved 
sellers and new profit- 
makers with self-selling 
Fact Tags for self-service 


Heavy national 

magazine and local 
newspaper advertising 

; featuring Cash Cart 

is the Gardex Standard Gardener a display and tied into 
display which holds 36 tools. Gar- ' your store by 

dex, Ine. Window streamers, mats, 
For more data circle No. 46 on postcard, p. 115 counter cards, Free folders. 








Coral colored fishing lines ALL AT DISCOUNT PRICE 
Monofilament and surf lines have 

been added to the Coral King coral 

color styling. Previously only cast- 

ing line came in this new color. & 

Monofilament is soft, pliable and of ae 

small diameter. Packed in 4 to 40 Supply | imited 9 Aak your Jobber 


lb tests. Surf lines are nylon in 


popular price form : TO HELP YOU SELL 


of the “‘jet’’ sprinkler 
that set dealer profit @ For more infomation 


on these products and 


’ 
records in 'S56! services use free post 
card on page 115. 





ROTO JET 


Looks almost the same as the record- eee ee — pies ht 
selling Suburban—bright chromed brass - lb wet tests. Sunset Line and J wine 
head, green connection and yellow base — Co. 

—at scarcely half the price! Adjusts yw Ww 
Sprays-to-stream to cover circles up to. 
75-foot diameter. Make sure you get 
your share of limited production of this 


leader at this price: | Ladder merchandising stand 
only $5.50 list 


For more data circle No. 47 on postcard, p. 115 


This triangular display holds a 
maximum number of ladders in a 
minimum of floor space. One ladder 


Pees 


MADE IN U.S.A. 


is shown on each side, thus show- 
“ tari | ing three styles in 4 ft heights. 
MADE IN U.S.A. i >» ‘ Goshen Mfg. Co. 


SUBURBAN* 


For more data circle No. 48 on postcard, p. 115 





Dealers collected over $100,000 extra | | | 

through this appealing all-purpose 3 Dual action catch deal 

sprinkler in its very first year! Shoppers — = | 
looking at lower-ticket items trade up SS c _ | An operating demonstrator is 
to this and boost your profit! Easily ie A part of this dual action magnetic 
adjusts to blanket any section or all | 

of any-size circle. Order includes self- 

selling counter display. 


only $9.50 list 


*also in Cash Cart Assortment 





Pre-sold by advertising in your town 


COMPLETE SELECTION 






catch deal. The full story of the 

magnetic catch is shown in dia- 

grams on the display. Each catch 

, is packaged in a plastic dome. Sell 

PRICES SUBJECT TO CHANGE Aak your Jobber | for 40¢. The deal includes 20 
” | eatches. Amerock Corp. 
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Plaid patterned picnic bags 
These all-purpose Kraft paper 
bags with carrying handles are 
now packaged six to a plastic bag 
for resale. The wet proof Handi- 
Toters have handles and are red 







THE ALL PURPOSE BAG/ 


? AN BE WER AGE BAGS 


OTERS 


and green plaid patterned. S/ell- 
mar-Betner Div., Continental Can 
Co. 
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Fence and arbor promotion 


Sales of Concord trellises, arbors 
and fences will be sparked by this 
set of three decorative window 
streamers. Also offered is an in- 
teresting pamphlet called ““Wood- 
work Displays.” It discusses the 


fee. Fuure #7 
OF" ReEWs time! | 


fine points of selling lawn and gar- 
den wood products and is designed 
to help sales persons. Concord 
Woodworking Co. 

For more data circle No. 51 on postcard, p. 115 


Indexed power tool catalog 


The entire line of Darra-James 
motorized and standard power tools 
for home and industry are de- 
scribed in this 36 page catalog. This 
completely indexed catalog is color- 
fully illustrated, gives all specifica- 

(Continued on page 142) 


MADE IN U.S.A, 


12 Ye” Clincher Mender..........-- 


popular price nozzie 
that’s a natural seller 
with plastic hose! 


tw NOOZLE 


Brand, spanking new in every detail! Bright 
brass, handsomely packaged! Lines flow 
smoothly into popular, smaller plastic hose; 
yet fits any! Specially appeals to women—45% 
lighter than most! Guaranteed leakproof, easily 
adjustable and so low priced. 















Build Your Lawn- 
Tele pi Gri sel -ia mm od we) iii 


on this Cosh Cont 


Featured in Full Scale Magazine and Newspaper Ads 
Focused on Your Store . . . only $66.67 with all this: 


2 Suburban Sprinkler.............. 
2 Pereside SOTWOl. . 2 cccccccccces 
3 Greenwood Sprinkler............ 
4 Two Arm Sprinkler. ..........6+- 
© BRD POU e cc icccccestecvees 
Fo 4 RPP Tea eee 
3 Die Cast Flat Spray............; 
6 7%” Reusable Coupling.......... 
6 Y2” Reusable Coupling. ......... 
4 7%" Reusable Mender........... 
4 VY.” Reusable Mender........... 


12 %” Clincher Coupling. .......... 


6 %” Fem. Clincher Cplg........... Total List $100.00 


6 %” Siamese Connection......... ; Dealer Cost....... $ 66.67 


~—— a ~ 


10 clips Hose Washers, 10 on clip.... 4 Dealer Profit....... $ 33.33 


SéLa@rx 


WATERING WARE FOR EVERY “WANT” 


Supply Limited - Ask your Jobber 











Arvin 


with two new low-cost window models... 



































Integral-unit, window exhaust fan with expandable panels 


Arvin 20” Window Exhaust Fan with panels that expand to fit any double-hung 
frame sash from 27” to 3614" wide. Provides powerful, big-area cooling at remark- 95 
e ably low cost. Two-speed operation from on-off switch, conveniently centered in 
finger-safe grille. Six-pole weatherproof induction type motor. Electronically bal- ee 
anced 20’ blades with rubber-mounted steel hubs insure whisper-soft operation. 7839 
Even the colors are cool— antique white, with powder blue fan blades. Eight-foot 
rubber-covered cord. 


weatherproof induction motor that reverses electrically for intake or exhaust. Here’s a prime value 
® leader made to famous Arvin quality standards, with all the superior features that insure maximum 
power with wide comfort range, and the ultimate in economical, quiet operation. Model 7849 


yew Se Arvin 20” Reversible Window Fan, with panels; integral-unit type with super powerful 3-speed, 6-pole 995 
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draws the main stream of FAN TRAFFIC... 
full range of top-quality window-portables 


A’ > ‘ 


Model 7730 | 
(matching window & 
im panels included) | 


i Hh ili 
Ar 


Model 7620 
ae a || (matching window 
bee (| panels, $5.50) 


Model 7614 


Arvin 20” Automatic, Thermostat- 
controlled, Electrically Reversible 
Window and Portable Fan 


Turns on and off by itself as room heats or 
cools. Changes from intake to exhaust at flick 
of a switch. Expandable panels easily installed 
in any double-hung sash, 27” to 361%” wide. 
Three speeds: low, high, super-high. Superb 
Arvin construction with electronically bal- 
anced blades, rubber-mounted; 4-point cross- 
braced support for the 6-pole induction mo- 
tor. Coppertone finish, chrome grille. 


Model 7731. Arvin 20” Super-De Luxe Win- 
dow Portable. Provides the last word in fan- 
cooled luxury, with a Plus-Power, 3-speed, 
6-pole split-capacitor motor that reverses in- 
stantly. Highly sensitive thermostat turns it 
on and off automatically. Maximum effi- 
ciency, quietness, economy, beauty. Finished 
in charcoal gray enamel with sparkling brass 
trim. Including panels, $69.95 





Arvin 20” Custom Portable Fan 


Versatile 3-speed, big-volume fan for top- 
comfort cooling anywhere in the house—in 
the window for intake or exhaust, on the 
floor for a high capacity circulator. Arvin 
first-quality features throughout. Coppertone 
enamel finish with maroon fan blades, chrome 
trim. Easy-grip carrying handle. 
Lowest price 20” portable! 2 speeds, off-white 
finish, black blades and trim. Model 7840... 
$39.95 


Arvin Portable “Hi-Lo” Pedestal 
Fer all Arvin 20” portable fens. Ideal, vertically 


adjustable fan support for high, low, casement 
ped windows—or 


_ img knobs in any position. Maximum height © 
- 60” to top of fan, minimum 31” to fan center. 
. Handsomely finished in chrome 


y 
’ gray. Model 602. . . $19.95 


and charcoal 


14” Portable Fan in Pivoting Stand 


Fan pivots in sturdy metal stand for power- 
ful air flow up, down, or at any desired angle; 
wing nuts fix any position quickly, firmly. 
Two-speed operation from on-off switch; 4- 
pole weatherproof induction motor. Two full- 
depth suction-type rubber feet. Coppertone 
enamel finish, maroon fan blades, chrome 
grille and trim. Low price and handy size 
make it a terrific seller during sudden hot 
spells. 

Without stand, Model 7414 . . . $29.95 


Window Panels 
for 20” and 14” Portables 


 ; Engineered for weatherproof installation 
i@. Finished in coppertone enamel to match 


fans. Expandable to fit any double-hung 


4 frame from 27” to 3644” wide. Easily in- 


stalled from inside, with screwdriver. 
Model 601 Panel, for 7620 Fan $5.50 
Model 614 Panel, for 7414 Fan $5.50 


Electronics and Appliances Division Arvi Fl INDUSTRIES, Inc., Columbus, Indiana 


Manufacturers also of Arvin Home Radios, Portable Electric Heaters, Lectric Cook, Automobile 
Heaters, Outdoor Furniture, All-metal Ironing Tables and Barbecue Braziers. 
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Plastic mulch display unit 


iA A yellow and black dispenser, 
for inside and outside use, is of- 
A 





(Continued from page 139) 


tions and lists accessories, includ- 
ing motors. Catalog is free. Tool- 
kraft Corp. 


For more data circle No. 52 on postcard, p. 115 


Lockset and knob displays 


The Sunray Deluxe series lock- 





co. See 
eae 
b boy 


Model Ri 
is" & 21" 


Mode! R2 
is* & 21" 


Model 


sets are displayed with harmonizing 
escutcheons on No. 82C mount (il- 
lustrated). The mount also fea- 
tures a display of matching cabinet 
knob, pull and backplate. Mount 
No. 1D displays Weslock cabinet 
knobs, pulls and _ backplates to 
match the 500 Concave, 900 Sunray 
and 800 Sunray Deluxe series lock- 
sets. Western Lock Mfg. Co. 
For more data circle No. 53 on postcard, p. 115 
fered free with 1 dozen rolls of 
Shop power tool catalog Kordimulch plastic garden mulch 
material. Instruction booklets, a 
sign and extra pamphlets also come 
with the order. Kordite Co. 


For more data circle No. 55 on postcard, p. 115 


This free catalog covers power 
tools for cutting, shaping, drilling 
and finishing of wood, metal and 
plastics. Several new tools are de- 
scribed along with the rest of the 
line. Complete details, specifica- 
tions and illustrations are included. 


Interior paint color system 
Kwixet is a new interior paint 


Boice-Crane Co. available in. 300 colors. But the 
dealer stocks only the base paint 





For more data circle No. 54 on postcard, p. 115 


R4 


Heavy Duty, 21" 


ag 
Fingertip Control Model SL2A 


16" & 18" 
Model SPR2-216 


* Priced to Zoom Your Profits *xLiberal Dealer Discounts Self-Propelled 21" 


*Complete, Streamlined Family «Briggs & Stratton, Clinton, Lausen Engines 
*Rugged, but Smooth Handling *Forceful Ads Spell Fast Turnover 


See your jobber or write us today for catalogue, prices, complete information. old weeds as well as gay 


SOUTHLAND MOWER COMPANY | .. . 2n¢ it’s safe! Exctusive - 
SELMA, ALABAMA Dixie Bladeholder prevents 


THE GRASS IS ALWAYS GREENER IN A DIXIE YArn ’ even if bolt is broken. 


Fingertip Control 





DIXIE crew-cuts tough 


young blades .. . 


blade from coming off 
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selected 
HICKORY HANDLE 


UNCONDITIONAL GUARANTEE 
This beautifully polished, 


octagon neck, round bell, this Housing ever 


adze eye carpenters’ ham- Breaks or Distorts we 
mer is made with regular, 


curved or straight ripping will replace it Free. 
7. es, “ + The’ fen THE RIDGE ‘TOOL co 
ipeyr urne nish. e finest | 7 ‘ RIDG _ 
this is only i ff carpenter hammer avail- . — 


1 - 4 O f able. 
different Wig 

hammers & 

hatchets 

in the 

Helier 

Line 





You can sell Heller Ham- 
mers with complete confidence. 
All are made of forged, high 
carbon tool steel, precision 
hardened, tempered and tested 
to meet Heller’s high standards 
of quality. Each hammer is per- 
fectly balanced and is fitted 
with selected hickory handles. 


1 
warte NOX 


to your nearest Heller Branch for the 
new, complete hammer catalog, #T-56. 
ERS 


Wamee 
ae 
——— a 


This new catalog describes and 
illustrates our complete line of 
hammers manufactured for: Car- 
penters, Machinists, Tinners, Brick- 
layers, Tilesetters, Blacksmiths, 
Farriers, Upholsterers and Weld- 
ers; also our line of Hatchets. 


HELLER roo co. 


Subsidiary of Simonds Saw and Steel Co. 
NEWCOMERSTOWN, OHIO 
BRANCHES: New York, Detroit, Chicago, Los Angeles 


HAMMERS—FILES— WRENCHES—TOOLS 
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TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 115. 





and eight color tubes in three sizes. 
The paint is a companion product 
to Koton, rain or shine house 


P R U N NG nt ieaptnie kg he p. 115 
SAWS AND Cable tightener package 
EQU | PME NT These wire and cable tighteners 


are now being packaged in plastic 


é 


Ld 
iInE & CABLE TIGHTENEF 


. ri r z kA ; , 
WILL TIGHTEN 2A@_BRACE. -- 
SEDOCES MMC TEMARS -PIETRL CLhITAHED LIMES 
7 arecé MEAD0O CASIDE VERE - Bee ES 
SU LS PASAY OTHER F9LS 
* a eeeees — 


PENNSYLVANIA SAW 
CORPORATION 


OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 





bags attached to display cards. 
Year-Round Each merchandising card shows 


DOUBLE-DUTY some of the many uses for these 


tighteners. Highland Machine Co. 
Profit-Maker For more data circle No. 57 on postcard, p. 115 


Special broom promotion 


This special combination broom 
offer features the Biddie Broom 


WATERFEED , (shown ) combined with the 
Water soluble cartridge type fertilizer. 2 for- . | sponge rubber Biddie Whisk at 
mulae, 30-10-10 and 15-40-10. No lawn ; 
burn. Leaf feeding. Box of 20 cartridges 
$1.00 or in bulk pack. 
ANE: 
a WATERSPIKE 
Amazing model 553—2 
woy watering device. 
Waters overhead or | ilk @a-w: 
flip valve for sub- 


surface irrigation di- 


a : CT gel olilhacte| GOle@ G@aatiis 


“USE IT for lock repairs 
WATERFEEDER and pre-treating new locks for 


Model 954. Applicator for cartridge longer life 
type fertilizers. Attaches easily to fau- 
cet or hose. Use any watering device. 
Fertilize while you water. $1.99. : jae iT in 4-07 Lr op or 
SQUARESPRAY Stream 39c can for best pro 
Remsinis teeies 253. tection against lock rust. stick- 
It gets the corners. ing, or freezing — all climates oe 
Hookup in tandem or Ord m ™ hher 
noel chong mag —- the price of the broom alone. Spe- 
ae pace Sten Co. cial price is $3.95. The offer will 
Muskegon, Mic an . 
"e “ss be effective through March. Wells 
ene PROEN Manufacturers of ‘ 
Loe tainless DOOR-EASE $1 Specialty Co. 
PRODUCTS CO. nana - 4 a For more data circle No. 58 on postcard, p. 115 


9th & GRAYSON - BERKELEY 10+ CALIFORNIA es or Stream’ « ; (Resume reading on page 14) 
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This unique Vichek 
Revolving Merchandiser 
draws customers, promotes 
sales. It holds 8 displays. 
Actually a hand tool depart- 
ment — the only revolving 
display featuring popular Lan i 
riced tools, exclusively. o> a 6 Ce : ) ; 
‘ Available for Sane hesl)! . =. Another display for 
or counter use. 1) ak | : a merchandiser or peg 


‘ 





| & ee board. Available are 
3 displays of stream- 
lined wrenches, 2 
of pliers, 2 of 
hammers, 1 of 
screw drivers 
and | of adjust- 
able wrenches. 


This display hangs 
on the merchandiser 
or on perforated 
wallboard. 





Expertly designed, stream- This eye-catch- ay is 

lined sec s+ of special ing display Want VLCHEK Displays Sell... 
analysis steel make up _ stand, holding mh 

this Panel Bar Open End punches and 
Wrench Set. 12 different chisels,.draws 
openings in every 6-piece customers like 
set, 10 openings in 5-piece a magnet. It 


iL 
1) He 
| ia 
sets. Also other wrench hangs on mer- | | if 
| 
” % nt to 
a 


sets to enable you to sell chandiser or 
5 or 6 wrenches instead peg board, or | 
of one at a time. restson counter. /.«. 


ete & 
“ 





Cleve 


be : » ~« \ #& . 
’ 
| . . 
| ‘ 
a | 
. 2 
ia agama err Fa , | 
yicHEK TOOF °° : | 
901 East 87th gue 14] 
’ land 4, Ohio ~ iat 





de ROU DED i wi SS ee RLS PP a 


Booke 





1957 Home Appliance Blue Book 
is valuable to dealers who accept 
trade-ins on major appliances. 
Trade-in values are established for 
washers, dryers, freezers, refrig- 
erators, and ranges. Almost every 
brand and model ever produced in 
this country is covered. Articles on 
trade-ins, list prices, and up to date 
trade-in values can be a valuable tool 
for dealers to combat unrealistic 
allowances and dwindling margins. 
Book retails for $7.50. Available 
from National Appliance Trade-In 
Guide Co., 2105 Sherman Ave., 
Madison, Wis. 


The Ten Commandments of Mass 
Retailing is a booklet designed to 
give dealers and their staffs a bet- 
ter insight into what makes retail- 
ing tick. It has value in training 
store personnel, and in up-dating 


for a dealer's library 


retailing skills on all levels. Sub- 
jects such as reduced prices, re- 
cording sales, value of  presell- 
ing, flow of merchandise, parking 
problems, and display are amply 
analyzed. Book has 71 pages with 
illustrations. Available from Na- 
tional Cash Register Co., Dayton 9, 
Ohio. 


How to Plan Your Kitchen; 
Child’s Room; Bedroom; Basement 
and Attic; and Living Room is 
series of five decorator books that 
a dealer can sell or use for staff 
training to increase sales of paints, 
wallpaper, builders’ hardware, and 
general building material. Each 
hard-bound book has 96 pages 
bristling with photographs, color, 
and easy-to-read secrets of home 
remodeling and decorating. Many 
basic problems such as drying up a 





ANOTHER 


Ez 


STOCK THEM 
TODAY... 
SELL THEM 
TOMORROW 


Famous F & W 
Varijet Shallow 
Well delivers 40- 
70°, more water, 
yet reduces motor load and current con- 
sumption. Best of all, it’s packaged com- 
pletely assembled with tank, pump, and 


accessories. No extra parts to buy or stock. F & W VARIJET 


damp basement are covered. This 
series of books covers the layman’s 
decorating problems, in layman’s 
language, and goes to the root of 
many problems by answering tech- 
nical questions about moisture, 
heating, plumbing, carpentry, ma- 
sonry, and wiring. The series, writ- 
ten by four experts, is edited by 
Elinor Hillyer, assistant executive 
editor, Woman’s Home Companion. 
Each book lists for $1.95. Available 
from Greenberg Publishing, 201 
East 57 St., New York 22, N. Y. 


Simplified Accounts Receivable 
for Retailers shows dealers using 
charge accounts how to enjoy the 
many advantages of cycle billing 
without investing in costly equip- 
ment and trained personnel. Book 
contains a flow-chart that shows 
how each phase of this simplified 
system is performed. Heart of the 
system is the “Kolect-A- Matic 
Tray” which has 648 pockets to 
hold all the records of a given ac- 
count. Each customer’s name is 
visibly indexed for faster filling 
and finding. Movable signals tell 





FOR EASY 
SALES AND 
INSTALLATION 


» Pasnte 
tx 6 


ooo ag 
ASO 
antes SoS ey 





for Shallow Wells. 


ADDED STRENGTH 
RIGIDITY and 
UNIFORMITY 


WRIGHTWELD HARDWARE 
CLOTH. Added strength, rigid- 
ity, uniformity. Flat wire selvage 
permanently welded to each 
filler wire. Hard drawn wire 
replacing customary annealed 
wire. Heavily galvanized after 
weaving. A major advance in 
the wire cloth industry. Sizcs 


Installation easy and quick. A natural for low- 
expense, high-profit selling. Send for details today! 


FLINT & WALLING MANUFACTURING CO., INC. 
188 Oak Street, Kendalivilie, indiana 


2x2, 3x3, 4x4. 


STEEL & WIRE CO. 


WORCESTER, MASS. 





ai. 
WRIGHT 
al 
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HANDLES... 
the EZY way to bigger retail profit. 


THE PROFIT MARGIN 
IS A SHRINKING PROPOSITION 


when you have to show a customer how to 
rehandle a tool. To make matters worse, you 


frequently wind up doing it YOURself. 


PROFIT GROWS with 
EZY-FIX HICKORY HANDLES. 


They come packaged and ready to sell in a 
sturdy, attractive, and colorful counter display 
box. Each handle is a rehandling kit . . . com- 
plete with sized and slotted eye, wedges, and 
instructions. The customer serves himself, does 
his own rehandling. All you do is ring up the 
sale. It's just that EZY. 
» 


Your time is money. EZY-FIX saves both. 
Write today for the full story and name 


of your nearest jobber. 


FLEISCHMANN HANDLE CO. 


Waynesboro, Tennessee 
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POWER 
MOWERS 


BUILT FOR THOSE WHO 


BETTER 


Outstanding design, sturdy con- | ENGINEERED 
struction and highest quality, 
have always characterized al] 
COOPER Power Mow- 

ers. Thousands upon 
thousands of satisfied 

owners testify to their 

many features for fine 

grass cutting and con- 

venieni easy 

operatica. 


18” and 20” 
Cutting Widths 


THE “AIPPE MN" une 


Moderate in cost for such high quality, ‘"KLIPPER*’ 

reel type mowers are built to give many years of 

economical, dependable and trouble-free service. 

The name COOPER signifies quality - outstanding 

engireering design - precision manufacturing - 

unquestionable TOP performance on America’s 
finest lawns. 


THE Gyelo-mo LINE 


21” Self-propelled or 18” and 20” Push 
Type ““Cyclo-Mo"’ Rotary mowers all pro- 
vide the safest and most effortless cutting 
performance on fine lawns or toughest 
weeds. Good design and rugged 
construction, provide easy han- 
dling and dependable operation. 


BETTER 
PERFORMING 


21” Self-propelied 


| 18” and 20” Push Type Briggs & Stration 4-cycle 


engines. Rope, Recoil or 
Electric Starters. 


EDGE’N TRIM: Remarkable new lawn 


and garden maintenance tool. 


A complete line of Power Mowers and 
Accessories for every grass cutting need. 


Write or wire for literature 
LONGER and FREE copy ‘Employees’ 


LASTI 4 g Selling Guide.’ 





Sail ~< the status of each account at a 
glance. Other features offered by 


Y% LB. WET Ih A y, this system: automatic aging of 

accounts, elimination of accounts 
1 W é aa Ee receivable ledger, elimination of 
LENGTH BRADS posting errors, and reduction of 


RE BROTHERS, INC. | accounts receivable inquiries. Cop- 

CORTLAND, NEW YORK, U. $. A. | les available from Remington Rand, 
315 Fourth Ave., New York 10, 
a Es 





(Continued ) 








NUMBER 


Rogers 25 Wood Working Proj- 
ects is a selling aid for dealers in- 
terested in the do-it-yourself mar- 
ket, a training manual in the use 
of tools and glues, and a resale item 
of wide appeal. This book is in 

a - loose-leaf manual form. It contains 

=~ oO IN HAN : 25 of the most popular a. 
By LH self wood working projects of the 

past 10 years, from coffee tables to 
juvenile furniture. Each plan is 


HOME HANDYMEN always need nails and brads blueprinted and explained on its 
. «. SO be certain you're well supplied. Onder Cart. own self contained, removable 


sheet. Each covers the most ele- 
land Brand Nails and Brads in these convenient, entetary shape threagh auctemions) 


self-selling packages. Then display them where finishing. Available from Rogers 
customers can see and buy them. Isinglass & Glue Co., Gloucester, 
Mass. 





TOUGH, RUST-RESISTANT, uniformly finished, 
Cortland Nails and Brads are made from electric Carpentry Guide shows how to 
furnace steel. They have the sharp points and true- use tools and materials from the 
formed heads your customers demand. Nails come simplest job up to building a house. 


: . With the do-it-yourself craze still 
in green packages, brads in yellow . . . both are pe ego se ie a ee 


clearly marked for weight, length and gauge. You in sales training for your staff in 
can display a complete stock of sizes ('/e |b., Y% daily contact with many inexperi- 
lb. and | |b.) in a minimum of counter space. enced carpenters. Virtually every 
carpenter’s tool and material is 
covered. Methods and techniques 


fos “ , ; of design and building with wood 
stake Your Gobber for Cortland Brand uLS s BRALS oy and other materials are fully ex- 
Nails and Brads by name. Then display them ' \ | plained in 144 pages with 172 


in your store . . . and profit ! . photographs and 68 drawings. Re- 
COLORFUL tails at $2. Available from Arco 
STREAMER Publishing Co., 480 Lexington Ave., 

&” x 30 New York 17, N. Y. 





Available tor 


counter or win- “Easy Ways to Expert Wood- 
dow—ask for it working,” by Robert Scharff, is a 
power-tool handbook for DeWalt 
dealers to sell to woodworking en- 
thusiasts. It also makes a valuable 
addition to the bookshelf of any 
dealer interested in woodworking 
equipment. Besides simplifying the 
steps of difficult woodworking oper- 
ations, the book covers fundamen- 
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tals from abrasives to workbenches. 
Uses of DeWalt’s “Power Shop” and 
its accessories are written in sim- 
ple terms that are of value in train- 
ing power-tool salesmen. More than 
300 pictures and drawings illus- 
trate difficult steps. Related sub- 
jects such as shop safety and how 
to buy wood help make this book a 
complete education in woodwork- 
ing. Published by McGraw-Hill 
Book Co., Inc., 330 W. 42nd St., 
New York 36, N. Y. Price $3.95. 
185 pages. 


Basic Guide For Store Moderni- 
zation is for a dealer contemplat- 
ing remodeling or enlarging his 
store. Now in its second printing, 
the guide covers the 10 basic steps 
from budgeting for modernization 
to what to do while overhauling is 
in process. Designed to stimulate 
dealer thinking and planning, the 
book can help save costly mistakes 
in time and money. Contributors 
to the book include store owners, 
architects, contractors, bankers, 
lawyers, and government agencies. 
Available at $10 from Store Mod- 
ernization Institute, 20 E. 55th St., 
New York 22, N. Y. 


How to Use Tools is a dealer 
sales training guide that can lead 
to more sales of quality tools 
through product knowledge. With 
144 pages, 120 pictures, and 108 
line drawings, the book amply cov- 
ers all the purposes and limitations 
of hand tools, as well as how to hold 
and use these tools for: maximum 
output. Accessory knowledge such 
as sharpening tools, cutting glass, 
using glues, and measuring meth- 
ods is included. Retails at $2. Avail- 
able from Arco Publishing Co., 480 
Lexington Ave., New York 17, N. Y. 


THEONeX African Violet Book 
will help dealers who have lawn 
and garden departments as a train- 
ing aid and as a resale item. Book 
is written for beginners as well as 
experts in African Violet planting, 
care, and culture. Photographs il- 
lustrate each step of instruction 
from leaf cuttings to seeds and 
divisions. Available at $1 from 
Hydroponic Chemical Co., Copley, 
Ohio. 
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RESEARCH OTL ta didig 
FOUNDA 


artarin 


, wi “ 
ALUMNI Loon FS" nearest @4* “ 


30 MILLION ads like this 


in the nation’s leading farm 
magazines help you sell baits 
containing warfarin 


Be sure the bait you stock has 
warfarin on the label! 


jin GZ 
(f/f * 
ee 


2 |). Se 
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Dd 











MR. PHXZ CARRIES 
A LOAD! 





A large investment in a 
small volume line! 


Fasteners are only a small part of his busi- 
ness, but Mr. Phxz thinks he has to carry a 
large inventory of fasteners to satisfy his 
customers! Too bad he hasn't heard of the 
Sharon line—a complete fastener department 
with small investment, 1,000 sizes of the 
most-wanted fasteners in minimum space! 
He’d be able to put his money ana valuable 
counter space toward more profitable items— 
and still have complete fastener stocks—with 
the Sharon Assortment! 


Small investment is one important reason why 
it pays to stock the Sharon line! 


ASK YOUR JOBBER, OR WRITE: 





Sharon Byit and. Soft L o Vora 0d, Wass 
Le ‘ 








- frig 
tan ~ és 





See the Supplex 
Program 
Before You Buy 






It’s worth money to you... 
Big New Line 
Big New Promotion 
in Garden Hose and Sprinklers. 


For full details see paaes 79. 8, 


83, 85. 
¢ 












WILLIAMSBURG Wheel Goods Should Be 


: : Assembled Before Delivery 
Authentic Colonial Despite the do-it-yourself inter- 


ests of many customers, some deal- 

HARD V4 ARE ers assemble all wheel goods at 
their stores before they make de- 
livery. The one exception to this 

Looks Best... Sells Best! SS con 


makes a specific request for de- 


A complete line of colonial hardware noted livery in knockdown form. 


for handwork and detail . . . Every pattern 
from 18th Century originals . . . Dull black 
finish . . . Rust and chip resistant . . . Good 
looking and durable. 


This is one way to avoid claims 
for missing parts. It also elimi- 
nates claims which may result from 
improper assembly by the cus- 


Real, authentic Early American hammered tomer. 


wrought iron hardware in an unmatched 
combination of quality and price. Same su- 
perior quality and sturdiness as 18th Century 


originals. Sells on sight. Profits are greater w to promote s ecials 
with Williamsburg’s outstanding line. Ho P P 


Here are two ways to promote 

) : specials. 
& Write for catalog | Put a table in the window to 
Include your jobber’s name display the specials. Have the dis- 
\ Mfgrs. Reps. Desirable play face into the store. Along the 
territories open. Write. edge of the table facing the win- 
dow put up a sign reading “Spe- 


WILLIAMSBURG BLACKSMITHS cial on this table.” 


Pedestrian traffic will be at- 
Box 203B — WILLIAMSBURG, MASS. tracted by the sign. Customers will 
| have to come close to the window 
to see the merchandise, back of 


CLEAN-OUT AUGERS the sign, on special. 


This is what Crest Hardware 


for clogged drains and closets Ss | Co., in Topeka, Kan., does. 

az | Crest Hardware also has a black- 

=> fam board type sign along a wall out- 
doors near the front of the store. 
Specials are posted on this black- 
board sign. The sign is used to 
promote regular and seasonal lines 
of merchandise. 








Gardner Clean-Out Augers are a 
household necessity—effective where 
chemicals fail. Furnished in five 
lengths—8, 10, 15, 20 and 25 feet, each 
complete with adjustable, tubular 
handle. Series 1940, H.D.M.B. spring 
wire; Series 1950, music wire. 

Each auger packed in attractive, 


tox A'Seat-round ssi” "7 | | with this TRANSPARENT 


POLE SOCKETS | 
Gardner Pole Sockets . e 
are bright brass- 


plated steel—five 

sizes for pole diam- 

store ss. 2° 296 @® EYE-APPEALING 
6” 1%”, ~~ 

necessary part of © BUY-APPEALING 

every dealer's stock. 


It pays to stock the © PREPRICED 2 FOR 15¢ 


five sizes. 





Step up unit sales with the self-serv- 
Order from Your Jobber, or Write Us ice “Can't-Miss” 2 PAC. This con- tis 


Also Weath venient, transparent package is a ig ty 
so Stock Senlea proven, “sure-fire” traffic stopper. } : get 


s909 Assortments 
ARDNER WIRE CO. Mcb : : ™ dl és , i CTS 60. This sign attracts pedestrians to a 


1329 So. Cicero Ave., Chicago 50, Ill. hardware store ‘'special"’ display. 
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Bathrooms are one of the most important rooms in 

any house. With Hall-Mack bathroom accessories 

you can design and build bathrooms of which you can be 
truly proud. Hall-Mack’s beautifully chrome-plated 
accessories make any bathroom more attractive, 

more livable and enjoyable. 

Shown here are but a few of the many beautiful 

and original Hall-Mack accessories that have 

earned the reputation as the world’s finest. 

They all share Hall-Mack quality—and are all 

designed with the smart classic styling that blends 

with any bathroom style or budget. There are 

several complete lines of Hall-Mack accessories — 

in several price ranges. You’re sure to always find 

a style and idea which best suits your taste and needs. Beautiful 


Always...specify and install...Hall-Mack, the world’s chrome plated 


concealed 
finest bathroom accessories! paper holder. 


wm plated towel bar 
an be pulled out 


—- +--+ --=-------------- 


HALL-MACK COMPANY 
1380 West Washington Bivd., Los Angeles 7, California 


a Please send your FREE color booklet of new bathroom ideas. 





ADDRESS 
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ROOF DRAINAGE PRODUCTS—ca complete line that’s competitively priced 


and ready to use. These uniform products are supplied in galvanized steel 
and ENDURO® Stainless Steel, 


aes -_ sewetet 


nan clihineniasinnatinnssinnsd peau | 


FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, irrigation uses. 
Supplied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus 
a complete line of fittings. 


mepusiic)) Worlds Widest Range of, Standard. Steels 


STEEL 
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Bator Prodlucta build, Better. Proftita...a0ll, Republic. 


BOLTS and NUTS 


In order to protect the most vital segment of 

your profit potential, repeat-sales, you can’t 

afford to sell anything less than top-quality 

merchandise. And when a product is superior 

in every way—quality, packaging, selling-aids 

and pre-selling— you can be sure it will be 
your best profit-producer in the 
long run. 


These are the reasons it 
will pay you to stock and sell 
Republic Bolts and Nuts. 


For example, Republic has 
prepared the Boltand Nut Price 
Finder shown on left and on 
the opposite page. Hung in a 
convenient location, it makes 


t 


animals from household pets to livestock. New full- 


FARM AND ANIMAL CHAIN — for all types of WIRE NAILS AND STAPLES—a complete line for 


every farm and home use. Also ideally suited to 
color catalog gives complete details of lengths, and accepted by the building trades. Made from 


possible a quick selection of the type and size 
best suited to the application your customer 
has in mind. In fact it enables him to make 
his own choice. Prices are clearly shown for 
all available fasteners. 


Extra services like this sales aid, topnotch 
product quality control from raw ore to fin- 
ished fastener, convenient, spill-proof packag- 
ing plus high-visibility labels, pre-selling of 
Republic’s name and reputation—all of these 
elements combine to make Republic Bolts and 
Nuts your best-selling fasteners. 


Order a supply from your distributor. And 
when you do, ask him for a copy of the Price 
Finder. For complete information on Republic 
Bolts and Nuts, mail the coupon. 


sizes, weights, etc. Get your copy from your wire specially produced for nail manufacture. sizes you want. 


Republic Chain Distributor, or mail coupon. 


STrEEL 


ant Steck Produc 
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REPUBLIC STEEL CORPORATION 
Dept. C- 2997 


3154 East 45th Street, Cleveland 27, Ohio 


Please send more information on: 


() Farm and Animal Chain 0 Flexible Plastic Pipe 


Name Title 


©) Fasteners () Wire Nails and Staples 


(J) Steel Pipe (J Roof Drainage Products 





Company 


| 





Address 
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STEEL PIPE—for plumbing, heating, air condi- 
tioning and all other home and building uses. This 
high-quality pipe is available in a full line, in 


wer 
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How's the Hardware Business? 





Great power mower sales 
gains favor big sizes 


(Continued from page 14) 


ers showed gains of nearly 900 
percent. Smaller (under 18 in.) 
and least equipped sizes were 
down 60 percent when compared 
to 1955 sales. 

Mr. Lueloff also stated sales of 
self-propelled mowers were up 
more than 350 percent. He said 
that while prices have been de- 
creasing, more experienced con- 
sumers are demanding more fea- 
tures and better quality for their 
money. 


New taxes, higher taxes 
may be coming your way 


You had better follow the activ- 
ities of your state legislature when 
it convenes early this year. You 
may have higher taxes and new 
sales taxes. 


Programs for expanding schools, 
mental health programs and new 
highways are on the agenda for 
lawmakers in most of the states. 
Lawmakers will meet in all the 
states except Kentucky, Missis- 
sippi and Virginia. 

Somebody is going to have to 
pay for these expanded programs, 
lawmakers say, and new taxes and 
higher taxes appear to be the 
only solution for most states. 
That is why you will do well to 
watch the activities in your state 
capital. 

A new law for tighter control 
of instalment selling will also be 
considered in New York. If 
passed it might become a model 
law for other states to follow to 
curb irregularities in instalment 
selling. 


Mail order houses begin 
mailing spring catalogs 
The mail-order houses are al- 
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ready going after spring business, 

Sears, Roebuck & Co., Mont- 
gomery Ward & Co., and Spiegel, 
Inc., have started mailing their 
spring catalogs. 

Prices in the catalog are about 
the same as those in the fall and 
winter catalog. Fall and winter 
prices, however, were up 2 per- 
cent from last spring. 


Dealers benefit in new 
Westinghouse sales plan 


More Westinghouse major appli- 
ances are going to be sold through 
dealers. 

A new policy recently announced 
by Westinghouse Electric Corp., 
Mansfield, Ohio, stated that re- 
quirements for dealing direct with 
builders have been tightened. 

Here are the new minimum re- 
quirements which builders must 
meet, and which should lead to 
more sales by dealers in 1957: 

1. 50 assorted units 

2. 25 units of one line (refrig- 
erators, ranges) 

3. 15 units in the case of air 
conditioners 

. Contract negotiations 
through distributors and/or 
dealers will be made only 
to builders of new apart- 
ment houses, homes, and 
motels; apartment house 
owners and managers, and 
local and national govern- 
ment agencies. 

New plan eliminates possibility 
of special builder pricing consider- 
ations detrimental to appliance 
dealers. 


Business failures steady 


Business failures throughout the 
nation for the holiday week ended 
Dec. 27 stood at 174, exactly equal 
to the like week of 1955. Dun & 
Bradstreet reports this to be the 
lowest number for the year, down 
considerably from the 214 failures 
reported for the previous week in 
1956. 





New Wholesalers’ Aids 


for Dealers’ Use 


Janney offers dealers 
monthly planning guide 


Advance promotional planning 
is a boon to sales of dealers ser- 
viced by Janney, Semple, Hill & 
Co., Minneapolis wholesaler. 


Janney’s “Monthly Promotion 
Service” bulletin amply covers 
each facet of display and adver- 
tising. Each month dealers receive 
new product information, mer- 
chandising plans, a four-page tab- 
loid of sale items to mail to con- 





SAVE! SAVE! 
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1625 Ist Ave. Me. Phone 32-437 


Arvtd Bemen owne: 














Janney's first tabloid for 1957 used 
a 9¢ sale theme. 


sumers, and a large tie-in kit of 
display materials. 

This dealer service ties in with 
Janney’s regular broadside and 
tabloid program for the year. 


Bingham dealers get 
special sales kit 


Dealers in the 12 states covered 
by W. Bingham Co., Cleveland 
wholesaler, are getting valuable aid 
in post-Christmas promotion. 


An “After inventory sale” kit 
of 60 banners, price cards, stream- 
ers, and ad mats gives dealers all 
they need to do a bang-up job of 
interior display and advertising. 


Each dealer selects his own sale 
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Stirring up 
a counter 
revolution... 



















HINDLEY <Zevce PIC-PAK UNITS 


Hindley Self-Service Pic-Pak Units convert cluttered, COMPLETE ASSORTMENT! Now you can order your 


non-paying counter space into neat, eye-appealing complete wire hardware needs from one dependable 
Bright Wire Hardware Departments that pay off in source of supply. Hindley’s complete Pic-Pak Assort- 
extra sales extra profits all vear lone, Check ment includes screw eyes, cup hooks, screw hooks, 
‘ c eo 2 4 4 eS a > >" 


curtain rod hooks, gate hooks, shoulder hooks and 
clothesline hooks. Items may be ordered individually 
or as part of a complete assortment. 


these revolutionary features now . 
COMPACT, EASY-TO-HANDLE Pic-Pak Units simplify 


counter stocking . . . take 3 the space of bulky plastic 

bags . . . save hours of time and trouble on inventory Cid hw Site ons Bindiex 
and stock control ...can be opened and reopened Wie Meke Seam your 
indefinitely. wholesaler. 
POINT-OF-PURCHASE IMPACT! Colorful, easy-to-see 

Hindley Pic-Pac Units add worlds of eye appeal to your 

self-service tray displays . . . speed up product identifi- PIC-PAK ASSORTMENT ) 
cation . . . enable your customers to select the wire NO. 36 Includes Masonite 


i Display Board 
hardware item they need quickly and easily. ry Sn 











HARDWARE AGE, JANUARY 17, 1957 


THE NEW | WRENCH 


WITH THE “INNER GRIP" 


in-a-q 
WRENCHES 


.++ GRIP and DRIVE ALL 
HEX HOLLOW-HEAD 
SET SCREWS AND 
CAP SCREWS! 


NO FUMBLING 
NO DROPPING 


OVER 200 TYPES AND SIZES IN STOCK 


WRITE FOR CATALOGUE 


MANUFACTURED EXCLUSIVELY BY 


STEVENS WALDEN Inc. 


442 SHREWSBURY STREET 
WORCESTER. MASSACHUSET! 








FOR BUYERS OF 
LOW PRICED 
HIGH SPEED DRILL BITS 


"U. S. Eagle” is TOPS! 


THE "U.S. EAGLE" LINE OF 
29 JOBBERS LENGTH SIZES 
AND 60 WIRE SIZES PACKED 
ONE AND TWO IN AN EN- 
VELOPE IS PRICED TO SELL. 





















































THE 167 DRILLS IN THIS CASE 
SELL FOR $130 AT RETAIL PRICES. 
DEALER’S PRICE FOR CASE AND 
DRILLS COMPLETE IS $75. 


CENTURY DRILL & TOOL WORKS 


100 LAFAYETTE ST. NEW-YORK CITY 
DIVISION OF AVILDSEN TOOLS & MACHINES, INC. 








perfect target for 
PROFITS .. 
SANDVIK 
=fe)' my.) k 


World’s 
| Meolge( =) 
Seller! 


A 





New Wholesalers’ Aids 


(Continued ) 





Clearance Values 
Shop and Save! 


WHHHOIUAT IMIPHMOU WA 
$Q00 
OWNMITH UuMO Wh 
WAMPUMM WA WAIT 
$900 


YOUR STORE NAME HERE 
Address Phohe 





















































items. The Bingham kit provides. 
a theme, suggested layout for ads, 
and back-up display materials. 


Promotions 


Manufacturers’ New 
Merchandising Plans 


Stanley offers dealers 
tool assortment saving 


Until March 10 this year, deal- 
ers can save $10 on the T-1 Handy- 
man matched tool stock for Stan- 
ley-Handyman tool displays of 
Stanley Tool Div., the Stanley 
Works, New Britain, Conn. 

Dealers are offered a_ special 
price of $179.33. This price is also 
offered dealers who wish to pur- 
chase a Handyman merchandiser, 
complete with tools. 

Each T-1 unit includes window 
posters, price tickets, want list, 
order form, and list-price card. 
Stuffers, ad mats, and catalogs are 
available to aid sales of the 
Handyman line. 














GE Telechron clocks 
in mid-winter sale 


National advertising will help 
dealers move more General Elec- 
tric-Telechron clocks in February. 

Three models will be featured 
at less than $5. Sales announce- 
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SELECTING 
aad 2 


4 | US / Nc 
M000 scary, | fot Southern Soreus 
















useful consumer folder in every 
master carton of Southern wood 


screws and sheet metal screws 





Gives complete instructions for selection 
and use. Directs user in measuring length 
and diameter, choosing head styles, 
making pilot holes, and selecting drill bit 
sizes. Use this give-away folder to help 





you sell! Send coupon for your supply, 





<thtr eae 


Free. 





Southern Screw Company 
Box 1360 HA 
Statesville, North Carolina 


Please send me a supply of your folder TC-4 





My wholesaler is 





Fo 


My store ~ SCREW COMPANY 


STATESVILLE °* NORTH CAROLINA 








City State 








bee ee ee ee ee ee WAREHOUSES: NEW YORK « CHICAGO « DALLAS « LOS ANGELES 


wood screws « machine screws « A&B tapping screws « dowel screws « wood & type U drive screws « roll thread carriage bolts « stove bolts « hanger bolts 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
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Offset for better handling 


Hot forged — Tempered steel — Bright Plated Finish 


Ask your jobber salesman about the other Bridgeport Money-Maker Tools! 
THE BRIDGEPORT HARDWARE MFG. CORP. 


DISPLAY AND SELL THIS 
Bridoeport 
MONEY MAKER! 


‘«2-IN-1’? WRENCH KIT= #605 


Combination Box-Head and Open-End 
Two types of openings give double service 


Extra long for better leverage 
2 Wrenches per set — sizes %,” - 4%” 
Packaged to sell fast in durable plastic kit 
Easy to stock and display 





BRIDGEPORT 5, CONN., U.S.A. 








WORLD’S FINEST 
GRAPHITIC 


LUBRICANT 


mg pg eee 
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ail = ing ouarer ¢ sp! 
VAT] BF BAY) al 
For metal 
rubber, 


Clean to use — greaseless 
dripless 


Attractive puffer-type dis- 
penser with screw-on cap 


PANEF Mfg. Co., 





wood 
plastic 


stainless 





New Merchandising Ideas 


Looking for more profits, bet- 
ter salesmanship? Hundreds of 
dealers have used this Hardware 
Age reprint as a source of ideas 
for sales training meetings, etc. 


Planning a Self-Service Store 
I5¢ ea. 


Here is a detailed report on how one 
firm planned its first full self-service 
store. Large photos illustrate special 
fixtures, price rails, etc. Handling of 
charges through check-out, pilferage, 
special packaging methods, etc., are 
all covered. 16 pages. 


order copies from 
Editorial Reprint Service 





HARDWARE AGE 
|| Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 
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Manufacturers Promotions 


continued 





ments will run in four colors in 
Sunday supplement  advertise- 
ments in 58 newspapers on Feb. 
10. Other papers will carry black 
and white ads. 

Clocks in the promotion are the 
Decor and Telechoice at $4.99, and 
the Dorm Luminous at $4.49. 


Revere reduces skillet 
price during promotion 


Revere Copper & Brass Inc., 
Rome, N. Y., is promoting its 8-in. 
covered French skillet with a 
price special. 

The fair trade price of the skil- 
let will be reduced from $7.50 to 
$4.99 through April 30. 

Regular discounts and full 
mark-ups on standard Revere 
Ware items are not affected. 

The factory will not accept 
orders for the skillet after March 
51, the company announced. 


April contest marks 
National Ladder Month 


Dealers interested in more lad- 
der sales will want to tie in with 
the third National Ladder Month, 
April this year. 

Date was set by the American 
Ladder Institute, which sponsors 
the event. Window streamers are 
offered to dealers to dress up win- 
dows to enter the month-long con- 
test. 

A $100 prize is offered to win- 
ning dealers in each of the east- 
ern, mid-central, and western sec- 
tions of the country. 

Booklets and leaflets on ladder 
uses and safety are available for 
consumer distribution. For more 
information, write American Lad- 
der Institute, 666 Lake Shore Dr., 
Chicago 11. 


Toastmaster announces 
three price increases 


Small appliance prices are on 
the way up. 

Following a recent announce- 
ment of increases in price of many 












Whoever the seosow ... ov special doy 
AML The Gift Thots Alwoys Appreciated’ 


will a. Sibley ‘Djsploy 


A Libbey every-day Crystal set is “The 
Gift That’s Always Appreciated”. . . for 
birthdays, anniversaries, or those “extra 
special” days. 

To help produce top volume from your 
glassware department, Libbey has devel- 
oped eye-catching promotional displays... . 
available now to gain full advantage from 


Libbey Safedge Glassware sets are pack- 
aged in highly attractive gift boxes . . . each 
one an effective display item. For use with 
the boxes are toppers promoting special 
days, and permanent wall or counter 
plaques. Well-planned use of these aids 
builds a customer-drawing display, for big- 
ger profits from volume sales . . . every glass 
backed by the famous Libbey guarantee: 


















































the coming seasons and special days. 
vt : “A new glass if the rim of a Libbey ‘Safedge’ 
glass ever chips.” 

















| A permanent plaque for 
wall or counter — 

| shows where to buy 
AL Libbey Safedge Glass- 
vl ware — every-day crystal 
for every day. 
art 











See 




















on 










my 


Y Libbey representative for information 
— on these sales-building kits. For seasonal or year-around 
: display . . . Libbey promotion kits will keep sales mov- 


ing briskly. Libbey Glass, Division of Owens-Illinois, 


Toledo 1, Ohio. 


a new every-day crystal pattern 
in the Tempo shape, with delicate 
22K. gold decoration. In five 
sizes, it is the perfect gift. 



















”. 

and top- 
per displays attract attention to “A Gift 
That’s Always Appreciated.” Toppers tie in with 
significant dates . . . Mother’s Day, Father’s Day, Bride’ 
Shower, Birthdays and Anniversaries . . . and as a gift for 
every day for the Modern Homemaker. 











LIBBEY SAFEDGE GLASSWARE 
AN (1) PRODUCT 


Owens-ILLINOIS 


GENERAL OFFICES « TOLEDO 1, OHIO 
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of General Electric’s traffic appli- 
TWISTED ances, Toastmaster Products Div., 


McGraw Electric Co., Elgin, Lil., 
BROWNELL LINE has released new, higher prices 


on three key items: 
Ter ieee Gee Model 1B14 toaster, formerly 
$17.95, now $18.95; Model 1B16 
THE PERFECT ‘‘LINE’’... Powermatic toaster, formerly 
$27.50, now $28.50; and Model 4Bl 
automatic steam and dry iron, for- 
Durable? It’s 4 times as strong as cotton! merly $15.95, now $16.95. 


E seal? The company stated there is no 

conomicai: Additional tensile strength over cotton per- h . dea) - distributor 
mits use of smaller sizes — gains yardage, © anee = pare OF = we 
reduces costs. margins. Higher production costs 


Practical? Your choice of 2 handy sizes: ‘4 Ib. size on were cited as the reason for new 
4” or 6" tube at the same price . . . ' Ib. | rd 
and 1 Ib. tubes if desired. pricing. 


Always specify ‘‘BROWNIE’’ — the quality brand | ae 
for over a century—made by Brownell & Co., Inc., the largest | Michigan Peat adds 


manufacturers of Nylon Seine Twine and serving the fishing 


industry since 1844. Baccto to its name 





For Masons, Contractors, Plumbers, Do-it- yourselfers 

















It’s Baccto Michigan Peat now. 
At Last ... a Twisted Nylon Mason Line that is not af- ‘ Ne) 
fected by water, gasoline, kerosene, oils, paints, etc. Twisted for Known nationally as Michigan 
proper amount of elasticity, it has much greater abrasive quali- Peat for more than 35 years, it 
ties than cotton. Once your customers have tried it, repeat sales will be extensively promoted under 


will come automatically. the new name. 
Write for Descriptive Catalog Sheet. 





IE ER em mee 


The trademark signifies new ad- 
vances in making the product 
more effective as an organic soil 
conditioner, the firm said. 


Consumers will hear the new 
name in more than 180 local news- 


: paper campaigns this. spring. 
His Hardware Age There is further publicity in con- 


Ad, Brought Results— sumer and trade magazines. Deal- 


“As a Manufacturers’ Representative, ers are offered newspaper ad mats 
getting the fe a a — : ao || ona 50-50 coop basis. 

necessity, especially in view of the tact | . 
that ogni several desirable | All ads are backed with a mer- 
lines through the Advertisement | | Chandising kit containing display 
placed in the AGE in October. With | and promotional aids. 

best wishes for your continued success." 
Sincerely yours, 


A Satisfied Advertiser 


























Department store sales 
jump 14 percent over 1955 


Sales in the nation’s department 
stores rose 14 percent over the 
same 1955 period in the week 
ended Dec. 22, the Federal Re- 
serve Board reports. 


Since the first of the year, 1956 
department store sales ran 3 per- 
AMERICAN TOY & FURNITURE COMPANY cent ahead of 1955. 

6130 N. Clark St. Chicago 26, Illinois . 

HS A RS OES ELE A AGO LES A Here is a breakdown of depart- 
ment store sales by Federal Re- 


it’s worth money to you. “FOLD-A-WAY"” || ‘erve districts: 
Big New Line | 


| Fou 
° Federal Reserve ones week gr wk ‘ded Jan | 
Big New Promotion _ Shopping Carts District De Dec Dee. 22 Dec. 22° 
in Garden Hose and Sprinklers. Bre 2 Medele—Pleted Boston... + - 
For full details see pages 79, 81, — a Philadelphia ..:.. +1: - | 
83, 85. be . ) Shipped completely | Cleveland : + 


Richmond . 
assembled. Atlanta .. 





Here's every toy and hobby 

kit you need for setting up o 

successful toy department Educational pre- 

school items, woodworking and woodburning 

kits, metal tapping, work benches ond baking 

tables, hand tool sets PLUS esclusive Disney 

land and Mickey Mouse Club creations Write 
for your copy today. 


See the Supplex 
Program 
Before You Buy 


lee acters See @geeaeeea @ 
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Write for prices. een A es 
Kansas City 
CIRCLE METAL MFG. CO. Dallas 
4268 Pacific Way, Los Angeles 23, Calif. U. 8S. Total.. 


*Revised. 
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Champlev SPRINKLERS 


LIST PRICE 


$580 
sgu0 
516 


ANTI-SYPHON CHECK VALVE 


Full water-way. No restriction, 34"" pipe 


é UNION VALVE (Non-Union $2.80) 


Swivel seat for long life, 4°’ pipe 





POP-UP SPRINKLER HEAD 


Pops up 112” 





above grass 


REGULAR SPRINKLER HEAD 








Fully adjustable, solid brass — 

HOSE TO PIPE FITTINGS 33 

Various sizes available we 
Leen . emanate 

HOSE Y 722 





ideal for Siamese connections 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


* 10S ANGELES 12, CALIF. © CApito! 1-2108 








1460 NAUD ST. 
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“NOW YOU CAN MAKE YOUR 
DREAMS COME TRUE" 


A large number of the world's most successful people have been 
those who were termed ‘‘dreamers."’ Thinking success for your busi- 
ness is an essential step to progress. You can make the dreams of 
improvement of your business now come true. Increased sales can be 
had by using HELLER Sales Tested Flexible View Store Fixtures. Think 
of a most attractive store, one that will be most outstanding and 
that will draw trade. HELLER can furnish the necessary equipment. 


W. C. HELLER & CO., en Ohio 
FOR 65 YEARS (_——m ccumuuni | iiipiliiceeniees | 
SUCCESSFUL = 
MERCHANTS ae on a a oa 
HAVE USED 
HELLER STORE 
FIXTURES. 


WRITE TODAY 
FOR CATALOG NO. 7A 
WITH HELLER'S LOW PRICES! 





} 
? ; 
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FREE DISPLAY CASE 


“t, WE LDwooD , 
FLEXIBL 


Actual Size 
17” high x 18” 
wide of compact f4 
display space gi 





‘= 
ae 


' i~ 


| with WOOD: — = 

ue Z a 
- Real wood veneer 
| in handy rolls... 


-\ | sells right off your counter 


Weldwood 


eLEXIBL_eE 


Wood-Trim 


Here’s a new profit item by 
Weldwood that every do-it-yourselfer 
is waiting for 
— for edging plywood 

(no more exposed edges) 
— for decorating coffee tables, 












FREE! 


7° 3 
WOOD-TRIM \] 
DISPLAY CASE Ni 1 


Stacks 36 rolls of | 
assorted woods, \ 
including Oak, \ 
African Mahogany, 


Walnut, Birch, Fir, 
and Korina. Each 
roll is 8’ long, 
1” wide, in trans- 


parent re-usable \ picture frames, lamp shades, 
case. Retails at nae sel ate . 
owed waste baskets, etc., etc. 


Wood-Trim is so flexible it easily 
wraps around curved or angled sur- 
| faces, yet it won't readily chip, split, 
‘peel. All that’s needed to apply it ts 
}a good wood glue like Weldwood® 
/ Contact Cement or Weldwood Presto- 
' Set®Glue. No need for heat, irons, 
pressboards, clamps, nails. 





Another \ 
Weldwood 
= Wizard 


Heavily Advertised Nationally! 


*Trade Mark 


ORDER WOOD-TRIM TODAY! 


Made by UNITED STATES PLYWOOD CORPORATION 


55 West 44th Street, New York 36, N. Y. 


161 
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from Hardware Age readers 





A battle to fight 
Dear Editor: 


The other day I had an interest- 
ing conversation with the local 
manager of one of the largest 
chain department stores. Having 
worked with them for quite a few 
years, I knew their average mark- 
up was 33% percent on retail. I 
was surprised to learn that they 
no longer tried to operate on this 
low figure, but were now averag- 
ing 35 percent. 

Here is one of the most efficient 
operators in business who is no 
longer able to operate on a 3344 
percent mark-up, while thousands 
of hardware dealers over the coun- 
try are still accepting pre-priced 
merchandise, and using wholesal- 


ers’ suggested prices, all based on 
the same mark-up we have been 
operating on for years and years. 

I am afraid we rationalize and 
console ourselves into believing 
that we are selling enough 40 per- 
cent items so that our percentage 
of mark-up is better than 33% 
percent. But, are we also taking 
into account the low mark-up 
items? 

After checking my records for 
the past three years, I was amazed 
to find that we are paying 23 per- 
cent more for paper bags, 20 per- 
cent more for salaries, 15 percent 
more for advertising and 10 per- 
cent more for delivery expense. I 
am positive other expense items 
have also gone up proportionately. 

We probably will agree that 
something should be done about 
our problem, but the question is, 
how can we remedy the situation? 


Let us miss no opportunity of 
discussing this dilemma with our 
wholesalers, manufacturers and 
their representatives. Letters from 
dealers and dealer associations 
should do much to convince our 
suppliers that we must realize 


more gross profit if we are to sur- 
vive. 

Perhaps our suppliers feel we 
are doing all right since their are 
so few complaints. We must fight 
our own battles and the time is 
now. 

Sincerely yours, 
Harry F. Orr 
Tampa Hardware 
Tampa, Florida 


Who pays the salary? 
Dear Editor: 

The article, “What is a custom- 
er?” on p. 48 of the Nov. 22 issue 
reminds me of the story of the new 
clerk. 

The owner, Jones, pointed to a 
customer who was coming in the 
door and told the new clerk, 
“There’s the person who really 
pays your salary.” 

“Why, Mr. Jones,” the new clerk 
said, “I thought you owned the 
store.” 

Yours truly, 
G. H. Cunningham 
Ft. Stockton, Texas 











fee 
 § lity 








ee ad veee of ? 





™ 














Mi 


NAILS AND STAPLES 


Bethlehem Steel 
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STEEL FENCE POSTS BARBED WIRE BALE TIES 





















A partial 

list of 

distributors 

who sell Quickie 

in carloads! 
SUPPLEE-BIDDLE- 
STELTZ, Phila., Pa. 


HOFFMAN HARDWARE‘ 
COo., Los Angeles, Calif. 


MORLEY BROTHERS 


Sagi:.aw, Mich. 
RAILEY-MILAM, Miami, Fla. 


THE SALT LAKE HARDWARE Co. 
Salt Lake City, Utah 


WILLIS DISTRIBUTORS, Bridgeport, Conn. ~ 
WYETH COMPANY, St. Joseph, Missouri 
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QUICKIE MFG. CORP. 





Self-Selling Display 
Stand takes less 
than I sq. ft. of floor space. 





20th & Oxford Sts., 
Phila. 21, Pa. 
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SELL THIS COMPLETE LINE OF 


MORTITE 


The “‘fingertip weather- 
strip’’ with 100! caulk- 
ing and sealing uses 


NODRIP TAPE 


Permanently ends pipe 
drip without messy 
vapor seal tapes or 
overwraps 





J. W. MORTELL COMPANY 





Ly lortell 


NODRIP PLASTIC 
COATING 


Protects and insulates 
metal against rust, cor- 
rosion, condensation. 
Anyone can apply. 










PROFIT MAKERS 


FOAMFLEX DOORSTRIP 


New! Viny! foam and wood strips bonded 
by exelusive process. Pre-cut for easy 
installation 





508 BURCH ST., KANKAKEE, ILLINOIS 

















Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New,” which appears in every issue on page !2. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 





























MAKES YOU FEEL 
PRETTY GRATEFUL FOR 
BETHLEHEM FENCE! 


Cartoon ads like this, appearing 
regularly in regional farm papers 
are catching the attention of your 
prospects. Ask your jobber for these 
Bethlehem Steel products .. . 


























AUTOMATIC 
BALING WIRE 


CLOTHE 
LINE 
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LOUIS HIRSIG, chair- 
man of the board of Wolff, 
Kubly & Hirsig in Madi- 
son, Wis., has been in the 
retail hardware business 
in that city for 50 years. 
He serves the Hardware 
Mutuals Insurance Co. of 
Stevens Point, Wis., as 
chairman of the board, 
and was president of the 
Wisconsin Retail Hard- 
ware Association in 1914 
and 1915. His other ac- 
tivities include directorships in the First National 
Bank of Madison and in the Madison Gas & Elec- 
tric Co. For nine years he served with Madison’s 
first city planning commission. He is also head of 
the Wolff, Kubly & Hirsig Realty Co. In 1944 he 
was chairman of the Dane County Red Cross Fund. 
His hobbies include his farms and horseback riding. 
He holds a record among Rotarians. He has not 
missed a meeting in more than 43 years. He is the 
last living member of the Mendota Shack Club 
which has for its objectives good fellowship and 
fishing. In 1951 he directed the planning and con- 
struction of the firm’s $l-million hardware depart- 
ment store building opened June 30, 1952. 

(Continued on page 166) 
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K-V 1 
Clothing Carrier 


K-V 2 
Closet Rod 


the most agked for 


name in fixtures! 






























You can satisfy almost any customer with K-V’s choice 

of more than 40 fine fixtures for closets and kitchens. Beautifully 
styled and handsomely finished in polished chrome, K-V fixtures are 
made for years of service and designed for the greatest 

convenience in storing everything from hats to shoes in closets. 

And for the kitchen, K-V fixtures include similar top 

quality racks for storing pans, towels and cups. 











K-V 3 
Garment Bracket 








a fast FAMOUS FOR BUILT-IN CONVENIENCE HARDWARE 
hoe Rac 





K-V 798 
Disappearing 
Towel Rack 
















K-V 790 
Disappearing 
Pan Rack 


K-V 992 Sliding Door Hardware K-V 1300 Drawer Slide K-V 80-180 for open wall shelves 
K-V 233-239 for built-in shelves 






K-V also has a complete line of top Ask your jobber 
quality drawer pulls, door handles, locks : : 
More Than 100 K-V Fixtures ait auntie for complete catalog and price lists, 


or write us. 


fo Make Your Home 
More Convenient! KNAPE & VOGT MFG. COQO., Grand Rapids, Mich. 
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> Pn a 7 7 ; x ». 
BUT—iT CAN BE MADE SMOOTH QUICKLY, age TER or 
EASILY AND INEXPENSIVELY cuccd : pe . a 
‘ > > 
4 YS ee ‘ 
mm a ‘~ 
Camb Later (oncrete wee oe 
REPAIR AND TOPPING 4 A” a i weer 
REVOLUTIONIZES cement and masonry repairs = bs Se Te a. Co ggea 
ELIMINATEStheCHIPPINGorROUGHENING, | 7" = > 
PRIMING ond CURING thot ore necessary | "etter eks. ms, 
with ordinary cement patch ng materials pS ii te Aan oe ee 
hy Se as 
What's more. if is apc ied as THIN as As or Broa ° : yr 
more than | whatever thickness needed ; 7 og e 
& Saves contractors, home owns farmers, os re. Se 2 | 
y maintenance men hundreds f Jollors in af) Bee a ee ie . 
; concrete replacement and repair ; ‘ , a / 
“4 INCREASE YOUR SALES-DOLLAR VOLUME > 
4 ? ? j ° 
a INSTANTLY weth Later onctrcle 
a REPAIR AND TOPPING IN THESE 3 SIZES 
pt a terrific seller in the “Fix-It-Yourself” market! 
= SMALL KIT — 8 /bs 








(sufficient to repair 50 to 
150 ft. of average cracks) 
RETAIL PRICE ...... $2.95 





drum 
Includes 40-lbs. powder 





LARGE KIT — 14 /bs. min 1 gallon latex mixer 
double size) 4 9 — . eth, Op rox 

ee at DEE ce coce ° sq. ft, Ae thick 
peal 5 RETAIL PRICE .... *10.00 


CONTRACTORS UNIT | 
52 Ib | 

| 

i 

| 


BOTH KITS include powder mix, liquid rubber latex and a trowel. 
LIBERAL DEALER DISCOUNT. Prices are F.0.8. Chicago 


, 6958 South Stete Street 
001 TTD chicoge 21, tines 
— 





7 CAMP COMPANY, » 
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INSTALLS FASTER 










“HI-DUTY” Spring Butt-Hinges 
SPRING STEEL BUFFERS 









LIFETIME GUARANTEED 





| »s * og Year after year, the world’s foremost home 
TRUCKING DOORWAY peunts acrine prefabricator depends upon E-Z-SET for up-to- 
% Extra heavy doors should have Chicago “Hi-Duty" Spring Butt- | the-minute styling, ease of installation and trouble- 


Hinges and Spring Steel Buffers, to give extra long service under 
any conditions. 


*% "“Hi-Duty" Spring Butt-Hinges for Double Acting doors, with buffers, 
will effect economies for the user and function properly for many 


years. Self-aligning thru-bolts Available with or without 
| deadlocking latch bolts in 


Each yeor, more and more architects Only 3 pre-assembled units regular or 5” (1 pce.) backsets 
recommend Chicago Spring Hinges CHICAGO) , In all standard finishes Also matching interior sets 
wherever modern, high quality prod- 

ucts ore required. Take a tip from 

the men who know and specify ... SPRING HINGES Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


"Spring Hinges of Quality” 


Chicago Spring Hinae Co 


1500 CARROLL AVE., CHICAGO 7 ILL Ozone Park 16, N.Y. + 205 W. Wacker 


| free operation. You, too, can depend upon National 
| E-Z-SET because they are priced right to sell fast. 
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Parker no. 4 
WOOD SCREW 


COUNTERSINK BIT SET 
Parker) COUNTERSINK BITS 


No.4 * WOOD SCREWS 


Drills and Countersinks 
3 depths for flesh or recessed screws 


— in 1 operation — 
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with Automatic lnggeany 
For ea viel ... Dowel 








. Drills perfect countersunk holes for 8 most 
popular screw sizes to 3 different depths — 
24 combinations. 

. Depth-a-Dapter adjusts quickly, automatically 
on each of 4 hardened tool steel bits. 

. Easy to use in all electric drills, drill presses 
and hand drills. 

. Fast multiple boring of duplicate holes exactly 


alike. 
ee) Ee ckecnce ee 
Top Quality ge 


— Lowest 


Price! _| PROFIT...$ .57 
Order from your jobber, NOW! 














ARKER MANUFACTURING CO. 


Manufacturers of World-Famous Trojan Saw Blades and Frames 


ORCESTER 1, MASS., VU. S.A. 


Hardware Age 
Fifty Year Club 








(Continued: 


WILLIAM P. SCOTT, 
has been with the Thom- 
son-Diggs Co., hardware 
wholesaler in Sacramento, 
Calif., since Nov. 12, 1906. 
He joined the company as 
a stock clerk and later 
was made receiving clerk. 
When the firm moved to 
its present location in 
1912, he was given charge 
of the city order depart- 
ment. Seven years later he 
was made manager of the 
country order department. The company promoted 
him to general superintendent in 1936. In 1947 he 
was elected a director of the company. He is a 
Mason. He enjoys spending some of his leisure 
time in his garden. 


JACOB ABEL has been 
in the builders’ hardware 
business since 1904. He 
worked for P. & F. Corbin 
from 1904 until 1924, first 
as a stock clerk. Later he 
served that company as a 
bookkeeper and then had 
charge of contract pricing 
and detailing of contracts. 
In April, 1924, he and his 
brother, Henry, started J. 
& H. Abel, builders’ hard- 
ware distributors at 504 
43rd St. in Union City, N. J. He is a Mason, and 
an active member of the Men’s Club of Emanuel 
Baptist Church in Ridgewood, N. J. 


EMIL NORDELL, engi- 
neer in the development 
department of Vaughan & 
Bushnell Mfg. Co., Chi- 
cago, started his 60th year 
with the company last 
August. Now working with 
the fourth generation of 
Vaughans, he is the firm’s 
oldest employee in point 
of service. Throughout his 
long association with the 
company he has handled 
much important work in 
the development of finishes and designs of all the 
company’s tools. 
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Six Tip Top Sellers 
for 1957 


The truly important facts about Hoppe’s Gun 
Cleaning Essentials are that they will do a 
GOOD job of gun cleaning for your customer 
and an easy job of selling for you. These 
products are KNOWN — and RESPECTED — 
by every gun owner who has ever used 
them. They have DEMAND 
and are backed by contin- 
ual advertising. Ask your 
jobber. He can supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th St. 
Philadelphia 33, Penna. 














| Builder's Special 












PROFIT WITH 


lo) a TEENUTS, 


STEEL THREADS IN WOOD 


® ORDER NOW! 


Also, investigate other Dot profit-producing 
fastener hardware available on cards for 
hardware stores. Write: 

COLUMBIA FASTENER COMPANY 


ASHLAND AVE 
UNITED-CARR FASTENER 


Pea CHICAGO 8B 


SuUDStIGA ary LCorporation 





HARDWARE AGE, JANUARY 17, 1957 








“A Good Line to Handle” 


GRIFFIN 


_ HINGES 
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Cat. #BB197 — 


Template Butts, Button Tips 
with permanently attached Bearings 
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Cat. #540 


Wrought Steel Butts 


Cat. #R240 
2 stint 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality . . . and most im- 
portant the customers like the products.” 


Display them and you'll sell them—Griffin 
in any 


Hinges ... order by the carton... 
selections your customers want. 


NEW VISIPAKS-— Order by the 


carton of individual carded items. 


GRIFFIN 


“since 1899” 








MANUFACTURING CO. ERIE 





Read it in HARDWARE 


NEWS OF 


HARDWARE AGE FOR 


KKKKKKS 








DEALER BRIEFS: 





Six New Dealers Open In Holiday Season; 
Missouri, lowa, Nebraska Ownerships Change 


Augusta, Ga. — Refresh- 
ments and prizes were plenti- 
ful at the formal opening of 
the Jordan Hardware & 
Paint store in North Au- 
gusta. The store is owned by 
W. K. Jordan and is managed 
hy W. B. Trimmier, Jr. 


Jacksonville, Fla. — The 
Towers Co. hardware store 
had its grand opening re- 
cently in the Cedar Hills 
Shopping Center. Norman 
Woodcock will operate this 
latest of a large group cf 
Towers stores. 


South Sioux City, Neb.— 
‘The new owner of South Soo 
Hardware, Dakota Ave. and 
2ist St., is Paul J. O’Bryan. 
The former sales manager of 
a wholesale distributor re- 
cently took over the business 
from Ted Alvey and John 
Zink. 


El Sobrante, Cal.— There 
were door prizes and gifts 
aplenty at the grand opening 
of Oliver’s newly renovated 
store. This is the third time 


(Continued on page 174) 





Dealer Wins Window Display Contest 








come 


Deffenbaugh Lumber Co., Golden, Colo., dealer was grand 
prize winner in the recent window display contest sponsored 
by Benjamin Moore & Co. This window netted part of the 
$500 cash awards shared by 1|!3 winners, coast to coast. 
Other hardware prize and runnerup winners: Fairfax Hard- 
ware, Denver; Economy Lumber and Hardware, Denver; 
Bressler's Hardware, St. Albans, N. Y.; and Riopel Paint & 


Hardware, Willimansett, Mass. 
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LEO R. TORBORG 


L. R. Torborg Advanced 
At Marshall-Wells Co. 


Marshall-Wells Co., Duluth 
wholesaler, has promoted 
Leo R. Torborg to division 
merchandise manager at the 
home office. 

Mr. Torborg joined the 
firm in 1945. He was assist- 
ant buyer at Duluth before 
& later promotion to group 
merchandiser at the Billings, 
Mont., branch. 


Briggs Gets Top Post 
With Thermometer Corp. 


Garth Q. Briggs has been 
named general sales man- 


GARTH @. BRIGGS 
ager of the Thermometer 
Corp. of America, Spring- 
field, Ohio. 

Mr. Briggs was with Shap- 
leigh Hardware Co., St. 
Louis wholesaler. He held 
several important selling and 
buying posts. 


Molly Elects Forsberg 
to Vice-Presidency 


R. M. Forsberg has been 
elected vice-president and di- 


R. M. FORSBERG 


rector of the 
Reading, Pa. 

Mr. Forsberg has_ been 
sales manager of the firm 
since 1952. 


Molly Corp., 


H. A. Stewart A Director 
At High Standard Corp. 


H. A. Stewart has been 
elected executive vice-presi- 
dent and director of High 
Standard Mfg. Corp., Ham- 
den, Conn. 

Mr. Stewart spent the past 
18 years with Savage Arms 
Corp. He left Savage as ex- 
ecutive vice-president. 


Seal-Kote Names Specht 
Sales Promotion Chief 


Jack Specht has been pro- 
moted to sales promotion 
manager of Seal-Kote, Inc., 
Wooster, Ohio. 

He has served the firm as 
advertising manager for the 
past two years. 


J. A. Casey is Named 
Granet Sales Manager 


J. A. Casey has been 
named sales manager of the 
Granet Corp., Framingham, 
Mass. 

Mr. Casey was eastern 
sales manager of Edmont 
Mfg. Co. 


HARDWARE AGE, JANUARY 17, 1957 























AGE while 


THE 


it’s NEWS 


TRA 











SON 





JANUARY 17, 1957 





sion has been made to in- 


crease service to dealers. 


Mr. Thompson has been in 
hardware and department 
store promotion and adver- 
tising for many years. 


Thompson is Bingham 
Manager of Promotion 


Stanley C. Thompson has 
named manager 


been of 


Kraeuter & Co. Names 
New Personnel Lineup 


Miss Marie-Louise Gai- 
roard, who succeeded her 
father, the late Camille L. 
Gairoard, as president of 
Kraeuter & Co., Inc., New- 
ark, N. J., has announced 
she will retain ownership 
and control of the firm. 

Joseph R. Zelenka has 
been elected president and 
general manager. Robert D. 
Fleischer is sales manager; 
John Entwisle, production 
manager; Walter Rinehart, 
purchasing agent; and Frank 
McCudden is chief accoun- 
tant. 





STANLEY C. THOMPSON 


the newly-created advertising 
and promotion department of 
W. Bingham Co., wholesaler 
at Cleveland. 

The firm said this expan- 





Wholesaler’s Contest Wins Salesman Trip 





Mr. and Mrs. Clarence Nelson are shown at the start of their 
trip to New York, including a weekend at the Waldorf- 
Astoria Hotel. Mr. Nelson won the trip for racking up the 
most points for sales in a tool contest sponsored by Michigan 


Hardware Co., wholesaler at Grand Rapids. Contest, for 
hand and power tools, ran from August through October. 
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Southern Hardware Golf Assn. Elects New 
Officers; Names Golf Outing Winners 


The Sorthern Hardware 
Golf Assn., recently formed 
(see HARDWARE AGE, Nov. 8, 
page 155), held its first golf 
outing and election of officers 
on Nov. 29 at Mid Pines 
Club, Southern Pines, N. C. 

Officers elected are: presi- 
dent, W. N. Dixson, Jr., 





Touchett Elected VP In 
E Z Paintr Expansion 


E Z Paintr is streamlin- 
ing its research and expan- 
sion projects. The Milwau- 


isis. 





ROBERT TOUCHETT 


kee firm has elected Robert 
Touchett to executive vice- 
president to head up this 
modernizing. 

Election comes as a pro- 
motion to Mr. Touchett. He 
joined the company as trea- 
surer in 1945. Most recently, 
he was treasurer and vice- 
president in charge of pro- 
duction. 


Mr. Touchett’s executive 
staff for the two-year expan- 
sion and improvement plan 
is Arnold W. Brumm, vice- 
president in charge of sales; 
John Pharris, vice-president 
in charge of production. 

Also William H. Foy, di- 
rector of purchasing; John 
Quinn, treasurer; and Dr. 
F. A. Madenwald, chemist, 
director of research and test- 
ing. 


Brown - Rogers - Dixson Co., 
wholesaler at Winston-Sa- 
lem, N. C.; first vice-presi- 


dent, Douglas W. Franck, 
Safe, Padlock & Hardware 
Co.; second vice-president, 


C. E. Hamilton, Odell Hard- 
ware Co., wholesaler at 
Greensboro, S. C.; and sec- 
retary and treasurer, H. M. 
Worthington, H. Linn 
Worthington Co. 

Chairman of the executive 
committee is F. L. Campbell, 
Fayette R. Plumb Co. 

Executive committees were 
elected for three, two, and 
one year terms. Three year 
members are E. B. Frock, 
Hanover Wire Cloth Co.; 
Francis P. May, May Hard- 
ware Co., wholesaler at 
Washington, D. C.; and Rus- 
sell Hoehl, Russell, Burdsall 
& Ward Bolt & Nut Co. 

For two year terms: W. 
B. Plyler, Monroe Hardware 
Co., wholesaler at Monroe, 
N. C.; J. C. Walker, Pen- 
berthy Injector Co.; and S. 
D. May, Bluefield Hardware 
Co., Bluefield, W. Va., whole- 
saler. 

For one year term: J. J. 
Wallace, Clemson Bros.; J. 
C. Erwin, Allison-Erwin 
Hardware Co., wholesaler at 
Charlotte, N. C.; and G. E. 
Park, General Electric Co. 

Golf winners: Lewis Bar- 
nard, Jr., Lufkin Rule Co., 
was medalist with a 77. W. 
A. McCullough, Jr., Nichol- 
son File Co., was defeated 
by H. C. Smith, Carborun- 
dum Co., for the champion- 
ship. 


Linzer Opens New 
West Coast Offices 


Offices 
Coast 


for a 
sales 


new 
division 


West 
have 


been opened by David Linzer 
& Sons, Inc., New York City. 

At Los Angeles, the office 
is managed by Joseph Bar- 
nett, a six-year sales veteran 
with the firm. 


News of the Trade— 








The KEIL No.1% 


Automatically 


DUPLICATES 
CYLINDER KEYS 


J. Harry Warst Wins “Mr. Hardware” 








J. Harry Wurst, with 66 consecutive years of selling for 
Edw. K. Tryon Co., Philadelphia wholesaler, has earned 
Hardware Age's title of “Mr. Hardware.” Mr Wurst's 
service was reported as part of a special news series called 
“Who Can Match This Record?” on Nov. 8 (page 154). 
Since that time, no one has come forward to match or 
top this record. Shown are some of the many salesmen 
and executives who recently attended a luncheon to honor 
Mr. Wurst. Wm. A. Phair, editor of Hardware Age, pre- 
sented the “Mr. Hardware’ award at the luncheon. From 
left: E. E. Chandlee, Jr., secretary and sales manager of 
Edw. K. Tryon Co.; J. W. Fox, salesman; Edw. K. Tryon, 
3rd, president and treasurer; Mr. Wurst; Mr. Phair: and 
W. Blakeley Chandlee, vice-president and general manager 
of the firm. Others who were entered for the award were: 
W. B. Sebastian, 61 years with May Hardware Co.: Fred- 
erick H. Dorn, 63 years at Edw. K. Tyron Co.; and F. E. 
Carlisle, chairman of the board, and 63 year veteran at 


Carlisle Hardware Co. 





dent of E & B Mill Supply 
Co., Perth Amboy. 





Arvin Names Jones 
to Head Up Sales 


Theodore R. Jones has been 
sales promotion manager, a 
new position, in the furni- 
® ‘ . ture and housewares division 

— - Fe, of Arvin Industries, Inc., 
Columbus, Ind. 

Mr. Jones has been with 
Arvin since 1952, most re- 
cently a market research 
analyst. 

















This is a real 
money-maker for you. 


it will bring new business 
to your store. 


LEONARD . WILSON 
Yankee Tools Now Are 


LET US TELL YOU ABOUT IT 
MAIL COUPON TODAY! 


—@— ta eA a Tt Ee Ea aR ee ee es ee 
KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 


Name 
PLEASE PRINT 


Address 





- State 














| been named 








Wilson Gets Sales Post 
At AMF Subsidiary 


Leonard E. Wilson has 
sales manager 
of Junior Toy Corp., a sub- 


| sidiary of American Machine 
| & Foundry Co., New York 
| City. 


Mr. Wilson comes to the 
firm from Huffman Mfg. Co. 


North Jersey Assn. 


Elects New President 
The North Jersey Indus- 


_ trial Supply Dealers Assn. 


has elected Benjamin Rabin- 
owitz its president for 1957. 
Mr. Rabinowitz is presi- 


Stanley-Yankee Tools 


From now on, Yankee 
Tools, Inc., a division of 
Stanley Tools at Philadel- 
phia, will be called Stanley- 
Yankee Tools, Inc. 

No change of business pro- 
cedure follows the name 
change. Orders will be han- 
dled as before. 


Thor Opens Branch 


A new Richmond, Va., 
branch office was recently 
opened by Thor Power Tool 
Co. It marks continuance of 
a large expansion program. 
K. V. Bennett is the man- 
ager. 
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Profit by this Wide Selection of 


BUTTS and HINGES 


Whatever the type you need—whatever the size 
—you'll find it in the Frantz line of Butts, 
Hinges and Hasps. Butts with square or 
rounded corners, ball or button tip...in both 
plated and bright finishes...sturdy Strap and 
Tee Hinges...versatile Hasps and other re- 
lated items. 

When you order from Frantz you get one- 
source buying convenience plus the quality and 
reputation gained in a half-century of keen 
craftsmanship. 

Frantz Butts and Hinges put the “Action 
in Sales Satisfaction’! Buy Frantz next time 
| . and find out for yourself! 








FRANTZ 

MANUFACTURING 4 R Q N rT 7. 
COMPANY 

STERLING, ILL. GUARANTEED BUILDERS. HARDWARE 














Chang CES New products and new trade names are constantly being added to the listings for 
the next Directory Number of HARDWARE AGE ° Therefore, if you do not 


find in the current issue of the Directory Number the product you are in- H 4 R DWA RE AG E 


; = ~ : , Chestnut & 56th Sts.., 
terested in, write to the “Who Makes It” Editor. He'll be glad to serve you. Phila. 39. Pa. | 


SELL THIS COMPLETE LINE OF [Mjlortell PROFIT MAKERS 







































. # 
| 
MORTITE -peumy «(| «(NODRIP TAPE * NODRIP PLASTIC + FOAMFLEX DOORSTRIP 
The “fingertip weather- = 8 Permanently ends pipe : COATING ~ ogg ee 4y-- — a ae, 
strip’ with 100! cautk- | ; drip without messy g Protects and insulates | 8 jnstaitation aia wa: 4 
ine and sealing uses — A J . 2 hm tapes or , ey | aouen cust. wo | = ' iain 
ae ee aa 
J.W. MORTELL COMPANY + 508 BURCH ST., KANKAKEE, ILLINOIS 
Self-Selling Display 
. Stand takes less 
A partic! than I sq. ft. of floor space. 
distributors 
who sell Quickie QUICKIE MFG. CORP 
OE AK 20th & Oxford Sts... 
SUPPLEE-BIDDLE- or ” 


STELTZ, Phila., Pa. 


A 
HOFFMAN HARDWARE SX” b 
CO., Los Angeles, Calif. «/) 


MORLEY BROTHERS yak cere oan UN te Tad De et ae eee 
Saginaw, Mich. 


RAILEY-MILAM, Miami, Fla. 


THE SALT LAKE HARDWARE CoO. 
Salt Lake City, Utah 


WILLIS DISTRIBUTORS, Bridgeport, Conn. 
WYETH COMPANY, St. Joseph, Missouri 






Phila. 21, Pa. 











YOU CAN 00 /T, TOO / 








WH i 
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We had to put on extra hands — since we 
started suggesting ‘““Scorcn” Brand Masking Tape 
with every paint sale! 








News of the Trade-————. 


Smith-Gates Officers Get Congratulations 


er ~ = bs 
pear + 


Smith-Gates Corp. officers check one of many good luck 
messages received during its recent open house at the new 








nl 











aM MI We've cooked up something 
gen, VERY SPECIAL! 


7 a Promotionally-priced 


Best. 6 ae 4 


Traffic builders! 


Available 
only at 


these shows 


NATIONAL HOUSEWARES SHOW 


Booths 197-201 © Navy Pier © Chicago, Jan. 17 - 24 


CHICAGO GIFT SHOW 


Room 682 © Palmer House © Feb. 3-14 


NEW YORK GIFT SHOW 


Room 506 © New Yorker © Feb. 24 — Mar. ] 


Plus Top Regional Shows! 


® 
Kromex*cerreration 
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Farmington, Conn., plant. 
treasurer; F. 
Smith, vice-president, sales; 


From 
M. Gates, vice-president, production; H. C. 
and H. S. Smith, president. 


left are R. G. Gates 


Former location was Plainville, Conn. 








NEWS OF 


MANUFACTURERS AGENTS 


A. Walt Runglin Co., Los 
Angeles, Calif., have made 
several changes. Lou Orsie 
has been named executive 
vice-president. Allen Putnam 
has become _ vice-president 
and sales manager. Donald 
Braas has replaced Mr. Put- 
nam in the Oregon-Idaho 
territory. 


v 


Howard W. Crosby and 
Associates, Kirkwood, Mo., 
manufacturers’ representa- 
tives, have added a new 
member to the organization. 
Dana Crosby is the junior 
member of the firm that 
covers Missouri, Kansas, Ne- 
braska and Iowa. 


v 


McCune-Merifield Co., San 
Francisco, Calif., announces 
that Stan Phillips has become 
a full partner in the com- 
pany’s southern division. This 
division will operate under 
the new name of McCune- 
Merifield-Phillips Co. The 
northern division, with head- 
quarters in Seattle, will re- 
main unchanged. 


v 


Diw., 
Inc., 
ap- 
and 


Sprayit 
Thomas Industries 
Louisville, Ky., has 
pointed Jack C. Lyle 


Electric 


Atlanta, Ga., 
Virginia, 
Carolina, 
and 


Associates, 
representative in 
N. Carolina, S. 
Tennessee, Alabama 
Georgia. 


v 


Van Brauman and Co., 
southwestern manufacturers’ 
sales agency in Dallas, Tex., 
has moved to 2410 Harry 
Hines Blvd. Mailing address 
remains 2011 Cedar Springs, 
Dallas, Texas. 


v 


Washington Steel Products, 
Inc., Tacoma, Wash., has ap- 
pointed the Charles G. Put- 
nam Co., San _ Francisco, 
Calif., representative of its 
Kitch’n-Handy division in 
Washington, Oregon, Cali- 
fornia and Nevada. 


v 


Artistic Wire Products Co., 
Inc., East Hampton, Conn., 
has appointed Allen Krosney 
representative in New York 
City and northern New Jer- 
sey. Mr. Krosney, and his 
associate Frank Katz, will 
headquarter in New York. 


v 


H. Wenzel Tent & Duck 
Co., St. Louis, Mo., has ap- 
pointed J. C. Frizzell of Jim 
Frizzell & Co., representative 
in Missouri, Kansas, Iowa 
and Nebraska. 
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— News of the Trade— 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Skil Corp., Chicago, IIL, 
has named eight regional 
sales managers to handle its 
homeshop line of tools under 
R. P. Melius, national sales 
manager: R. C. Brigham, 
northeast; J. K. Lynan, 
southeast; S. J. Hough, east- 
north central; R. W. Hooker, 
middle north central; L. 
Howard, west-south central; 
G. Willis, south Pacific; B. 
Macomber, north Pacific, and 
B. Hoffman, intermountain. 


* 
Aladdin Industries, Inc., 
Nashville, Tenn., has _ pro- 


moted George Cole to mid- 
west sales manager. Ogden 
Etchison replaces Mr. Cole 
as vacuumware representa- 
tive in Ohio, Indiana and 
West Virginia. John UH. 
Black, Jr., has been named 
vacuumware_ representative 
in New Hampshire, Massa- 
chusetts, Vermont, Maine, 
Rhode Island and Connecti- 
cut. 


* 


C. Hager & Sons Hinge 
Mfg. Co., St. Louis, Mo., has 
appointed William B. Ken- 
nedy divisional sales man- 
ager in Wisconsin, Minnesota 
end North and South Dakota. 
William W. Combs has be- 
come a sales representative 
in the same territory. 


oo 


Aluminum Cooking Utensil 
Co., Inc., New Kensington, 
Pa., has named Donald W. 
Flint assistant national sales 
manager of Alcoa Wrap 
sales division. He has been 
with the company for the 
past six years. 


. 


Black & Decker Mfg. Co., 
Towson, Maryland, has ap- 
pointed Ralph L. Millie dis- 
trict manager, Denver Hard- 
ware Div. Mr. Millie has 
been with the company since 
1951. 


United States Steel Corp., 
Chicago., Ill., has named 


William W. Deal assistant to 
manager of sales, western 
area. He formerly was man- 
ager of sales for the Chi- 
cago district. 

a. 


Savage Arms Corp., Chic- 
opee Falls, Mass., has moved 
Frank P. Campbell frem Chi- 
eago to Lancaster, Pa. E. 
Alan Johnson has been moved 
from Minneapolis, Minn., to 
Chicago. Both men will han- 
dle firearms and lawn mow- 
ers for the company. 


a 


Rockwell Mfg. Co., Pitts- 
burgh, Pa., has appointed 
Paul V. O’Daffer district 
sales manager of the Delta 
Power Tool Div. The power 
tool expert will cover north- 
ern California, Nevada, Utah 
and part of Wyoming. 


a 


Decatur Pump Co., De- 
catur, Ill., has appointed Roy 
J. Dunning to the newly cre- 
ated post of assistant sales 
manager. Roland Young suc- 
ceeds Mr. Dunning as dis- 
trict manager in the East. 


. 


David Linzer & Sons, Ine., 
New York, N. Y., has named 
Gene Stempler direct factory 
representative for a portion 
of the northern New Jersey 
territory. 

A 


Quick Mfg., Inc., Spring- 
field, Ohio, has appointed 
Glenn Cottrell manager of 
the newly established Pacific 
Coast sales division. Warren 
Fleming has become south- 
east division sales manager. 


- 


Franklin Glue Co., Colum- 
bus, Ohio, has appointed Ed- 
win A. Grant to its sales 
staff. He had been with F. W. 
Woolworth Co. in managerial 
capacities for 29 years. 


a 


Washburn Co., Worcester, 
Mass., has added Charles E. 
Wolff to its sales force. He 
will handle all of the com- 
pany’s Androck lines and will 
headquarter in the Louisville, 
Ky., area. 
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BEND CROQUET 





SMART, HARDWOOD 
MALLET DESIGNS 


shiesetieeiuikh 


_ 
=% 
== GROOVED 
= : AND 
= = KNURLED 
| = BALLS 
= 
=| 
VA AMY vei! dition uf 
| 
AUTOMATIC 
ARCHES 
(Pat. Pend.) 


Choose from fourteen attractive, self-displaying models. 
Retail prices run from $5.00 to $32.50. Model 7856 /57 illustrated. 


Contact your jobber or sales representative! 


SALES REPRESENTATIVES 


East—Julius Levenson, 7 East 17th St., 
New York, New York 


Midwest—South Bend Toy Mfg. Co., 
South Bend, Indiana 


South—Louis Williams & Co., 3rd National 
Bank Bidg., Nashville, Tennessee 


Denver & Pacific N. W.—Leo Scherrer, 
2840 W. 93rd Street, Seattle 7, Washington 


Calif. & S. W.—Anderson Sales Company, 
2330 W. 3rd St., Los Angeles 57, California 


Canada—Standard Cycle Products, Toronto 


Export—R. J. Kaufman, inc., 1170 Broadway, 
N.Y. Cable Address—RUKAUF, New York 


















OBITUARIES 








SAM E. HUNT 


Sam E. Hunt 


Sam E. Hunt, 76, chairman 
of the board of directors of 
Our Own Hardware, Minne- 
apolis dealer-owned whole- 
saler, director and past 
president of Minnesota Re- 
tail Hardware Assn., and a 
director and former chair- 
man of the board of Ameri- 
can Hardware Mutual 
Insurance Co., died of a 
coronary on Dec. 31. His 
entire life was spent in the 
store of his father at Red 
Lake Falls, Minn., with an 
exception of two years when 
he was a road salesman for 
Marshall-Wells. Mr. Hunt 
had planned to retire next 
month. He died at Mesa, 
Ariz. The Hunt Brothers 
Hardware Co. was among 
Our Own’s earliest members. 
Its membership number is 65. 
Mr. Hunt was elected a di- 
rector of the then Hall 
Hardware Co. in 1923. He 
served continuously since 
that time. He ‘was later 
elected president. He served 
as president until 1945, when 
he was elected to chairman 
of the board. 


Clarke |. Wilson 


Clarke I. Wilson, 61, sales 
manager of Ariens Co., 
Brillion, Wis., died suddenly 
at the St. Elizabeth Hospital, 
Appleton. He had been sales 
manager of Ariens for the 
past 12 years. Previously, 
Mr. Wilson had been a certi- 
fied public accountant, in a 
sales position at Buick Div. 
of G.M. and with the George 
S. May Co., Chicago. 


William Ladra 


William Ladra, 71, hard- 
ware store operator in Glen 


174 


Park, Ind., died Nov. 29 at 
his home in Gary, Ind. Mr. 
Ladra had operated his store 
for the past 30 years. In re- 
cent years his sons, William 
A. and James became en- 
gaged in the business with 
him. 


Harry W. Powers 


Harry W. Powers, 95, re- 
tired employee of Steinman 
Hardware Co., Lancaster, 
Pa., died in the Heisey Nurs- 
ing Home on Nov. 28. Mr. 
Powers joined Steinman in 
1879 and eventually became 
head of the company’s build- 
ing hardware department. 
He retired just before the 
start of World War I. 


Wallace H. Johnson 


Wallace H. Johnson, 66, 
retired salesman of Saw & 
Tool Div., Sandvik Steel, 
Inc., Fairlawn, N. J., died 
suddenly Dec. 13. Mr. John- 
son had been at the com- 
pany’s Chicago office from 
1939 until his retirement in 
1955. 


Geren Baird, Sr. 


Geren Baird, Sr., 69, 
founder and head of G. M. 
Baird & Co., manufacturers’ 
representative, Memphis, 
Tenn., died Dec. 17 at the 
Methodist Hospital. Mr. 
Baird was vice-president of 
Stratton-Warren Hardware 
Co. in Memphis before start- 
ing his own agency 35 years 
ago. 


Gilbert D. MacLaren 


Gilbert D. MacLaren, 68, 
owner of Eugene Hardware 
Co., Eugene, Oregon, died at 
his home following several 
days of illness. He purchased 
the hardware store in 1925. 


Edward Kugel 


Edward Kugel, 61, opera- 
tor of a hardware store for 
more than 35 years died sud- 
denly Nov. 29. His store is 
in Arverne, N. Y. 


News of the Trade 





DEALER BRIEFS: 





(Continued from page 168) 


since 1943 it has been done 
over. Oliver’s is now operated 
by Wm. Oliver. 


Yankton, S. Dak.—Harry 
Mordhorst has purchased the 
Broadway Hardware _ store 
at 320 Broadway. The store 
was operated for the past 10 
years by Pete Johansen. Mr. 
Mordhorst had been associ- 
ated with Paxton & Gal- 
lagher, Omaha, Neb. 


Nashville, Tenn.—Craig & 
Shoffner Hardware company, 
a 55 year old business, has 
opened a suburban store in 
Madison Square Shopping 
Center. The main store is at 
313 Second Ave. N. Paul Eby 
is manager of the new self- 
service suburban outlet. 


Charleston, W. Va.—Town 
and Country hardware store 
recently ended its three day 
opening celebration with a 
show featuring chimpan- 
zees. The store is on Mac- 
Corkle Ave., and is a mem- 
ber of American Hardware 
Stores. Manager Jack Pile 
formerly was associated with 
his brothers in the operation 
of Pile Hardware on W. 
Washington St. 


Muskegon, Mich.—Laketon 
Hardware Store has more 
than doubled its floor space 
in its move from 1026 W. 
Laketon Ave. to 899 W. 
Laketon Ave. Owner Hugh 


Haase had operated the store 
at its former location for the 
past three years. 


Sturgis, Mich. — The re- 
cently opened Bostetter 
Hardware store at 117 North 
St. occupies an L_ shaped 
building covering 3000 sq ft 
of floor space. The new store 
is owned and operated by 
Martin L. Bostetter, a life- 
long resident of Sturgis. 


Gladstone, Mo.—Ed Kra- 
mer has become sole owner 
of the Kra-Swin Co. He had 
been a partner of the busi- 
ness which will now be known 
as Kramer’s Hardware. Re- 
freshments were served at 
the official opening. 


Des Moines, Iowa—Euclid 
Avenue Hardware store, 203 
Euclid Ave., has been pur- 
chased by Wayne H. Roth. 
Norman Milliron was former 
owner of the hardware busi- 
ness. 


Philadelphia, Pa.—Charles 
Solowey, of Solowey’s hard- 
ware store at 429 S. 60th 
St., has been reelected first 
vice-president of the United 
Businessmen’s Association. 
This is his second term in 
office. 


Bartlesville, Okla. — The 
Bar-Dew Hardware Store re- 
cently opened for business in 
the new Pennington Hills 
shopping center on the out- 
skirts of Bartlesville. 





ROBERT L. KEMPTON 


Kempton Is Edwards Co. 
General Sales Manager 


Robert L. Kempton has 


teen promoted from assist- 
ant to general sales manager 
for Edwards Co., Inc., Nor- 
walk, Conn. 

Mr. Kempton joined the 
firm in 1940. He became 
Chicago district sales man- 
ager in 1946. 


Stanley-Judd Stylist 


Beth Bain, interior decora- 
tion authority of New York, 
has been named stylist and 
interior decorator of Stanley- 
Judd, division of the Stanley 
Works, Wallingford, Conn. 
She will tour the country 
as head of the firm’s Anne 
Davis Institute of Home 
Decoration. 
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HA Photo Angles 





Myers & Bro. Co., at Ashland, Ohio. 
ing on plans for 1957. 
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A report in pictures of events in the trade 





Employee morale got a boost re- 
cently at Our Own Hardware Co., 
Minneapolis wholesaler. Now more 
than 300 employees can have hot 
foods with their lunches. A new 
vending machine which dispenses 
six varieties of piping hot canned 
foods puts vitamins in cold lunches. 
Here, Dorothy Dahlstrom (left) 


and Joan Horn test the device. 








President's Trophy for outstand- 
ing sales record of the year at 
Warner Hardware Co., Minne- 
apolis, went to Robert O'Keefe 
(right). Leon C. Warner, presi- 
dent, made the award at the re- 
cent annual president's dinner. 
Mr. O'Keefe, a _ six-year em- 
ployee, is an industrial supply 
department salesman. He is one 
of 31 wholesale salesmen cover- 
ing the North and South Dakota, 
lowa, Wisconsin, and Minnesota 
territory. 


< 


There were 41 district managers, executives, and salesmen at the recent annual sales conference of F. E. 
Men from all states and Canada toured plant and got a general brief- 





Classified Opportunities Section 





Representatives Wanted | 








PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories for sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses. 


Address Box G-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











NATIONALLY KNOWN MANUFACTURER 
SEEKS AGGRESSIVE SALES AGENTS 


to represent our fast selling line of plastic garden hose, 
sprinklers, underground sprinkler sets, etc. Many terri- 
tories available. Commission basis. Forward complete 
details, type of trade you contact, exact territory, etc. 
Address Box 134, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





~ EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. és 
handied as a side line. Liberal 
Choice territories open. 


Address: Box 130, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





commission. 











REP RESENTATIVES WANTED TO ‘CALL 
ON Jobbers, Dealers and Department Stores. Non- 
skid rug coating, contact adhesives and fabric 
paints. Good commission. These products now 
sold in leading department and hardware stores. 
Address: Box M-11, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














PAINT SALESMEN (4) NEW YORK 


metropolitan area territories open: 1—Nassau-Queens- 
Suffolk ; 2—Westchester to Dutchess; 3—North Jersey: 
4—Brooklyn. Liberal draw plus expenses. We manu- 
facture a complete line of painters white goods and 
budget priced do-it-yourself paints. Volume discounts 
-—< — label setups available. All replies con- 
enti 
PROCTOR PAINT AND VARNISH CO. 
—y 9 A. Markell, President 
Box G 630, Yonkers, New York 











BUDGET PRICED PAINT LINE OPEN 


to qualified salesmen and agents. Protected Territory. 
Liberal Commissions. Many partially established 7 
ritories open. Guaranteed quality paints priced 
retail from $1.98 to $3.98 in Acrylic, rd, and on 
bases, in whites and colors, in all finishes for inside 
and outside use. Setup for private labels. Volume 
discounts available. Freight prepaid. 


PROCTOR PAINT AND VARNISH CO. 
Box G 630, Yonkers, New York 














REPRESENTATIVES WANTED. Opportu- 
nity for several established commission representa- 
tives for California, Oregon, Washington and 
Rocky Mountain States. Manufacture full line of 
Plumbing Brass Goods, Cast and Tubular—de 
sires sales through Hardware, Building and Lum- 
ber Yards, Accessory Stores, Plumbing and Heat- 
ing Contractors and other outlets. State expe- 
rience and details on actual territory covered. 
Address: Box 118, care of Harpware AGE. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
per coated BB's 
Most territories open. 


Address Box F-48, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











wants representation. 




















REPRESENTATIVES 


Want a Prime, Top Commission Line? 


Good opportunity with AA-I firm. Exclusive shotgun shells, binoculars, 
barometers, air guns, scopes, etc. Lucrative established territories open. 
Complete resume, experience, lines carried, references, coverage in 
first letter; or see Mr. Maiten, booth 
Show, Morrison Hotel, Chicago, February 3-7. 


HY SCORE ARMS CORP. 25 — St., ctatiadan New York 


111, National Sporting Goods 











(a ae CESSORIES RE P RE SENTA- 
TIVES WANTED. For lines of towel bars, 
soap dishes, tumbler-toothbrush holders, ete. Many 
territories open. ONLY REPRESENTATIVES 
ACTUALLY EXPERIENCED WITH BATH 
ACCESSORIES NEED REPLY. You should 
now have medicine cabinet line or similar. State 
previous bath line handled, present lines, etc. 
Box 251, Monterey Park, California. 











MANUFAC TURER’ ~ REPRE SE NT: ATIVES 
—We are old, well established door lock manu- 
facturers expanding our line and sales organiza- 
tion. A few territories are being made available 
on commission basis for capable sales representa- 
tives selling to lumber, building material and 
hardware trade. Mention lines carried, territory 
covered. Our men know of this ad. Address: 
Box 122, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS’ AGENTS 
wholesale jobbers in Hardware and allied fields 
to handle nationally advertised, consumer ac- 
cepted DL Waterless Hand Cleaner. Protected 
territories open for the quick turnover, repeat 
oer line. Write Banite Co., Buffalo 4, New 

ork. 


calling on 





MANUFACTURER’S REPRESENTATIVI 
WANTED. Salesman contacting wholesalers and 
chains in the hardware, variety, auto supply, 
drug, and supermarket trades. Attractively pack- 
aged synthetic chamois in self-selling counter dis- 
play, retailing at $.49. Excellent commission for 
experienced men. Many protected territories open. 
Reply with full particulars CLOVER PROD 
UCTS, 127 Cutler Bldg., Rochester 4, New York. 
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| realignment. 





Paint Brush Salesmen 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business, Will 
also consider sideline man or manufacturers’ agent, 


Address Box |16, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














AGE, 














LOOKING FOR A PROFITABLE PAINT- 
BRUSH LINE? We are well known national 
manufacturers of high quality, competitively 
priced paint brushes of every description; pure 
bristle and nylon. Several jucrative territories 
are now available. Very high commission, pro- 
tected territories, all shipments prepaid. State 
full particulars in first letter. All replies con- 
fidential. Address: Box M-27, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTU RER’S REPRESENTATIVE 
WANTED to sell popular repeat specialty to 
wholesalers and jobbers. Old established manu- 
facturer. Excellent commissions. Exclusive ter- 
ritory now available in most states due to area 
Please state type of trade covered 
and lines carried. Address: Box 129, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors, exclusive 
territory, 10% commission. Write full details 
with references. Replies confidential. Akron Sup 
ply Co., Inc. 216 Grand Street, Brooklyn, New 











| York. 





THE LEADING MANUFACTURER OF 
QUALITY TENTS AND TARPAULINS 
SINCE 1887 IS LOOKING FOR 


MANUFACTURERS’ 
REPRESENTATIVES 


Expansion of facilities and realign- 
ment of territories has opened sev- 
eral territories. Write giving full 
particulars including territory trav- 
eled, type of accounts called on, 
frequency of calls, list all manufac- 
turers you represent and products 
you sell. 


H. WENZEL TENT & DUCK COMPANY 


1035 Paul Street ° St. Louis 4, Missouri 





FLOOR WAX SALESMAN 


Old Dominion Wax will make you a profitable 
repeating line. Highest commission. Wonder- 
ful side line. Many territories open. Inquiries 
invited. 


PERROW CHEMICAL CO., Hurt, Va. 




















EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of HARDWARE AGE, Chestnut & 56th Streets, Phila- 
delphia 39, Pa. 


MANUFACTURER REPRESENTATIVE 
WANTED. Exclusive state territories open for 
quality line of soft faced hammers and plastic 
mallets. 47 models and sizes. Priced competi- 
tively. We have had twenty years experience in 
this business. Write giving lines you now carr) 
and territory desired. Matticks Manufacturing 
Co., 4156 East Pacific Way, Los Angeles 23, 
California. 





SALESMEN CALLING ON RETAIL HARD 
WARE STORES and other retail] outlets are 
wanted by a well known importer of Screw Prod- 
ucts, Tools and other Specialties. Excellent op 
portunity for active men. Commission 10%. In 
replying, state full particulars about your present 
activities. Address: Box 114, care of HARDWARE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





Accounts Wanted 








WELL KNOWN AND HARD 
HITTING SPECIALTY 


sales organization with highly successful merchan- 
dising background and reputation for getting results 
is seeking additional lines with volume possibilities 
for distribution through Hardware, Housewares and 
Garden Supply Wholesalers in Gulf Coast and West 
Coast territories. Best of References. 


Box 480 Houston 1, Texas 

















FOR NORTH AND SOUTH CAROLINA 
AND GEORGIA one additional volume line, do- 
mestically manufactured, exclusive territory, de- 
sired by resourceful and proven successful direct 
manufacturer’s agent giving thorough coverage 
of Wholesalers. Chains and Large Dealers. Out- 
standing references from Wholesalers and Jobbers, 
and present and past principals. LEON BEN.- 
NETT ASSOCIATES, 107 Freyer Drive, Mari- 
etta Ga., Ph. 8- 1045 (16 miles north of Atlanta). 

- WESTERN PENNSYLVANIA, OHIO AND 
WEST VIRGINIA. Additional lines needed cov- 
ering all classes of trade including hardware, 
houseware, industrial supply and paint jobbers. 
Also calling on chains and department stores. 
Organization established many years. Address: 
Box 128, care of HarpDwAre AGe, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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Accounts Wanted 


Positions Wanted 





Business Opportunities 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 








WEST COAST SALES 
Representation 


20 years experience. Thorough coverage. 
Warehouse, shipping and billing facilities. 
Well known and D & B rated. 


Clark Company, Box 990, Beverly Hills, Calif. 


MANUFACTURER’S REPRESENTATIVE, 
covering Eastern Pennsylvania, New Jersey, New 
vos City, and Long Island selling to wholesale 
hardware trade, seeks lines related to locks and 
cabinet hardware. Garden tools, etc. preferred. 
Address: Box 123, care of Harpware AGE, 
chestnut & 56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVE 


Now covering wholesale hardware jobbers in Mid- 
West for large manufacturer with well established 
line-——-Seeking additional jobber lines. Preferably in 
a four State territory. Presently residing in Chicago 
area but can relocate to Minneapolis. Assured con- 
scienious representation, Replies answered promptly. 


Duane C. Kuffer, R-3-A, Woodstock, Illinois 











oa 








SALESMAN WITH TEN YEARS experience 
in garden supply sales to wholesale and retail 
Hardware Accounts; familiar with latest merchan- 
dising techniques; meetings, etc.; knows trade in 
various sections of the country; excellent record 
with top companies; presently residing in Cin- 
cinnati, Ohio. Address: Box 119, care of Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 39. 


SALES & PROMOTION M AN AGER. Very 
successful management and publicity experience 
and personal selling technique. Highly skilled in 
personnel selection, training men, promoting cam- 
paigns, developing new territories, introducing 
new products. Tremendous active following. High- 
est records of achievement. Address: Box 121, 
care of Harpware AGe, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 














SALES E XECU TIV E 


(creative can be avail 
able). Prepared to manage and develop product 
line for progressive company thoroughly familiar 


-Marketing—Advertising—Sales Promotion 
Product Development. Highly successful record 
in organizing National Distribution. Unusual rec 
ord in Sales and Sales Management. Address: 
Box 117, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





Help Wanted 





MISSIONARY SALESMEN: 
ufacturers representatives require salesman, under 
for Missionary Order Dept., also call on 
hardware dealer trade to coordinate jobber 
in Northern New Jersey, Metropolitan New York 
and New York State. Will only consider ex 
perienced man. Send resume. Address: 
care of Harpware Ace, Chestnut & 56th 
Philadelphia 39, Pa, 


3 5 
, 


Hardware man- 


sales 


Box 132, 
Sts . 





ADDITIONAL LINES WANTED 


Long established sales organization covering all South- 
ern States, Virginia through including Oklahoma and 
Texas, serving Wholesale Hardware and Mill Supply 
Houses desires additional volume line. Highest refer- 
ences from both jobbers and companies now represented. 


Address Box K-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ATTENTION MANUFACTURERS 
OF HARDWARE & 
HOUSEWARE PRODUCTS 


Am moving to Florida with 15 years’ ex- 
perience as a Manufacturer Representa- 
tive calling on the Jobbers, Distributors, 
Rack Jobbers, Mail Order Houses, Chain 
stores, Department stores, etc., in the 
Mid-West. Want lines for the State of 
Florida only. If you have product that is 
saleable, | can sell it. Let's hear from you. 








Address: Box i124, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














AGGRESSIVE MANUFACTURERS REPRE. 
SENTATIVE OPEN for additional line for Met- 
ropolitan New York—New Jersey. Heavy expe- 
rience selling nationally-known lines. Strong, well- 
established following among hardware, tool, electri- 
cal and garden jobbers, catalog houses, chains 
and department stores. Thorough know-how pro- 
moting and marketing lines to utmost potential. 
Address: Box 113, care of HARDWARE AGgE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 

AGGRESSIVE MANUFACTURES REPRE- 
SENTATIVE giving thorough coverage in West- 
ern Pennsylvania and West Virginia serving job- 
bers of hardware, housewares, plumbing, chains 
and rack jobbers, desires one additional quality 
line of domestic manufacture. Address: Box 133, 
care of Harpware AcE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


MANUFACTURER’S REPRESENTATIVE 
covering Texas, Oklahoma and Arkansas needs ad- 
ditional line builders hardware or specialties sell- 
ing to Wholesale Hardware, Contract Hardware 
or Wholesale building material firms. Tom P. 
Gibb, P. O. Box 415, Arlington, Texas. 


EXPERIENCED AND ESTABLISHED manu- 
facturers representatives want one additional 
quality line for wholesale hardware and specialty 
distributors. Territory, East Pennsylvania; South 
Jersey; Delaware; and Maryland. Lawson & Wig- 
gins, 214 Rodman Ave., Jenkintown, Pa. 
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Field Sales Manager 


Large WHOLESALE HARDWARE DISTRIBUTOR located 
in principal mid-Atlantic city seeks services of a 
Field Sales Manager. Able to handle salesmen, 
interpret sales figures through knowledge of hard- 
ware, and understand dealers’ problems. To a 
properly-qualified experienced person we offer a 
good starting salary with wide opportunities for 
advancement. All replies treated in confidence. Write 
in full a resume of past experience, etc., including 
a recent photo if available. 


Address Box 107, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











HARDWARE EXECUTIVE 


Thoroughly experienced, to organize 
and manage wholesale hardware divi- 
sion for reputable and progressive 
Long Island distributor of building ma- 
terials who is proceeding with extensive 
expansion and diversification program. 
Submit detailed information concerning 
experience and qualifications. 


This is an opportunity of a 
lifetime for capable live-wire. 


Address Box 102, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
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DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 
reduction, money raising, 


get America's most re- 
Send for 


llf you want a sale, 
removal or closeout, 
liable and productive sales plons. 
Sippcems pep» 

VOLL SALES es 
115 West Main St. adison, Wis. 











FOR SALE — Hardware-Paint-Housewares 








store, in Midwestern shopping center, volume 
$100,000—plus, can be increased. Sell for in 
ventory and fixtures $35,000. Good income for 


two partners. Address: Box 120, care of Harp 
ware Aces, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 














FOR SAL S.Cenetine hardware stock and fix- 


tures business established 20 years, $16,500. 
Northwest St. Louis County, Missouri. Address: 
Box 127, care of Harpware Acz, Chestnut & 


56th Sts., wiumesenanes 39, Pa. 





HARDWARE-LUMBER, SAME FAMILY 
OVER sixty years, grossing about $200,000 an- 
nually. Located in one of the best farming towns 
in entire state of Nebraska. Great opportunity, 
priced for immediate sale, don’t find many like 
this. Information, free photos gladly mailed, no 
obligation whatsoever. C-6676 CONTINENTAL 
804 Grand, Kansas City, Missouri. 











HARDWARE - STORE, 
OF NEW YORK STATE, 
ness located on Main Street, 
ern store front and fixtures, clean stock, hard- 
ware, housewares, and paint, plumbing and heat 
ing business, leased building reasonable rent, sell 
at inventory plus fixtures and equipment complete. 


SOUTHERN PART 
old established busi 
Town of 8.000, mod- 








Owner has other interest. Address: Box 110, care 
of Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 

ABSOLUTELY MUST SELL. Owner sick 


Hardware store long established. Small town in 
beautiful v alley near Spokane, Washington. Di 
versifed farming, logging, lumber mills, mining 
and the largest Magnesite plant in North America. 
Excellent schools and churches. Clean stock; 
brick building. Potential great. Address: Box 
M-35. care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





FOR SALE—Sales promotion Guide. A _ book 
written and copyright from year experience suc- 
cessful sales all kind of stores. Contains drafts, 
add headings, arrangement pricing, merchandising, 
signs etc. Use it daily om complete closeout, 
wholesale plus without commission. Yours for 
only $20.00 order today one suggestion might 
mean thousands of dollars to you. Special Sales 








System, 311 West Kirkwood, Fairfield, Iowa. 

FOR SALE: Old established Tinrdware Business 
in South West Texas. Only Hardware store in 
center of large rich farm and oil territory. Large 
refinery payroll. Good lease. Any line of ap- 
pliances or implements can be added. $12,000.00 
| will handle inventory. Retiring. Address: Box 
| 125, care of HarpwaAre Ace, Chestnut & 56th 





Sts., Philadelphia 39, Pa. 








FOR SALE; HARDWARE STORE and build 
ing in west central Illinois town of 3000 popula 
tion in good farming and Industrial area. Best 
location in town and has been a Hardware store 
since 1892. Building yields $2000. In rentals an- 
nually aside from store. Priced complete $40,000. 
Address: Box 126, care of HarDware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








shells, binoculars, air guns, scopes, etc. 


SALESMEN This is it! 


Great opportunity for aggressive, reliable salesmen. Fast selling lines, shot gun 


AA-1 long established firm. Several 


lucrative territories open. Good salary, plus commission and full expenses. Must 
have following and late model car. Extensive travel. 
references first letter or see Mr. Maiten, booth 111, National Sporting Goods Show, 
Morrison Hotel, Chicago, February 3-7. 


HY-SCORE ARMS CORP. 


25 Lafayette St., Brooklyn, New York 


Complete resume and 








NEW “SILENT 8" 


Large diameter wheels with 
long-lasting rubber tires. 








Double Ball-Bearing Wheels 
Exclusive hard tempered wheels 
give amazing erformance. 
“Sha to the Shoe” comfort 
ond | lance bring extra sales. 
Many other models to choose 


from. Sensation! 


in 3-Color Self-Selling Packages—SEE YOUR JOBBER 
HUSTLER CORPORATION — Sterling, Hlinois 
HIGH PROFIT! P 


y” U [> TOP VOLUME! ~ 


a 
REMOVES RUST an STAINS wx) 


from bathtubs«sinks+ bottoms of copper 7 ACs 
pots «tile floors « metals « Ee bumpers ; 


ogo] (RTE), [amy eted a ge that's why top chains 


Nationally advertised in consumer publications 4 [display ZUD prominently 
with 98,760,000 circulation covering 49,725 cities, towns, villages... plus 


FREE SAMPLE CAMPAIGN 
to consumers throughout the nation — a tremendous dealer help! 


LIFE AMERICAN WEEKLY CAPPER’S ee 

THIS WEEK EVERYWO , CAPPER’S WEEKL 

GOOD HOUSEKEEPING CHR. SC. MONITOR WEEKLY STAR FARMER 
FAMILY CIRCLE GRIT — HOME JRL. 
PARADE McCALL’S 

BETTER +" & CONS. 
were FAMILY 








oie 





HOUSEHOLD 
FARM JOURNAL 
SAT. EVE. POST 
TRUE STORY 


WOMAN’ $ ony COMP. 
TOWN JOURN PROGRESSIVE FARMER /< 
FAMILY WEEKLY AMERICAN HOME 


OVER 600 DAILY AND WEEKLY NEWSPAPERS 


yiir ’ | r vy rs , nr ‘ale te attr . ral ' 
ZUD DISTRIBUTORS, P.O. BOX 533 AIR LAWN N.J 


WHAT'S NEW? 


Turn to pages 115-116 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the details 
on new products that interest 
you. 


IT'S QUICK—IT'S FREE 


food mee acne — 
<< ae 
4S soveatiscn 1 




















Tie-in With 
Strongest Local 
Power Tool 
Promotion Ever 


B 
Offered <UsteD for information write 


320 W. 83rd S?.., Dept WA f 20, ii. 





| Allen Mfg. Co., 
| Alumatone Corp. 








| Clemson 





| Eastman Chemical 


| Eastman 
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W. D....137, 138, 139 


| American Chain Div. 


American Chain & Cable Co., 
Inc. : . 79 


American bien Co. 
Agricultural Chem. Div. 


American Grease Stick Co. 


American Toy & Furniture Co..... 


Animal Trap Co. of America.. .. 
Armour Fertilizer Works 
Arrow Fastener Co., 


Inc. 
oe 


Arvin Industries, 


Elec. Housewares 14! 


Bartiett Mfg. Co. 

Bethlehem Stee! Co. 

Bissell Carpet Sweeper Co 

Black & Decker Mfg. Co........ 
Bridgeport Hardware Mfg. Corp. 
Brink & Cotton Mfg. Co. 
Bronson Ree! Co. 
Brownell & Co.., 
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Inc. 


Camp Co., Inc. 

Capitol Mfg. & Supply Co 
Century Drill & Tool Works...... 
Champion Brass Mfg. Co. 


Chevrolet Motor Div. 
General Motors Corp. 


Chicago Spring Hinge Co.... 


| Circle Metal Mfg. Co. 


Cleanser Products 
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Cleveland Mills Co. 


Columbia Fastener Co., Div. 
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Cooper Mfg. Co. 
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Products Corp. 
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Gensco Tools Div. 
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Mfg. Co. 
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| Hindley Mfg. Co. 


Hollingshead Corp., R. M. 
Inc., Frank A. 
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Hyde Mfg. Co. 
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Lansing Co. 
Lawn-Boy Div. 


Outboard Marine Corp. 


Lenk Mfg. Co. 
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Delta Power Tool Div.......124-125 
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Your trade will appreciate the wide diversity of sizes and styles in the 
of all National hardware products. 


BUILDERS’ 
HARDWARE 
A favorite among builders for over 50 years! 
complete line of National builders’ hardware. 
Each product is designed and manufactured with core and precision 
ae * Seven, $e: tae teenie toa gaaveting aldauay ond Gate eee 
\ Use the new catalog No. 26 for ready reference to the latest in quality 
hardware. Write today if you have not received your copy. 
Vlora f MANUFACTURING COMPANY 








really slays moths 


Nation’s leading Moth Preventive! 
Tops in dollar profits, all year ‘round! 
FEATURE EXPELLO! 


For informa*on write to: 


JUDSON DUNAWAY CORP., DOVER, N. H. 


















TYPE FITTINGS 







\MMEDIAtE 





: DELIVER’ 
DOWN TO EARTH | 
PRICES , 
, Unite tor 


as 
EA 


Complete Catalog 
PRODUCTS CORP. 


PLANO, TEXAS 
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| for Steady Profits all year 'round— 
: Buy AMERICAN 


Display AMERICAN (=== 
| in hte caleamahia Stand) 


co Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 


American Chain Division 


AMERICAN CHAIN & CABLE 


Owens Illinois Glass Co. 159 | Russell, Burdsall & Ward Bolt & 
Liher-Owene-Berd Glee Co. | Nut Con... ccc eee e eee eee cee: 15 
Window Glass Div. ....... 36 | Russell Harrington Cutlery Co..... %% 
Lockwood Hardware Mfg. Co. ... 7? 
Lumite Div. 
Chicopee Mills, Inc. ...... . 129 
S$ 
Sandvik Saw & Tool 
Div. Sandvik Steel, Inc. 156 
M Savage Arms Corp. 
Firearms Div. ws wi 6 
Mann Edge Tool Co. . 180 | Scovill Mfg. Co. 26-27 
Marshalitown Trowel Co. ....... 180 | Sharon Bolt & Screw Co......... 149 
McGill Metal Products Co. ..... 150 | Shelby Spring Hinge Co.... 122 
Melinor Industries, Inc. ........... 35 | Shuford Mills, Inc. ........... 182 | 
Meyer Merchandising Service, Inc. 88 | Simonds Saw & Steel Co. 123 
Miller & Co., Inc., Robert E..... 189 | Seymour Smith & Sons .. ve 
Minnesota Mining & Mfg. Co.... 172 Saute Gand Tey Wiig. Co......... 07 
stentense-Octen Clits ted & Reo! Southern Screw Co. ......... jae 
Ky Wan sea aes isveeaneaseak Southland Mower Co. ........... 142 
Mortell Co., J. W. 163, 171, 180 | Stevens Walden, Inc. ........... 156 | 
Supplex Corp. | 
50-51, 79, 81, 83, 85, 149, 160 
N 
National Hardware Corp. ...... 165 ‘ 
Natione! Lock Co. ............. rpy | Pee Imports ... 2.0... cece cece eens 132 
pbaiiioae? Bite. Ge. .....-.<.-<.c 179 a a eee 118-119 
Seems PUD Ge. wecccccvcccces 4 cage. NR: ee on 
Ce re 120 
o U 
Osrow Products Co., Inc......... 52-53 Union Fork and Hoe Co. ........ 113 
OX Fibre Brush Co., Inc...... 105-106 | United States Plywood Corp. 
Di ia Meee an Industrial Adhesives Div.—Glues 16! 
_ Upland lad@ustvtes, fae. .....ccc 9! 
P v 
Paasche Airbrush Co. ........... pat Vetus FORE Gy cee ckicce dcaaeeds 145 
PE I: Gs cnc nds cotéteueda 158 
ee ck, puaeatae 166 
Pennsylvania Saw Corp. ......... 144 | Ww 
Pittsburgh Plate Glass Co. | 
Ne SaaS RMR re: 48-49 | Wickwire Brothers, Inc. .......... 148 
Portable Electric Tools, Inc....... 178 Williamsburg Blacksmiths ........ 150 
Proen Products Co. ooo... an | ace Ae eee Rone 
Te ee ee en ci ora ais 127 | Wooster Sealkote Co. ........... 37 
Wright Steel & Wire Co., G. F.. 14 
Wrought Washer Mfg. Co. ...... 34 
9 
Se a vance dekaescee 24, 25 | . 
Quickie Mfg. Corp. ....163, 171, 180 | Zud Distributors, Inc. ........... 
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York, Pennsylvania * Bridgeport 2, Connecticut 


. Self-Selling Display 
2 wee ey PE ' Stand takes less 
Peo ag iy than 1 sq. ft. of floor space. 
distributors INS 

who sell Quickie <3 

pregisher i <>, 4 QUICKIE MFG. CORP. 


SUPPLEE-BIDDLE- , , 7 20th & Oxford Sts., 
STELTZ, Phila., Pa. . > ——- Phila. 21, Pa. 


7 lg mea A HARDWARE ~~ 
CO., Los Angeles, Calif. ASB 


MORLEY BROTHERS 2 


Saginaw, Mich. 
RAILEY-MILAM, Miami, Fla. 


THE SALT LAKE HARDWARE CoO. 
Salt Lake City, Utah 


WILLIS DISTRIBUTORS, Bridgeport, Conn. 
WYETH COMPANY, St. Joseph, Missouri 
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SELL THIS COMPLETE LINE OF /Mllortell PROFIT MAKERS 


MORTITE 


The ‘‘fingertip weather- 
strip’’ with 100! caulk. 
ing and sealing uses 


NODRIP TAPE 


Permanently ends pipe 
drip without messy 
vapor seal tapes or 
overwraps 


FOAMFLEX DOORSTRIP 


New! Vinyl! foam and wood strips bonded 
by exclusive process. Pre-cut for easy 
installation 


NODRIP PLASTIC 
COATING 


Protects and insulates 
metal against rust, cor- 
rosion, condensation. 
Anyone can apply. 


J.W. MORTELL COMPANY «+ 508 BURCH ST., KANKAKEE, ILLINOIS 





(MARSHALLTOWN) 


aati at et 


~~ 


MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, IOWA 











For a MAN’S job . . sell a MANN axe! 


114 years ago MANN set the pace ket. High in eye-appeal and 
for axe makers. Today MANN GREE el hand made in a fifth- -generation tradi- 
still leads with the finest axes ~ tion of master craftsmanship. 
American metallurgy and crafts- . 

manship can produce. Hundreds 

of pattern-finish-weight combin- 

ations to help you carve bigger 

profits from the hardware mar- 


Write, wire or phone for 
colorful new catalog. 


wn, | Edge Tool Company 


chennai 2, Pennsylvania 


ae 























Set of 4 ina 


mia. Boke om yy ar 4 3-color Box, Rubber Expander 
ar he Og is Geese os Tubular Glide 
RUBBER CUSHION GLIDES tal = * ey 7 . Carton. . Upholstery Nail 
Wonderful for all wood Slt MED 
and metal furniture. 
a gy 3 we < 
Adjustable Rubber smoothly. Set o on 
Cushion Glide Bakelite Furniture Rest a 3-color card. 6 Sizes, 
5%”, %”, 17, 1 1/16",0%", 1%". 


PROMPT SHIPMENT 
Ask your jobber, if he is not suppiled, write ” 
‘ . INC., Rubber Adjustable Tubular 
Monopoint Glide Bakelite Caster Cup 7 4 ~ ver - . — -d 9 N. Y. Thumb Tack Crutch Tip Spring Type 
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Buy SHUFORD’S 


TOPS in product, package and display... | 


for more profitable, quicker sales! 


HAWTHORNE, sk TIGER LILY No. 7; 


Braided Cotton Clothes Line i: Plastic Clothes Line 


**Pre-stretched’’ for more 4 . ‘ High grade vinyl] plastic ex- 
strength, longer wear. Gleam- “gt 4 é Ky truded over tire cord rayon 

ing white. Won’t kink or ravel, Pk © Ate core. Guaranteed 5 years 

easy to tie. All-weather line, P | wie old . . . 500 lbs. strong! All- 
popularly priced. 2 connected a — weather line. White and 4 & 33 
50’ continuous length hanks, “er ) color-fast pastels. 2 con- "ih 
each hank in clear film bag. , . nected 50’ or 100’ contin- 
Packed 12 hanks in self- ; a uous length hanks, each 
display carton. s ial hank in clear film bag. 

: Packed 12 hanks in self- 
display carton. 


cwenl or REFUND o> , 
S gh Wh, by Advertised 
ee Housekeeping 


ry 
$27 4S apvenristo THY 


STEEL-TITE, /( 100% SHURTAPEs 
Plastic Clothes Line Ay Dit i) NYLON CORD £ ' Pressure-sensitive rae Tapes 
High grade viny] plastic tk ae Solid Braided ra } Shuford’s crepe 
extruded over 100% ra: Great strength and fei | and flatback paper 
stranded wire center. : Wh abrasion resistance. | tapes for packag- 
Strong, all-weather line F Inert to fungus, fe ing and masking, 
can also be used as ¥ mildew and mold. a ity freezer, paper elec- 
guy-wire, etc. 2 con- | Weather resistant in | | trical, strapping 
nected 50’ continuous ~ and fresh or salt water. | ey x S and special indus- 
length hanks, each - E % | Two connected 50’ | \ 34 trial tapes. Strong, 
hank in clear film bag. g™ , al or 100’ continuous j » flexible, sure to 
Packed 12 hanks in wae wr length hanks. 1000’ “ae St seal. For resale 
shipping carton. continuous coils. and your own use. 











—_ > , i REDWOOD, 
STAY Ce ay fal i Sash Cord 
; % Tie ae WY “*Pre-stretched,”’ 

CLEANg = a a =. ey Hin tightly braided 

Twine lA ASS = GRR good quality 

Polished and un- oy. 4 SS 2 ae ND cotton. Extra 

polished twine and a. * i shee strong, smooth, 

cable cord in ex- eel — ee all-weather. 

clusive clear film a 100% VINYL Two connected 

package. Stays WEATHERSTRIPPING 100’ continuous 

wrapped. By the lb., in 4-lb. balls. All-purpose. “Do-it-yourself” kit length hanks, each hank in clear 

Polished only “‘consumer type’’ ball of 18 continuous ft. and tacks... film bag. Packed 12 hanks to dis- 

by the doz., popularly priced. for one average door or window. play carton. 
Brown, white and gray assort- 
ment packed 12 in self-display 
carton. Also 500’ reels. 
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PRESSURE-SENSITIVE PAPER TAPES - Mills P 
SASH CORDS « WEATHER STRIPPING 'CKO Ry w 
COTTON & RAYON YARNS e¢ EXTRUDED PLASTICS C 


CLOTHES LINES « TWINES 
NC 





World’s largest manufacturer of cotton cordage 





